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EDITORIALS--See You on the “Noronic”?—Hew to 
the Line—Blue Stripes in Business—Paradoxes in 
Business Reports—A One Man Sales Conference 
—The Spotlight on Machine Tools—Editorial 
Paragraphs. 
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Mill Supply Distributors Favor Progressive Action 
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Distributor on Threshold of a New Opportunity 
Edwin Lee Goucher 
House Magazine Boosts Dealer 


Method of Using Index with Profit 
Joseph H. Barber 
Cameron & Barkley Long in Business 


What Small Profit Means in Selling 
Ruel McDaniel 
Power Transmission Association Slogan Contest 
Why Domestic Wiping Cloth is Best 
Further Opinions on Wire Rope 
Profits Should Be Considered Ahead 


Fred Counterman 
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Knapp Supply Co. in New Home 
“The Mill Supply Salesman” Section 
Are There Too Many Supply Salesmen? 
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“GENUINE DETROIT” 
GLASS BODY OIL CUPS 





Series No. 400 Series No. 500 Series No. 600 


These Oil Cups are well and strongly constructed throughout. The bodies of pressed 
brass and the sight feed posts of rod brass, are so combined as to make a stronger and more 


substantial construction than the ordinary cast brass type. They thus better withstand ex- 
cessive vibration. 


Their appearance is attractive. 


The Filler Cover is provided with a spring that instantly snaps back when released, 
thus keeping the oil filling hole closed at all times. 


DETROIT LUBRICATOR (OMPANY. 


DETROIT, U. S. A. 
New York Chicago 
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HAT a difference there is in vises 
when you get them on the bench. 
It’s what a vise will DO, not what it 
COSTS that counts then. It’s on the 
bench that the vise made to meet a 


price comes to trial. 


Vise illustrated is No. 604, sta- good tools. 


tionary jaw and swivel base. 


THE COLUMBIAN VISE 


& MEG. CO. 
Successors to The Columbian Hardware Co. 


CLEVELAND, OHIO 


Columbian Vises are made of malleable 
iron which has twice the tensile 
strength of cast iron. Special construc- 
tion insuring added strength and dur- 
ability and a number of exclusive 
patented features make Columbian 
Vises the choice of mechanics who love 
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OUR BUSINESS POLICY 


We build CAPITAL “Red Cap” Brooms and Brushes with one ideal 


—to give the user the longest wear and best service for every dollar 
he spends for our products. 


We have never lowered CAPITAL “Red Cap” quality to meet low- 
priced competition. We never shall do so. There are now, and 
always will be, enough users of industrial brooms and brushes who 
want the best in quality and who are willing to pay for it, to give us a 
splendid business. 


To build other than the very best would be to lose our own self- 
respect and break faith with our customers. For us, such a course 
will never be necessary. 


I. W. LEMAUX, 





President. 
Indianapolis Brush & Broom Mfg. Co. 
126 Brush Street Indianapolis, Indiana 





CAPITAL Brushes Brooms 












atest) ‘y So Well Known— 
They are easy to Sell 


For over 30 \ 44 

years, < lisey” > a a 
Electric Toois , t 1 =a 
have been recog- -— — 
nized by the manufac- ras 
turers everywhere for 

their high quality, depend- 
ability, and low up-keep. This 
reputation earned after years of | 
faithful service means larger profits 






Electric 
Drills - Grinders 
Buffers 


to you. 


It means less sales resistance. It means that 

users everywhere are telling their friends 
about “Hisey” Products—an intangible good-will 
that only service can build. Aren’t these the kind 
of tools you like to sell? Why not add our line? 


We make a complete line of Electric Drills, Grinders and 
Butters. Write for our catalog and terms. This does not 





place you under any obligation. 


Inv estigate— — 
The Hisey-Wolf Machine Co. 


Cincinnati. Ohio 
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Bronze threads 
to iron threads 


Can’t Corrode’ 


The thread connection of this Kewanee Union is made by screw- 
ing a malleable iron ring on to a thread-end of forged manganese 


bronze. 


alwavs disconnected because there i- 
threads themselves are made 
deep and strong so that they will stand thousands of disconnec- 


tions without 


Its a joint that is 
nothing 


easily 


there to corrode, The 


vetting battered or worn. 





The other part of this simple three-piece union is of forged 
steel which is forced against the softer metal of the bronze 
thread-end in a ball-joint seat to make a tight. leakless joint. 
KEWANEE UNION PRESSURE RATINGS 
Size HeSP Temp. Hyd. Temp. 

1” and smaller 300 Ibs. 500 degrees 500 Ibs. 100 degrees 

1!, to 3 inel. 250 Ibe. 500 degrees L100 Ibs. 100 degrees 

314” and 4” 200 Ibs. 150 degrees 300 Ibs 100 degrees 














WALWORTH 


Offices: 51 East 42nd St.. New York 
Kewanee, Ol; Attalla, Ala. 





Walworth Company, General Sales 


Plants at Bosion, Mass.; Greensburg, Pa.; and 


of the World 
Montreal, P. Q. 
Foreign Representative 


Distributors in Principal Cities 


Walworth Ltd., 10 Catheart St., 
Walworth International Co... New York, 
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2. Bronze-to-steel 


. Solid three-piece 


. Easily 





> POINTS OF ADVANTAGE 


thread 
no corrosion. 


Bronze-to-iron 
tion 


connec. 


hall-joint eat 
no gasket. 


construction 
no inserted parts. 


Tested by compressed air under 


water —no defective unions. 


disconnected with a 


wrench —-no force required. 
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THE NEW “TOLEDO” UNIVERSAL POWER 
DRIVE AND POWER DRIVE HELPER 


Your customers know “TOLEDO”? POWER DRIVES for their effi- 
ciency in converting ‘“TOLEDO” hand-operated cutting and threading 
tools into swift highly efficient power machines. Now the new 
“TOLEDO” UNIVERSAL POWER DRIVE, here illustrated, is equipped 
with 15 H. P. motor that can be connected to a lamp socket on any 110 
volt current. The motor is reversible, and at the completion of the 
thread, a turn of the switch and the dies are backed off the completed 
thread quickly. No effort and no loss of time. 


For threading smaller sizes from 1.” to 2”, the ‘TOLEDO’? POWER 
DRIVE HELPER may be as- 
sembled in the driving head of 
the Power Drive, as illustrated, 
and converts the smaller 
“TOLEDO” tools inte power 
machines that are fast and effi- 
cient. 





Unlimited capacity—portable 

easy to operate—this new 
“TOLEDO” equipment is cer- 
tain to meet favor with your 
trade. 


For Results Specify 


‘TOLEDO 
ver 


THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE ST. 



































Behind Bond Truck Casters stands the 








record of long life and unequalled service. 
Progressive Mili Supply Dealers are cash- 
Ask us 


ing in on this record. « for the facts. 














BOND FOUNDRY & MACHINE COMPANY 
Manheim, Lancaster County, Pa. 


Philadelphia Office, G17 Arch Street New York Office, 256 Broadway 
Chicago Office, 39 South Clinton Street 
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| Kings of the Forest Give Way to 
| Maintain Quality of SKF Bearings 


‘YX JOODMAN spare that tree,” means nothing the highest precision and quality in the finished 


to the lumberjacks who toil in > forests. product. 
Tall and majestic primeval kings surrender to axe =P ; . 
ae aa , ; With its own resources of raw materials and this 
and saw —the first step toward becoming charcoal 
used in the manufacture of 5S steel. And from step by step scrutiny to guard against flaws, fac- 
forests and ore mines, right through all the tories in many countries and over 100 factory offices 
extensive operations which occur before : throughout the globe, 5S" can justly be called a 
anti-friction bearings are ready for service, there world-wide organization “that puts the right bearing 
is always constant and careful supervision to insure in the right place.” 


= INDUSTRIES, INCORPORATED, 40 EAST 34th STREET, NEW YORK CITY 


FOR YOUR NEAREST S. K. F. DISTRIBUTOR SEE THOMAS’ REGISTER 1785 









Puts the 
Right Bearing 
n the 
Ball Right Place Roller 


Bearings gh - Bearings 


—— 








ee 0 a RE 











April, 1927 














eet OE Re TT ate Hoe 


Pe RL TTI 








Barrett Portable Elevators are made in 
capacities for handling loads from 200 
to 5,000 pounds —hand or electrically 
powered. Simple design—sturdy con- 
struction—safe to operate. 











Barretts Bring Repeat Orders 


A large percentage of all Barrett 
Handling Equipment is sold to 
present users of the Barrett Meth- 
od. Every sale you make on Bar- 
rett Lift-Trucks, Portable Eleva- 
tors, or ‘‘Steeleg”’ Platforms will 
eventually bring one or more 
repeat orders, without effort. 

Barrett equipment is easy to 
sell, is well advertised, and well 
known— every unit effects a real, 
worth-while saving in 
money and labor, and 








companion units to Barrett 


guarantees satisfaction. Write 
us at once, and let us tell you 
how supply men everywhere are 
making real profits on this 
quick selling, double-profit line 
of handling equipment. 
List Barrett handling equip- 
ment in your catalog. Cash in 
on this quick selling line. No 
stock to carry no investment 
necessary —sell from our imme- 
diate shipment ware- 
house stock. 


.! (barrens: 





Factories in Chicago, Toronto 


Distributors in all principal cities 


Barrett ‘‘Steeleg’’ Platforms and Handling’ factories i shicago, : 3 
Barrett Portable Elevators are \eseimene| Berlin and Paris. Offices and 


Lift-Trucks. 


of the world. 


BARRETT-CRAVENS COMPANY 


1333 West Monroe Street, Chicago 


BARRETT 





LIFT-TRUCKS 
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A They can’t stick 


ih \ yas 

4 Re this engineer 
Ann by 
Ait / at 





on any pressure control job 


He knows he has only to 
look in his Mason Catalog to 


Making a Belt 
Transmit ALL 


Its Power 


find a regulator that’s made- 
to-order for the job — one 
that’s right and will stay that 


way. 





Experienced engineers have 


learned to refer to Mason 
OW much power is lost between 


line shaft and machine? How much 
is wasted through belt slippage over the 
surface of pulleys that will not deliver? 


Catalog 62 which describes 
and illustrates dependable 
Mason Regulators for every 








7 pressure service. That’s why 
And yet, belt slippage can be prevented : 


so easily. REEVES Wood Split Pulleys Mason Regulators — 














GRIP the belt—they cannot slip like to sell—engineers are already 
cast iron or steel. REEVES Wood Split Mason Boiler Feed sold on them. 

Pulleys are stronger, lighter, run truer, Line Regulator 

and they keep everlastingly on the job. May we send you our Cata- 
They cost less, and they last much log? 

longer. 


What kind of pulleys do you sell? Do 
you know whether or not there is a 
REEVES representative in your terri- 
| tory? Write today for full information 
on territories and discounts. 


Reeves Pulley Company 
Established 1887 
Columbus, Indiana 


EE E S Vauson Standard Vason Hydraulic 


Wood Split Pulley Reducing Valve Damper Regulator 
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MASON REGULATOR CO, 


Boston. Mass. 644 
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‘The Annual Report shows that Wood’s Products stay | 
sold, called for repeats and required little or no ad- 
justing among our customers."”’ 
When the secretary reads the annual business report, the 
true merit of Wood’s Power Transmission Equipment is 
immediately apparent to the Mill Supply Dealer. 
He realizes the many profitable possibilities of satisfied 
customers in terms of repeats as well as the considerable 
savings effected by the elimination of adjustments and 
repairs. 
Then, too, he has the assurance that the Wood's Line of \ 
Transmission Machinery is complete enough to meet every ; 
customer’s requirement, no matter how large or how ' 
unusual the specifications. | 
You, too, will find it profitable to tie up with T. B. Wood's 
for power transmission machinery. TRY IT! | 
} 
' ’ ’ P 
T. B. WOOD’S SONS CO. Wood’s Power | 
CHAMBERSBURG, PA. Transmission Machinery | 
| 
Shafting Pulleys | 
= 3 ae aa ] ; 
Write for Descriptive Catalog Hangers Pillow Blocks 
Couplings Belt Contactors 
i ( \ Rope Drives Speed Reducers 
| ( \ Friction Clutches Conveyors 
Ball bearings 
; 
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POWER TRANSMISSION MACHINERY 


When writing to Advertisers please mention Mint S 
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The CHICAGO Line Ball Bearing Equipment 


Profitable Specialties 


In the smallest plants and in the 
largest industries, you will find 
CHICAGO LINE Ball Bearing 
Specialties rendering satisfactory 
service. Well advertised — Gener- 
ous Profits. 


lerritory for lve dealers. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 





DAGGETT Ball Bearing Loose Pulley 


i/l Forms of Power Transmitting Appliances 


MAIN OFFICE 
19 N. Desplaines St. 
Chicago, Ill. 


FACTORY: 
Menomonee Falls, 


Wisconsin 










































20 years on the market without a complaint 
Belts are like shoes—they need attention or else they become 
hard and cracky. Atlantic Belt Dressing being a high grade ar- 
ticle, so little is needed that the cost of keeping belts soft and 
pliable and making them wear longer is very small. We manu- 
facture three kinds—for leather, rubber and canvas belts. Also 
made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 










































ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


— Cast and Malleable Fittings, Screwed and Flanged 
=a Nokoros Unions, C. D. Railroad Unions 


: {) IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 
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The Flexitite Principle Has 











(Patented) 
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OT ONLY in the plumbing and heating 

field, but in scores of industrial plants, 
the Flexitite principle of gate valve con- 
struction is winning unqualified, even en- 
thusiastic endorsement. 


No longer are gate valves considered “pretty 
much the same”. There is too great a dif- 
ference between a gate valve that leaks and 
the gate that never leaks. So Flexitite is 
remembered and specified. Valve users 
make a point of including Flexitite Gates 
in their orders, once they have seen and 
examined the valve itself. 
Wholesalers’ salesmen now show the Flex- 
itite Gate every time they make a call. 
They are selling more valves than ever 
before, as well as other items, as a result. 
And the demand for Flexitite Gates has 
never stopped after the first order. 
Are you taking advantage of this profitable 
opportunity? Address 

Ohio Brass Company 

ceenaaeaee= Ohio 


Changed Buyers’ Habits 
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FLEXITITE DISC 
ELIMINATES 
LEAKAGE RISK 
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BELT DRESSINGS 
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Write for dealer prices, 71- 


king 


JOSEPH DIXON CRUCIBLE COMPANY 


Jersey City 


1827 


ONE HUNDRE DTH ANNIVERSARY 
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New Jersey 


1997 
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, =. and their salesmen 
who sell U. S. Electrical 
, lools are, as a rule, success- 
2 ful. Not because of U. S. 
Tools alone, but because 
they have the knack of 
knowing where to look for 
biggest possibilities—and 
profits. They don’t guess. 


Write for Catalog “C”’ 


THE UNITED STATES ELECTRICAL TOOL COMPANY 
Oldest Builders of Electric Drills and Grinders in the World 
Cincinnati, Ohio, U.S. A. 
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U S | ] erful, fan-cooled, universal motor ry 
; aca * te "AC. or D.C.—silk wound arma- * 
s-inch Drill \ ture wire—400 R.P.M. under full load e 
; —quick make, quick break 2-pole trig- e 
$ § ger switch, plus features mentioned e* 
below. P & 
S| * 
| 2s 
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iene ; 450 R.P.M. under full load. 
: : ‘ Chrome nickel steel gears run- 
: U ° a ning in grease—1-piece frame 
! . . . and commutator head —3-jaw 
2-inch Special Drill screw back chuck—3 heavy 
They. Nake $5 8 duty SKF Ball Bearings, etc. 
Light bay 2 
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Portable Electric Drills 


Grinders-—Polishers 
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_sgaesors ' 
| 
. 
Yale Ball-Bearing | 
{ 
“ i 
' 
' 
Chain Blocks | 
4 
for easy operation | 
y op | 
| 
; | 
When the prospective customer sees a Yale Ball-Bear- i 
ing Spur-Geared Chain Block demonstrated for the first 
time he will be amazed at the lack of friction which enables | 
the operator to lift a load with only a slight pull on the } 
hand chain. | 
The secret is in the fact that Yale has put the ball- { 
bearing equipment on the load sheave where it should be. } 
} . os . i oe H 
| The accompanying cut shows a magnified view of the 
Yale load sheave with ball bearings. The races are cut 
open to indicate the location of the ball bearings. Yale 
engineers designed this construction — with one piece load 
sheave and chrome vanadium ball bearings— to give per- 
fect concentricity and minimum friction 
This feature alone will commend the Yale Ball-Bearing 
' Chain Block to prospective purchasers. A few of its other 
i points of superiority are as follows: 
; — The steel load chain is die formed, side-welded, heat- 
treated and gauged. 
j — The suspension plates are heavy wrought steel. 
j — The one-piece driving pinion shaft is heat-treated 
‘ and ground to size. These processes insure a tough and 
: smooth shaft. 
H — The pinion cage which contains the steel gear and 
: pinions is made of tough malleable, insuring against the 
/ possibility of breakage under shock conditions. 
| —The detachable shackle and heat-treated oval pin 
' which connects the hook to the last link in the steel 
{ load chain make it possible to lengthen this chain in 
the field without hand-welding. 
The Yale Ball-Bearing Spur-Geared Chain Block when 
used with a Yale Roller-Bearing Trolley—from ‘* Hook to 
Hook a Line of Steel’”’—provides the maximum in safety 
and efficiency. May we send you literature which states 
the Yale facts fully and concisely? 
‘ - . - = = ra e —e 
The Yale & Towne Mfg. Co., Stamford, Conn., U. S. A. 
; 
' YALE MARKED IS YALE MADE 
ar nerd 
isting: ing Syst 
Hoisting *: Conveying Systems 
/ 
one ; 
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Unvarying 
Clearance 


Better engineering is evident in the very appearance of 
Timken-equipped electric motors. The neat, space-saving 
bearing housings are made possible by the higher load 
capacity of Timken POSITIVE ROLL ALIGNMENT and 
Timken Taper. These features make Timken-equipped 
motors equally wear-proof under thrust, shock, speed, 
and radial load. And Timken rolling motion takes the 
wear out of starting. Therefore rotor clearance never 
varies—although only a few greasings a year are needed. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 





I 1 inforr i ind mountings is obtainable from the 
T Roller B Company's Branches located in the following 
ities: Atlanta, B icago, Cincinnati, Cleveland, Dallas, Denver, Detroit, 
Kansas City,Los Angeles, Memphis, Milwaukee, Minneapolis, Newark, New York, Omaha 
Philadelphia, Pittsburgh, Richmond, St. Louis, San Francisco, Seattle, Toronto, Winnipeg 
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™~ A Howell Red Band Motor 
a Timken- Equipped 
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Are you selling proofs 
of service? 


A Duxbak Belt is not a mere prom- 
ise of good service. It is more than 
that. It is a proof of good SETVICE, 
based on the records of its prede- 
cessors and the fact that it 1s made 
in the same way from the same 
materials. 

It is much easier to sell proofs than 
promises. Perhaps you would be 
interested in the sale of belting from 
a new angle. An inquiry from you 
does not obligate vou and you may 
find our sales plan to be particularly 
interesting. 
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The Clipper No. 8 Speed Lacer 


The Machine that Laces an 8 inch Belt in l4 Minutes 


¥29OVI 
@°ON 


ANNA HOU 
at 39V7 £146 b3daind 


Trem 


Sdidv¥ GNVHO 


—— 




















a pga a caine < Tee Hooks embedded 
Belt end and : Perfec tly 8 Ready for final eas ee 
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A Three-quarter turn of a crank—and the powerful jaws 
of this new lacer force a row of Clipper Hooks cleanly and 
uniformly into an eight-inch belt. Less than 144 minutes is 
required to lace both ends of a belt. 


A pressure of 45,900* pounds on the belt is developed by 
an entirely new principle, embedding the hooks in perfect 
alignment absolutely flush with the surface, thus prolonging 
the life of the lacing and reducing the wear on the hooks 
and pulleys to a minimum. And it will lace even the small- 
est belt with increased efficiency and economy. 


Industrial plant superintendents will immediately appreci- 
ate the value of the new Clipper No. 8 Speed Lacer to their 
plant operation. 


The Clipper No. 8 Speed Lacer is furnished with or with- 
out stand. Weight 100 pounds. For complete demonstration 
and prices communicate with your nearest Clipper dealer, 
or with the 


Clipper ‘Belt Lacer Company 


Gee GRAND RAPIDS MICHIGAN 


‘These figures were determined by 
actual tests made in the laborator- 
ies of the Worcester Polytechnic 
Institute by Prof. Francis W. Rovs. 
Head of the Dept. of Mechanical 
Engineering. 
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HE Duff Governor-Controlled, Self- Lowering 
Jack shown above is one of the most important 
lifting Jack developments within the past fifty years. 


It is the ONLY jack on the market that employs the 
Governor Principle—the ONLY self-lowering jack 
that is absolutely under control of the operator at 
every moment, or that can be stopped instantly at 
any point without danger to jack or load. 


This jack, in 15-ton capacity, renders a safe and 
quick service for general industrial work. Here 


DUFF Jacks areGOLD MEDAL Jacks 


\pril, 1927 





is a one-man, high-speed jack which handles 
lifting jobs under every condition with greater 
speed, safety, and ease than any other jack in 
existence. 


Available also in 25-, 35-, 50-, and 75-ton capacities, 
all with a generous margin of safety above rated ca- 
pacities. Andasinall DUFF Jacks,simplicity of design, 
excellence of workmanship, and quality of materials 
combine to the virtual elimination of maintenance 
cost. You'll find every DUFF Jack a powerful and 
profitable servant. Write for detailed information. 


awarded the Gold Medal (highest award} at 


the Sesqui-Centennial Exposition in Philadelphia, 1926; also at St. Louis, 1904; Port- 


land, Oregon, 1905; Buenos Aires, 1910 


each time in competition with the World. 


THE DUFF MANUFACTURING COMPANY, Pittsburgh, Pa. 


Established 1883 


ST. LOUIS CHICAGO 


Cable Address “Leverjack” 


SAN FRANCISCO ATLANTA 





HOUSTON 








Dependable 


These New All-Steel* 
Trucks Have 32 Years 
Behind Them 


MERICAN Steel Hand 

Trucks are backed by one 

of the industry’s great names— 

The American Pulley Company, 

makers of the famous “‘American”’ 
Steel Pulleys and Hangers. 


Thirty-two is a lot of years. How 
many different things have you 
done since 1895) Through all 
that time, The American Pulley 
Company has concentrated on a 
single task — making superior 
pressed-sleel equipment for in- 
dustry. 























“American” Steel Trucks, by 
their very design, were destined 
to win the same acknowledged 
leadership that “American” Steel 
Pulleys and Hangers have so long 
enjoyed. And for the same simple 
reason—demonstrated superior- 
ily in service. 








Built of steel for strength. Fin- 
ished red for identification. Light 
and perfectly balanced. Durable 
and economical. Will not split, 
crack or warp. 








Fully described and explained in 
special booklet. Write for your 
copy. 


* All steel except the hardwood 
handles and, on some models, 
the wheels. 


THE AMERICAN PULLEY 
COMPANY 











Good-Will Has Cash Value 
—for maker, dealer and user alike 


HE good-will built by the remarkable service records of 

American Steel Split Pulleys is shared by thousands of manu- 
facturers and hundreds of dealers. 
The same basic principles of quality, performance and service 
applied to successive pressed steel products developed by The 
American Pulley Company, enhanced the value of thai good-will 
not alone for the makers, but for users and dealers. 
To the user, the label “American” identifies a product as a sound 
equipment investment, fully and unreservedly backed by a long- 
established manufacturer. 
To the dealer this label stands for a line that has, from the start, 
consistently built consumer satisfaction and grown constantly 
easier to sell. 
It was this economic partnership, founded in good-will, that gave 
users in every part of the country the faith to buy American 
Pressed Steel Hand Trucks without enforcing a trial period. It 
enabled these new “Americans,” in the space of one short year, 
to earn the same leadership in their field which characterizes every 
other “‘“American” product. 
Order “‘American”’ Trucks for their sturdiness, dependability and 
economy. 

THE AMERICAN PULLEY COMPANY 


Makers of Steel Split Pulleys, Pressed Steel Shaft Hangers, 
Pressed Steel Hand Trucks and Pressed Steel Shapes 


4200 Wissahickon Ave., Philadelphia 
The “American” franchise is of real value to the mill supply house 
because of The American Pulley Company’s consislent dealer 
- 7° 66 . 9 ° 
policy. Find oul about ‘“‘American” products and policy. 


PRESSED STEEL 


TRUCKS 


PATENTS PENDING 


MERICAN 
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SOFT CENTER 
yet thd hs hee 


No. 777 ~ Flexible—Soft Center 
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Fast-cutting Hack-saw Blades 


famous for temper and cut 


No. 


Hard hack-saw 


888 Goodell-Pratt A//- 
blade is 


from high-grade, hot-rolled steel, 


made 


.025 inch thick, with length running 
with grain. 

No. 97977 is flexible. It has hard back and 
teeth, with soft center. It is not apt to break 
when subjected to severe twists and side 
strains, through operator’s awkward stance. 

The teeth of all Goodell- 
blades are 


Pratt hack-saw 


formed, sharpened and set, 


14 teeth to the inch 


For Iron and Steel Rods or Bars 


and the holes are punched 


20 teeth to the inch 


by our own special labor- 


24 teeth to the inch 
For Soft Metals or Light Tubing 
32 teeth to the inch 
For Thin Steet Sheets or Tubing 


saving machinery Every step 
in the hardening and temper- 
ing process is controlled by 
electric devices. pe a 


These blades are continu- 


GOODELL-PRATT COMPANY Aovlsnilles GREENFIELD, MASS. 


GOODELL-PR¢ 
SAW BLADES ARE MADE 


For Brass Tubing or Pipe 


Regular blades, 14 teeth to the 
inch, will always be shipped 
unless otherwise specified in 


ally tested by us, under actual shop condi- 
tions, in order to guard against any devi- 
ation from our high standard. 

You cannot buy better hack-saw blades at 
any price. 

We also make special tool-room hack-saw 
blades, and special .028, .035, .050, and .065 
hack-saw blades in all lengths for power 
machines. Complete details of this line and 

the rest of the 1500 Good 
ATT HACK- Tools, for carpenters, ma- 
chinists and mechanics, are 
covered in our 400-page cata- 
log, which will be sent you 
free on request. No finer 
tools are made than 
those that bear the 
name Goodell- 


Pratt. 








GOODELL PRAT 


1500 GOOD TOOLS 
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= YOST VISES = 


GUARANTEED THROUGHOUT 









Machinists’ 
Vise 


12 Sizes 
2” to 8%” jaw 


Machinists’ 
Vise 


12 Sizes 
2” to 8%” jaw 


—— 


Pattern | 
Makers’ V 
Vise 's 8x16” 





2 Sizes 
7” and 10” jaw 


Machinists’ 
~. Wise 


» 






SE, 
| 
8 Sizes 
3” to 7” jaw 
Machinists’ 






Vise 





2 Sizes 
3%” and 5” jaw 


Gas Soldering Furnace 










All Steel 


60 Ibs. to 450 Ibs. 





Combination 
Pipe 
Vise 








4 Sizes 
3%” to 6” jaw 








& 
Hinge Pipe 
Vise 


Heavy and 
Light 
12 Sizes 
Holds Pipe 
%” to 12” 


A 
Om: 


4 Sizes 
Holds Pipe 
%” to 8” 


Geees 





Complete Line Manufactured by 


Yost Manufacturing Company 


Meadville, Pa., U. S. A. 
Established 1908 
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Sethe 30 Year wi 


ae, 


A 
REMARKABLE 
INSTITUTION 

At the plants of the Russell, 
Burdsall & Ward Bolt & Nut 
Compan), there are eighty-two 
men and womenu';: have 
been with the firm for more 
than thirty years. Below are 
shown some of these men and 

n all of whom hold re- 
sponsible posttrons of active datly 
employment 








Port Chester Plant 


» 





JOHN KELLY 





- 46 years 
’ tarted July 6, 188 
s ] I 
A ~ 2) | 
cA Miracle of Stee | 
The New Empire Bolt —with a mini- 
mum tensile strength of 80,000 pounds 





WILLIAM MEAD 
ICALLY ever mendous ea in the stre t f all mat 45 vears 


I 88 


2 Jn . if ¢ Ss above Of Q pre S a 
7 bas, . } © va Hy Z ATH With the expcric ¢ OF ( \ 
cee Log Russell, Burdsall & V C into effect S a 
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“ s \ GEORGE G CARPENTER 
New I 


45 vears 


{nd now wearcablet otter. hough our lop: RUSSELL, BURDSALL & WARD 
tion of the Smith process of heat eament, @® BOLT & NUT COMPANY & 


Silt PORT CHESTER.NY. 


strength of 80,000 pounds! ahe 











» ee 
CHICAGO DETROIT ROCKFALLS.tls. SEATTLE SAN FRANCISCO x “oe 
his ren le development will mean a trc- Si zzz PP ee eT 7 
MISS CARRIE ELLIS 
42 years 
started February, 1885 
@NUTS Baer ags, 
we? Ay hi 
ite i tee 
7 re mnt ip Lee, 
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Rock Falls Plant 
This advertisement appears in the 
March 3th issue cf THE SATURDAY EVENING Post 
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Leather Belting has 
: earned an enviable position in indus- 

tN aed try. For over thirty years it has been 
ae known as a belt that returns full value 
to the belt user. 


This prestige and the unvarying 
quality of Rahmann Belting, plus 
helpful selling cooperation, are what 
we have to offer distributors. Let us 


send you a catalog and state our sales 
proposition. 











GEO. RAHMANN & CO. 


32 Spruce St., New York, N. Y. 
Newark, N. J. Syracuse, N. Y. Philadelphia, Pa. 





Metal Goods of Every Kind and Description Should be 
Gear Tools and Other- Sand Blasted to increase Plating Durability 
T Hardware The sand blasting process is fully created in our catalogue. It improves 


C iN Articles your plating, making a surface to which the plate will adhere more 


securely and much more rapidly and so sand blasting saves time in 


plating, and improves your finish—very desirable ends you will agree. 
| Cleaned Scale‘ 
;, a 






This also applies to articles to be painted, sprayed, enameled or other- 


wise treated. Mat finishes of various degrees are quickly secured 


LEIMAN BROS. 


AUTOMATIC, CONTINUOUS FEED 


SAND BLAST 


dnd Improved in Color is a strongly built machine that lasts for many years, yet is not expen- 


RAPIDLY sive. It does the work with less effort and expense than all other 
1akes 


mé That's why the most discriminating concerns use this one. 
and DRYLY 





No Dust Collector or Arrester Needed 


No expensive parts to wear out and require renewal. All parts are 
very sturdily made of common material and are very low priced to 


replace. You can get them everywhere because they are in common 


SAME SAND USED OVER AND OVER 


use for other purposes. 
A press of the foot controls the flow of sand through the nozzle 








t work held the ha ; 7 NOVer _} >» effe ] c . 4 
The work is held in the hand and moved about to effect all No chance for this simply constructed machine to clog up or get out 
angle The hands are not affect > work cannot be ? ; ; * , 
spoiled Even the most inexperience ker gets the best of order—a common occurrence with higher priced machines. 
results at the first try 


om A TOS. “ae 


Vakers of good machinery for nearly half a century. 
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| 5,000 Engineers and Purchasing Agents 
{| 
} | Oey Bunting PRospnor Bronze 
| 
' 
\ 
{ 
| 
| Truncnnsine 
| “ “GE Ff. 
. | Because 5000 engineers and purchasing agents 
‘ today constantly specify Bunting Phosphor Bronze 
e | Bushing Bearing's is a good and specific reason why 
the mill supply wholesaler should have a stock of 
| Bunting Phosphor Bronze. 
re | The character and quality of Bunting Phosphor 
in Bronze is known and preferred in the plants of 
- | thousands who are your customers. Bunting Phos- 
x phor Bronze Cored and Solid Bars are physically, 
chemically and mechanically right. You can sell : 
them with satisfaction and profit. Let us tell you 
| more about it. 
THE BUNTING BRASS & BRONZE CO. él 
TOLEDO, OHLO 
wa NEW YORK PHIL KinArch att an bitves § a =. SAX PRAN ISCO 
| st ioe age eect : oh 
ire { 
to i 
out | 
A 2 gp x 
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“1100 % ; 
better than | 
‘white brass / 
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bgt all over the country are reporting 


a S 23 Magnolia Anti-friction Metal to be one of 
Some 23 c= their best selling and most profitable lines for 
a e2 225 many good reasons. 
ane: =3 a a°3 
S| = 33 " | §35 Bearing metal users who have tried Magnolia 
- — . . 
os - Metal know from their own experience that no 
1 Magnolia Metal yj ve 5/488 21511 2510 00159375 /12 4811 age Mee ag 
2 Special No 2 S00 | 120 | 38835 |490 29.513.45.0 0040979 | 4 0202 other metal equals it in anti-frictional qualities, 
$ 34 75/507 


a 
= 
Weight appled in it 
} 10 
oth Chituan 
Total 
Per minut 


63.0 0198916 1 0000 


and advise their friends to try it. An extensive 
and systematic large-space trade paper advertis- 
ing campaign not only keeps emphasizing the 
advantages of Magnolia to practically every 
bearing metal user in the country, but in each 
advertisement also directly refers readers to 
their local dealer as their source of supply of 


Magnolia. 


Don't fail to cash in on our advertising invest- 


Send the Coupon TODAY ment backed by Magnolia’s 4l-years of excep- 


tional service records. Stock up now to have 


ee eae eee ee ene eee eee ne ee eee ne aR Se SOS ae: NR Oe Sena. a i on hand an ample supply to take care of your 
Magnolia Metal Co., 75 West St., New York | customer's requirements. Send the coupon for 
Distant endl ine ball tnlesinstion: | full information on the sales assistances we are 
prepared to render to help you make Magnolia 
Magnolia Metal prices. | one of your most profitable lines. 
Maenolia Metal dealer helps. 
ao ! MAGNOLIA METAL COMPANY 
: I 
i | 75 West St., New York 
M | Arlington Heights, san Francisco Montreal 
ee OE ED a ce ee aS GED CED ERED US CERES GUD GD Ge Ge ee ee es es ee ee ee i J Hit. Pacific Bldg. 396 St. James St 
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for Distributors 


of Mill Supplies 


HE “C-M” line of Overhead 

Material Handling Equipment 

offers countless sales ideas that 
convert prospects into customers 
and keep them customers. 


“C-M” ideas are proven ideas that 
get what they go after—increased 
earnings at less cost and safer work- 
: ie : # 
ing conditions wherever “C-M 

Equipment is in action. 





“Cyclone” 


Hoists 








“C-M" is the trademark of a complete line of Overhead Material Handling 
Equipment backed by an organization ably qualified to apply that equipment 
correctly to every material handling condition. ‘“‘C-M” Engineering Service 
is always ready to assist “C-M"” representatives and distributors. For par- 
ticulars write The Chisholm-Moore Mfg. Company, Cleveland, Ohio. Branches: 
New York—Chicago—Pittsburgh. Representatives in all territories for prompt 


dj j . > | service. 
ok iS) eat on . =) “C.-M Cranes 


‘ “Watchless” 


4 Trolleys 


£ 


| 














Electric 
Hoists 














When writing to Advertisers please mention Mitt Supp irs. 
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ARMSTRONG 
QUALITY TOOLS 


Selling ARMSTRONG Tools is 
mainly a matter of bringing them 
to the attention of the buyer. 
Dealers realize the universal pref- 
erence of tool users for Recog- 
nized Quality and are eager to 
satisfy their demands. 


Mill Supply Jobbers and Salesmen 
can increase their sales by push- 
ing the complete ARMSTRONG 
Line. 

The ARMSTRONG guarantee of 
highest quality is behind every 
sale you make. 


Sell the Complete ARMSTRONG Line 


‘*ARMSTRONG” 
Tool Holders 
Lathe Dogs 
Clamps 
Ratchet Drills 
Drop Forged Wrenches 


“ARMSTRONG BROS.” 
Solid Stocks & Dies 
Adjustable Stocks & Dies 
Pipe Cutters 
Pipe Vises 
Pipe Wrenches 


Write for Catalogue 
Catalogue _ showing the _ full 
ARMSTRONG line of high grade 


Tools, with descriptions, sizes and 
prices, mailed free on request. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 No. Francisco Ave. 


CHICAGO, U. S. A. 
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KESTER 
Self Fluxing 


SOLDER 


SimpleSafe ° Sure 
: Requires only heat 








_ KESTER SELF-FLUXING WIRE SOLDER 


oa IN POCKETS SOLDER = 


KESTER Acid-Core SOLDER 
For general soldering and heavier electrical work. Self 
Fluxing —“Requires Only Heat.” ; 
Standard size No. 3, about !% inch 
in diameter, runs about 30 feet per 
Ib. Packed on 1, 5, 10 and 20 Ib. 
spools. Special gauges 
also available. 














Here is the sm: vall package of Acid Core Solder. So simple 
anybody can use it. Ten cans about !4 pound each are 
packed per carton. Ten cartons (100 cans) to the case lot. 


KESTER Rosin-Core SOLDER 


For very delicate electrical and radio work. Contains 
highest quality metals and 
rosin flux. Standard size 
about3/32inchindiameter, 
runs about 50 ft. per Ib. 
Packed on 1, 5 and 10 Ib. 
spools and 18 in. sticks in 

—= 5 Ib. boxes. 
mn Win SOLDER Nt Special 
~ gauges also 
} available. 


KESTER Radio SOLDER 
(Rosin Core) 

Safe, Sure and Simple—approved by radio engineers. 
Harmless to the most delicate 
parts. Absolutely non-corrosive 
flux makes low-loss 
joints. Ten cans 
about 1, Ib. each 
percarton. Ten 
cartons (100 
cans) to the 
case lot. 




















J CHICAGO SOLDER COMPANY ™ 
4215 Wrightwood Avenue, Chicago, U.S.A. 
o—_—-¢ 

Originators and world’s largest 


manufacturers of Self Flauxing Solder 
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Your Jobber Can Senete You 
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MEDART - 
Steel Rim 


Pulleys 


The first steel-plate-face pul- 
ley ever built was trade- 
marked “Medart”’. Today, in- 
cluding cones and drums, 
Medart Steel-rim Pulleys are 
furnished in sizes up to 16-ft. 
diameter by 50-in. face. 


The Medart line includes 
everything required in the 
mechanical transmission of 
power. Speaking of pulleys 
alone: — The Medart family 
includes five distinctly differ- 
ent types—a 100% pulley ser- 
vice. Shipments, prompt. 


MANUFACTURERS OF POWER TRANSMITTING 


Office and Warehouse 


Jurned & Polished 


Steel Shafting 


Every inch of Medart Steel 
Shafting is actually turned from 
special steel, straightened, and 
then polished in automatic or 
semi-automatic machines special- 
ly designed by Medart engineers 
for this purpose. Result: — 
Shafting that is particularly 
straight from end to end of bar, 
accurate in diameter and collar- 
gauged sized. Ideally adapted to 
machining or key-seating with- 
out permanent distortion or im- 
pairment of strength, because 
turning cannot possibly affect 
the mass or structure of the bar. 


oS ee 


Get Medart Catalog No. 43 and 
discount sheet for Everything 
in Line Shafting Equipment and 
Bulletin on Timken-Equipped 
Line of Industrial Applications. 


The Medart Company 
(Formerly Medart Patent Pulley Co.) 


General Office and Works, 
St. Louis, U. S. A. 


Offices in Chicago, Philadelphia, Pittsburgh 
seattle and New York 


Cincinnati, Ohio 
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Friction Clutches 


Because they combine large 
starting capacity with great 
mechanical stability, Medart 
clutches actually clutch, 
Properly placed, they will di- 
vide and sub-divide line shaft- 
ing equipment into units that 
permit quick control of the 
various departments — result- 
ing in many saving conve- 
niences and safety benefits. 





Simply built, easy to adjust, 
positive in action—no springs, 
coils or intricate apparatus 
employed. Right-away ship- 
ments, of course. 


AND KINDRED MACHINERY 


er _ <4 
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Lverything in Line Shafiing Equipment 



































E 


A S Y 


It's easy to move loaded or 
empty cars with the New Badger 
Car Mover. The patented prin- 


ciple of compound leverage to- 





Se 








gether with slip proof spurs 
make it so. 


It is just as easy to sell the New 
Badger. 


tion, 


The rugged construc- 
the satisfactory service 
and 


the liberal profits to you make 


given to your customers, 


it so. 


ADVANCE CAR MOVER CO., 


Appleton, Wis. 






Write For Our Attractive 
Jobbers Proposition 


ew Badger 


car movers 
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In Wetmore Reamers— 


Bristos Hold! 





Here is a job that demonstrates the holding capacity 
of Bristo Safety Set Screws. A positive set on the 
blades of any adjustable reamer is of vital importance. 
Che makers of an extremely accurate reamer like the 
Wetmore could not afford to use any but the 
dependable set screws. 


most 


Bristos set tight, hold their set and can be removed 
without damage, because they have the most effective 
socket design in use today. This is an exclusive Bristo 
feature. Write for new catalog, 819-H, with complete 
information about Bristo Set Screws and Cap Screws. 
rhe Bristol Co., Waterbury, Conn. 
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Safety =e 
SCREWS 
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The Outstanding Barrow For 
The Mill Supply Trade 


This Bull Frog No. 42 squarely meets the need of your customer 
for a general purpose barrow that is especially adapted for han- 
dling concrete and semi-liquid materials. Note angle iron cross 
pieces securely bolted, adding rigidity to the frame and the 
angle iron wheel guard which permits forward dumping without 
excessive stress on the frame. Angle iron risers bring the tray 
to a level position in wheeling, thus preventing the load from 
slushing over the front. The angle iron legs are equipped with 
renewable, malleable iron shoes. Legs extend along and rein- 
force the frame. The easy running “Never-Break” wheel, 
shaped handles and perfect balance make for ease in handling. 
The No. 42 is but one of many Bull Frog barrows, carts, and 
scrapers for all contracting and industrial purposes. We have 
a good proposition for the mill supply wholesaler. 





THE TOLEDO WHEELBARROW COMPANY 
| TOLEDO. OHIO 





) | Philadelphia Chicago 
> 233 North 12th St. 69 E. Wacker Drive i 


BULL @ FROG 


‘WHEELBARROWS 
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A 12-Month Season 


BLUE GRASS BRAND Sanitary Wiping | 


Cloths are one of the lines sold in supply houses for 
which there is a steady demand. Seasons come and 
seasons go, but the season for selling BLUE GRASS 


Wipers runs throughout the entire year. 









































i 
t 
! Guarantee lave you made an effort to sell wiping cloths to the 
i mills, shops, factories, garages, plumbers, tinners, en- 
{ > Py . cc + - ° I ° ¥ . E 
| —— ae ype gineers, printers and the many others in your territory 
ee ee who use them? If not, it will pay you to introduce 
' must satisfy you that are a : ai , 7 2 : 
) they are exactly as BLUE GRASS Wipers to your trade. Ask for dis- 
represented. If found tributors’ prices. 
i otherwise, any and all 
/ shipments are return- P Pa " > 
| able to the factory Louisville Sanitary Wipers Co., Inc. 
without cost to fe In Factory and Office . 199-765 South Preston oe. 
i this connection you ie 
have the last word and Louisville, Kentucky 
are the sole judge. 
| ra 
| =| NEAR 
> ‘6 ° ° 99 
| , / Is “Mill Suppl 
| s “Mill Supplies 
; 
| A. " si ] . . . ~ 
| ot FLAX on Your Mailing List? 
; . 
| ~ “Mill Supplies” wants to be on the mailing list 
| ph 


of every Mill Supply House in the country. 
Why? Because we are interested in everything 
you do. We want to know what you are selling 


, PACKING 


For All Hydraulic Services 


| ff 











Jobbers’ Quality Packing Line 








TYPES and how you are selling it. We want to know 
, ALL how you talk to your trade through printed 
: | GRADES bs : 
| ; i ’ matter. We want to receive all the announce- 
‘ FINISHES ments you send to your customers. We want to 
| receive your house organ regularly while the 
One of the news in it is still news. We want copies of all 
i Outstanding Features newspaper advertisements you run and all news 
of this about your house and its personnel. We want 


—but why enumerate further when our wants 
can be supplied by the simple act of placing 
“Mill Supplies” on your mailing list. Clip the 








; ASK FOR SAMPLES AND coupon and hand it to the person in charge of 
if PRICES your publicity. 
/ IT WILL PAY YOU 
j Linear Packing & Mfg. Co., Inc. Add to our Mailing List 
\f Phil pout > ie Editorial Department, 
/ zieicaia ait MILL SUPPLIES 





PACKING EXCLUSIVELY 
EXCLUSIVELY FOR JOBBERS 





337 S. Dearborn St., Chicago, Ill. 
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HIRTY-THREE vears 

ago Oster was pio- 
neering the way to new 
improvements in pipe- 
threading equipment and 
methods. Thirty-three 
years later Oster is even 
more emphatically out 
in the lead, ahead of the een 
procession, in discover- 
ing ways and means to 
make pipe-threading 
easier, simpler and more 
economical. The proof —— 
is in the latest Oster cat- 
alog. Send for it today. 

















Bull- Dog, 
Die- Stocks 







The Power Boy makes light work of your 
pipe threading and cutting — gets his pep 
from a light socket 

Never gets muscle bound. Never stops 
to mop the perspiration off his aluminum 
brow. Just keeps a-working all day long 
and overtime—as fresh as a daisy. 











; Write for details and prices and for your 
Reto as copy of the new OSTER Catalog. It de- 
Stocks and Dies** 


scribes the Power Boy and a lot of new 
tools and new improvements developed by 
OSTER during the last three years. It’s 
something really mew in pipe threading. 
Grab it. 


THE OSTER MANUFACTURING CO. 
2087 East 61st Place Cleveland, Ohio 
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For Every 
Oxy-Acetylene 
Welding and 
Cutting Job 


There is an Imperial Outfit for every opera- 
tion for which the Oxy-Acetylene process is 
adapted. Whatever the requirements of 
your shop may be, there is an Imperial Out 

fit to meet them. Light equipment for light 
work— heavy duty equipment for heavy 
work—outfits for welding only or for both 
welding and cutting—all these, and others, 
are fully described in our new catalog. Im- 
perial equipment has won wide favor in fac- 
tories, shops and mills because of its depend- 
ability and because it produces better work. 






The No. 11 Imperial Welding Outfit shown 
I includes the new Type X Imperial 
g Torch and comes packed in a steel 


nere, inc 











Save 2to5 Cents 
per Cubic Foot 
of Acetylene 
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Salons eae The Imperial Acetylene 
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Generator provides acon- 


3 stant supply of pure acet- 
i ylene gas at asaving of 2 
4 to 5 cents per cubic foot 


over gas compressed in 
3 cylinders. Approved by 
; the Underwriters Labo- 
i ratories. No weights, pul- 
leys or motors. Send for P 
complete description. rif 
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Send for New Complete Catalog — 


THE IMPERIAL BRASS MEG. Co. 


511 So. Racine Ave., Chicago 9 
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MULLINS 


Steel Stampings 


Standard for forty years 


Mullins Steel Stampings are unsur- 
passed in strength and durability. Our 
modern equipment backed up by many 
years of experience enables us to pro- 
duce metal stampings of high quality. 
Our large stock of standard steel fac- 
tory equipment permits us to make 
prompt shipments. 


PRESSED STEEL SKIMVER 





Figure 66 


All steel riveted handles. Prices on 
skimmer bowls without handles quoted 
on application. 

MELT 


ING BOWL 












PRESSED STEEL 
DIPPING AND 
POURING KETTLE 





Figure 1175 


We also make a wide variety of steel 
factory equipment including Steel Shop 
Barrels, seamless steel tote pans, tool 
boxes and cuspidors. Our products are 
sturdily built to stand rough handling 
and to give maximum service. 


Herite for Bulletin No. 21 


Mullins Body Corporation 
102 Mill Street Salem. Ohio 
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Repeat Sales 


Sell belting that will sell more belt- 
ing—sell belting that will satisfy 
and will bring you worthwhile 
profits. 








Pacemaker is known to the indus- 
trial world. 


Pacemaker has been serving indus- 
try for 22 years. 


You can build sales with this reliable 
belting. 


You run no risk with Pacemaker. 
We have been supplying various in- 
dustries for 22 years with the belt 
with the red stripe. Let us know if 
you are interested, and we will sub- 
mit our sales proposition. 
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The Cincinnati Rubber Mfg. Co. 


Cincinnati, Ohio 
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Cheney Hammers 


mechanics’ 


first choice 


When men who know 
hammers want ham- 
mers, they select 
Cheney Hammers 
every time. Because 
Cheneys are the ham- 
mers they know best 
and like best. 













For over 90 years, 
Cheney Hammers 
have been giving tool 
users honest satisfac- 
tion. Men have learn- 
ed what to expect from 
Cheneys—-and they get 
it-- good work and the 
ability to stand up 
under lots of hard 
work. That’s why they 








still choose Cheneys 
first. 
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Rapid Action 


Handling Jenkins Rapid 


Quick-Opening Valves 


set it. There are wide 


A ' 1 ‘ 
these vaives to De dev 
territory 


On shower baths, 


' ' : 
plants, on laundry wash 


dustrial use 
wide use 
The Jenkins 


short p ill ol 
1uton 


m Valve, Fig 


the way to 713, is similar to the Rapid 


markets for Valve, but is designed for use on lines 
eloped in yout carrying steam, air or gas 
Send for a supply of folders describing 


gas in full detail Jenkins Rapid 


wheels, in in ind Quick Opening Valves 
kinds, Jenkins 


ot n 
Valves of the type illustrate 


dare in JENKINS BROS. 


80 White Street New York, N. Y. 
524 Atlantic Avenue Boston, 
133 No. Seventh Street Philadelphia, 
646 Washington Boulevard Chicago, 


sed by 
stays open 


uickly 


in your sales 


Action and The Jenkins Lever Globe Valve, 

















water hammer. It is recommende JENKINS BROS., Limited 


Montreal, Canada London, England 


alves 


SINCE 1864 














‘*Better Play Safe 
and Use Hoyt’s”’ 


Bronze-backed, babbitt-lined bearings are in 
wide general use, yet seldom do shop foremen 
and superintendents realize that there is a par- 
ticular kind of babbitt for the requirements of 
the bearing. 

Hoyt’s line is complete. There is a babbitt 
for every bearing need, one that has been blended 
with that requirement in mind. Genuine ‘A”’, 
for instance, is the finest babbitt that money 
can buy. Yet it costs no more. 


HOYT’S GREAT EIGHT 





Genuine “‘A’’ Babbitt 
Eagle ‘‘A’’ Babbitt 
Trojan Babbitt 

Electric Railway Babbitt 


HOYT METAL CO., St. Louis 


Oil Engine Babbitt 

Gas Engine Babbitt 
Faultless Babbitt 
Standard No. 4 Babbitt 

















NEW YORK CHICAGO DETROIT 


Send for 


Book le tl Genuine 


““A”’ is the finest babbitt you can buy for the bearings 


of machinery where heavy load is distributed over small bearing 
surface or where excessive high speed is developed. 























| /BUL 
DOG 


THE HIGHEST 
STANDARD 
OF VALUE IN 


MECHANICAL 
RUBBER 
GOODS 
FOR MORE 
THAN 
SO 
YEARS 





BOSTON WOVEN HOSE & RUBBER CO. 
Makers of Quality Rubber Goods for Fifty Years 
Works: Cambridge, Massachusetts Postal Address: Box 5077, Boston, Mass., U.S.A. 


Makers of BULL DOG Belting, BULL DOG Hose for a dozen different uses. 
BULL DOG Friction Tape and other mechanical rubber goods. 
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BEARIUM 
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TOPPING BROTHERS, 
New York, N. Y. 


The market for Bearium Bearings 
when intelligently approached is very 
receptive and seems almost unlimited. 
Our customers uniformly express 
their satisfaction with the metal, 
eagerly and positively. 


flerte/ So 6 


President 


THE PAULSEN SUPPLY CO., INC., 
Chicago, Iil. 


The increasing demand and the high 
turnover puts “Bearium” at the top 
of the list with us. 


Ch Ula laen 


President 


THE STRONG, CARLISLE & 
HAMMOND CO., 


Cleveland, O. 
We are very enthusiastic 
Bearium Bearings. 


about 





J. RUSSELL & COMPANY, INC., 
Holyoke, Mass. 
“Bearium” will do what ordinary 
bronzes cannot attempt. We have 
yet to receive our first complaint. 


Khloe, VP 


ROOT, NEAL & COMPANY, 
Buffalo, N. Y. 
All our salesmen like to handle 
“Bearium” and results have far ex- 
ceeded our expectations. 


J AC 


President 


H. A. HARRISON TOOL CO., 
Toronto, Canada 
Even with the added Customs Duties, 
our customers are willing to pay the 
Price to get “Bearium.” 


MG Vibsvae 


President 


7, 





THE C. H. WOOD COMPANY, 
Syracuse, N. Y. 


We can say to you without equiv- 
ocation that you can take “Bearium” 
on with the prospects of a very sub- 
stantial tonnage. 







President 


HANDLAN-BUCK MEG. CO., 
St. Louis, Mo. 


“Bearium” is a splendid specialty for 
the right distributor. 


7 - 


General Manager 


THE E. A. KINSEY COMPANY, 


Cincinnati, O. 


Bearium—‘the super bearing metal” 
—is a wonderful medium for estab- 
lishing new accounts, satisfied cus- 
tomers, and a good profit to the 
distributor. 


allt 5, he 


Managing Director Supply Sales 


THE C. S. MERSICK & CO., 


New Haven, Conn. 


“Bearium” is one of our leading spe- 
cialties. The manufacturer’s coopera- 
tion is 100%. 


EE 
Director 


THE STRONG, CARLISLE & 
HAMMOND CO. 
We anticipate gratifving results for 
Bearium judging from the growing 
sales activities. 


Len Fi ornar 


Manager, Detroit Branch, 





LEWIS E. TRACY COMPANY, 
Boston, Mass. 


The Bearium proposition certainly is 
a revelation in merchandising. 


Fagk C ALAR 


President 


MADDOCK & COMPANY, 
Philadelphia, Pa. 


Our Investigations satisfied us that 
“Bearium” offered an unusual dis- 
tributing opportunity. 


* Menany a We aeeak 


THE LONG ISLAND HARDWARE 
Co., 
Long Island City, N. Y. 


Our business experience with 


Bearium Bearings Inc., has been most 
satisfactory. 


anki 


President 


COBLENTZ TOOL & SUPPLY CO., 
Erie, Pa. 
Owing to the superior merits of 
“Bearium” we have seen a steady 
growing demand. The repeat orders 
are very gratifying. 


Bau ; 


President 


COOK IRON STORE CO., 
Rochester, N. Y. 
In our estimation “Bearium” is the 
best bronze bearing line on the 


market. Me, he L7 


BEARIUM BEARINGS, INC. 


32 BROADWAY, NEW YORK CITY 


Foundries: Buffalo, N. Y., and So. Boston, Mass. 


Associate Member National Supply & Machinery Distributors’ Association 





When 


MTe 


writing to Advertisers 


please mention Mitt Supplies. 











POPPING BROTHERS, 
New York, N. Y. 


[he market for Bearium Bearings 
when intelligently approached is very 
receptive and seems almost unlimited. 
Our uniformly 
their with the 
eagerly and positively. 


customers express 
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THE PAULSEN SUPPLY CO., INC., 


Chicago. Iil. 
The increasing demand and the high 
turnover puts “Bearium” at the top 
of the list with us. 
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THE STRONG, CARLISLE & 
HAMMOND CO.., 
Cleveland, O. 

We are very enthusiastic about 


Bearium Bearings. 











J. RUSSELL & COMPANY, INC., 
Holyoke, Mass. 


what ordinary 
attempt. We have 
yet to receive our first complaint. 
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will do 
bronzes cannot 


“Bearium”™ 


ROOT, NEAL X& COMPANY, 


Buffalo, N. Y. 
All our salesmen like to handle 
“Bearium” and results have far ex- 


ceeded our expectations. 
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H. A. HARRISON 


Toronto, 


POO! 


Canada 


CO., 


Even with the added Customs Duties, 
our customers are willing to pay the 
price to get “Bearium.” 











THE C. H. WOOD COMPANY, 
Syracuse, N. Y. 


We can say to you without equiv- 
ocation that you can take “Bearium” 
on with the prospects of a very sub- 
stantial tonnage. 





HANDLAN-BUCK MFG. CO., 


St. Louis, Mo. 


“Bearium” is a splendid specialty for 
the right distributor. 


THE E. A. KINSEY COMPANY, 


Cincinnati, O. 
Bearitum—"the super bearing metal” 
-is a wonderful medium for estab- 
lishing new accounts, satisfied cus- 
tomers, and 
distributor. 


a yood profit to the 


2 Ele Me Fag 


rHE C. S. MERSICK & CO., 


New Haven, Conn. 


“Bearium” is one of our leading spe- 
cialties. The manufacturer's coopera- 


tion is 100%. Re 
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THE STRONG, CARLISLE & 


HAMMOND CO. 
We anticipate gratifving results for 
Bearium judging from the growing 
sales activities. 
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LEWIS E. TRACY COMPANY, 
Boston, Mass. 
The Bearium proposition certainly is 
a revelation in merchandising. 
Keep £6 At+teAX 
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MADDOCK & COMPANY, 
Philadelphia, Pa. 
Our Investigations satisfied us that 
“Bearium” offered an 
tributing opportunity. 
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unusual dis- 


THE LONG ISLAND HARDWARI 
CO., 
Long Island City, N. Y. 
Our business experience with 
Bearitum Bearings Inc., has been most 
satisfactory. 


COBLENTZ TOOL & SUPPLY CO.., 
Erie, Pa. 

Owing to the superior merits of 

“Beartum”™ we have seen a steady 

growing demand. The repeat orders 

are very gratifying. 
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COOK IRON STORE CO., 
Rochester, N. Y. 

is the 

bearing line on the 
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In our estimation ‘‘Bearitum” 
best bronze 


market. 


32 BROADWAY, NEW YORK CITY 


Foundries: 
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They detach from 


tabs with perfect 
edges. 
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The man who can say 


~for General “YEO 


Every salesman is trying to reach him. 


Power Needs How far do YOURS get? 


THERE are plenty of men in thousands of 
HEN you sell VOLT Belting, you can do firms throughout the world who can say no when 
o with farm assurance that there isn’t any it comes to doing business—but there are com- 
s y $ . 
. 5 paratively few who can say yes. 
better for the purpose. VOLT is made espe- ; . . 
cially for continuous service under long, hard Every salesman is endeavoring to reach and 
And that’ hat it does exceedinel cultivate the man who can say yes. And invari- 
usage. = —s Ve ee sly ably from out of the mass which is seeking him, 
well. It grips the pulleys and transmits maxi- he will give preference to the salesman whose 
mum power. It pulls 40 to 150% greater load business cards show by their quality in evidence 
than belting made from material other than much plainer than words, the blue-blood of the 
leather—as unbiased, scientific tests prove. firm behind them. 


a + * 
WIGGINS Engraved Business Cards—the cards 


that detach from tabs with perfect edges—are 
used by firms that set examples of salesmanship 


VOLT Brand is one of the HiLaB family for others to follow. 
that has been known for long lasting service 
since 1870. This is because only pure oak- 


Famous 57 Years 


It has taken sixty years for The John B. 
Wiggins Company to raise its standards of qual- 





tanned belting butts from carefully selected ity engraving to the point of international 
packer hides are used. Old fashioned hand recognition, bs — rie gers 
: ; . is patronize ms < viduals : - 
ee matching—careful testing s patronized by firms anc individuals through 
> ; . ; out the world for all types of copperplate 
for high tensile strength, re- engraving. 
A Brand for sistance, uniformity and other fa 5 ,; , 
. 7 re que s o any executive or Saiesman, we 
Every Service factors make for the reputa- will gladly send a sample tab of the engraved bus- 
7 iness cards which we have made for other lead- 
V I : , ing business firms throughout the United States 
tion that 1 as earned. 
: ; : Simply clip and send the coupon below. 
Prices and discounts are in 
line. It’s easier—and more The John B. Wiggins Company, 
profitable to sell the best, 1143 Fullerton Avenue, Chicago 
HiLaB. (Established 1857) 











Wielte Faden for WIGGINS 


Special Jobbing Proposition Peerless Book Form 


HiLAB <= 
Leather Belting| 


Hide Leather I . & Belting Co. on 
Indianapolis \V' 2%: ,,#%) Indiana, U. S. A. G 4.26 
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Beer iy uit | 


FTER all, there are only two real factors that in- 

fluence the wrench buyer’s decision,—Arst, easy 
adjustment, which he can be shown right at your 
\ counter, and second, a guarantee of lasting service, 
for which he must take your word—and your word 
is backed by our guarantee. 


— 
—- 
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The dealer who carries Williams’ “W&B” Screw 
Wrenches has both of these factors in his favor. He 
sells a wrench that is famous for easy adjustment 


SS 


we and he guarantees a wrench that has proved for a 
cee generation ability to stand up under every type of 
iViacninists . 
Kathe tlnadie usage. Literature? 


Superior 
Quality 


J. H. WILLIAMS & CO. 
‘“‘The Wrench People’’ 
New York BUFFALO Chicago 


Look for this 





“Railroad Special’” 
Indestructible 


Iron Handle 









Trade Mark 


SCREW WRENCHES — 
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WILLIAMSPORT 


maintains a standard of unttorm 
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life of ¢ ery grace 
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With only a rare exception Will giv 
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neer and more uniformly satistactor 
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WILLIAMSPORT WIRE ROPE 
COMPANY 










































Minty “s 4 Main Office and Works 
 fta0ts, nave sy WILLEAMSPORT, PA. 
wire od 

523" in” Sh General Sales Offices 
. a PEOPLES GAS BLDG... 
Fa CHICAGO 








Use Madesco Tackle Blocks — They Stand the Gatt 
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© - FAMOUS TOOLS 





AUGUSTE RODIN 









AUGUSTUS ST.GAUDENS 


FREDERIC A. BARTHOLDI O-FAMOUS SCULPTORS BENVENUTO CELLINI 
The (LEBEL AAID) CompAN Y 


i 
—— : “LFALY CLEVELAND 
LJLa y La NEW YORK- CHICAGO-LONDON 
TRADE MARK REG. U. S. PAT OFF. AND FOREIGN COUNTRIES 
Manufacturers of Carbon and Cle-Forge High Speed Drills tor every purpose; “Mezzo” Super-Carbon 
Drills; Hand, Jobbers’ and Shell Reamers; ‘Peerless’? High Speed Reamers; “‘Paradox”? Adjustable 


Reamers; “‘Quick-Set” Reamers; “‘Spirex’? Machine Taper Pin Reamers; Chucking Reamers for 
Turret Lathes; Counterbores; Countersinks; Sockets; End Mills; and the “Ezy-Out”’ Screw Extractor. 
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SAFE 
SIMPLE 
EFFECTIVE 
EASILY 
RENEWABLE 
MOST ECONOMICAL 







Made in 


Sweden 


The Grinding Wheel Dresser meets all 
the requirements of a tool for the general dressing 


and truing up of emery, carborundum and other 





grinding wheels. The roll consists of hardened steel 
plates with ““U" shaped teeth which keep their sharp- 
ness until they are completely worn out. The spindle 


is provided with a lubricating ca} 





s 
A Quality Group 
We carry a full line of circular files and torches 
* 
That Wins Write for catalogue 


4 SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
Qn Sheer Merit! Gane a ee 


Minneapolis, Minn. Seattle, Wash. Montreal, Can. 























In the championship class—every one 
TRIMO Pipe Wrench, Pipe Vise, Chain 
Wrench, Pipe Cutter and Monkey 
W rench. 





Each has special service features that make 
mechanics KNOW that the TRIMONT 
MFG. COMPANY has studied and met 
their need in EVERY PARTICULAR 
DETAIL. 


Men who buy tools for others to use 
sometimes have a hard time. Not with 
TRIMO, however, 
for the TRIMO name 


for years has _ been 


At the Weld— 


Where most chains are weakest, 
“Inswell” Electrically Welded Chains 
are the strongest. The extra material 
of the weld is forced INSIDE the link, adding 


twenty-five per cent greater strength to the weld 


recognized by mechan- 
ics as standing for 
tools that give the 
greatest assistance in 
doing a good job. 

And don’t overlook the 
shop economy of TRIMO 
—quality that wears, and 
replacement parts for 


and a mark of easy identification to the link. 





Customers will remember and specify “Inswell” 





when they reorder from you. 
every tool. 


THE COLUMBUS McKINNON CHAIN COMPANY 
Sales Office: Columbus, Ohio 


TRIMONT MFG. CO. 1m Camas "tekinna Came hetas Eie i Cahgrins, On 
“Wakers o amous Jreadnaug ire Chains” 
Roxbury (Boston), Mass. u fs »” 
imerica’s Leading Wrench Makers for Nearly Forty Years INSWELL ELECTRIC: WELD. 
CHAIN 
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je? BONNEY RIGHT ANGLE 
ACN. Chrome Vanadium Wrenches 


(CV isa Bonney | (Patents Applied For) 


trademark 
registered in the 
U.S. Patent Office. 
Chrome Vanadium 

registered 
‘ianainatet tt, 292 























This new style wrench 
is merely another 
example of this 


FYONNEY “C-V” Chrome Vanadium 
B Right Angle Wrenches, 90 degree 
angle of opening, are designed for 
work in close quarters where it is impos- 
sible to use a 15 degree or 221/, degree 
opening Wrench. The heads are pear shaped 
as in the Engineer’s type of Bonney “C-V” 
Wrenches and the handles are shaped to 
give the operator a comfortable grip. 
} ee Finished in nickel with polished heads. 
— Made in all standard combinations of open- 
ings from 5/16” to 7/8”. 


Attractive Discounts to the Trade 
BONNEY No. 40 KIT 
Complete in Leatherette Case $6.00 


Five Bonney *CV Chrome Vanadium double 


Bonney Forge & Tool Works 









: , Allentown, Pa. 
end Right Angle Wrenches, all neatly pack- ; ‘ 
ed in attractive leatherette kit. These five Makers of Special Service Wrenches of Chrome Vanadium, 
wrenches will fit the following : Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises 
and Drop Forgings and the Bonney Rim Tool. 
U.S.STANDARD _ S.A.E. HEX. CAP —! agipsiae: 
NUTS NUTS SCREWS ' 
M4”, 56”, 36”, 14”, 56”, 39”, 36", 14", 16 ’ . ' 
V6" » 14”, 16" 5”, 96" 34”, Vg”, } 5” ; aa 
54" 
8” Chrome- Venadium 


In cardboard box without leatherette ’ 
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“ Make that joint 
| per manently tight! 
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N a gasket, it is the material that 

counts; the time and labor of 
™| cutting and fitting go for noth- 
ing if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 

















Carried in stock at all our branches in all 
thicknesses up to 1% inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CY 


High Grade Rubber Goods for Mechanical Purposes 


New York Boston Chicago Philadelphia 
Pittsburgh St. Louis San Francisco 
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~and in many me modern hotels 


as well as in a large share of the finest office buildings, bank, apartment house. school, public and in- 
dustrial buildings of the country— NATIONAL” Pipe is serving. This signifies approval by the lead- 


ine architects and engineers, as only equipment ot proven worth is listed in their rigid specifications. 
Where large and costly buildings are erected, “NATIONAL” is the usual choice. Made by the largest 
manufacturer of wrought pipe in the world the only pipe made by the Scale Free Process (butt weld 
sizes |! to 3-inch) and Spellerized (4-inch and unde? ), making it partic ularly valuable in those dis 


tricts where water is corrosive 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


District Sales Offices in The Larger Cities 
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TIME-TRIED DEPENDABILITY 


always insured if you 


Specify 





Time-tried and tested  ° Valves of bronze, iron and 
steel, lubricators, oilers, 


appliances for every grease cups, fusible plugs, 


power need—whether water gauges and other en- 
it be for low or high a 
pressures, low or high Specify Powell and be 


— content that you are re- 
z ra- aa : 
eee —— ceiving the utmost in 
tures. service. — 





sage THE WM. POWELL CO. 


~ = . ° . Composition 
IZ9T_929 : _ 

Irenew Globe Valve 2521-2531 Spring Grove Ave, Dise Globe Valve 

sizes ', to 3 inch 


150 and 250 pounds W. Ss. P. Cincinnati, Ohio pe gt ge 


150 pounds Woes. PB. 


Pig. 150 


























Quick Sales—Good Profits 


—and Satisfaction 


DRILLS -GRINDERS— BUFFERS 


meet production methods demand reliable tools 


_and “The Cincinnati” Line answers every require- 
ment. 
Every “Cincinnati” tool is a high-grade product— 
every sale means assured customer satisfaction and 
repeat orders. 





Get our catalog—get our prices and discounts 
get set with “The Cincinnati” Line. 


The Cincinnati Electrical Tool Co. 
2681 Madison Road Cincinnati, O. 


Sales Offices and Service Stations in Principal Cities 
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A Monthly Journal Devoted to the Interests of the Manufacturers and 
Distributors of Mill, Steam and Mine Supplies, Machinery and Tools 
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THE CRAWFORD PUBLISHING CO. 
537 South Dearborn Street 
CHICAGO 


B. H. CRAWFORD-McNASH, CLAY C. COOPER, 
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CARL W. MILLER, Secretary 
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SEE YOU ON THE “NORONIC?” 
Lr J i 
When the steamer Noroiic swings away from 


her dock in Detroit on June 13th, sheltering the 
mill supply people who will represent the three fine 
associations preparing to hold a triple convention of 
distributors and manufacturers, will you be there? 
The time and place will offer the very best oppor- 
tunity ever presented for a real get-together meeting 
of all allied interests, and there is a growing beliet 
that those responsible for this particular convention 
will have the pleasure, when the ship docks on 
June 17th, of being congratulated on their fore- 
sight and energy. In that case they will be amply 
compensated for all their hard work. Too little 
credit is usually given to the men responsible for 
successful conventions and interesting programmes, 
although everyone knows that only by hard and 
persistent work are these ends attained. 

Now about the trip. The Noronie is a fine ship, 
capable of taking care of six hundred people. She 
will be completely outfitted and rejuvenated, pre- 
paratory to opening her summer which 
immediately follows this special trip. The weather 
ought to be ideal on the Great Lakes in mid-June, 
and viewed solely as a restful and enjoyable late 
spring vacation, the trip should be a great success. 
While putting this idea forward, there is no intent 
to belittle the serious business side of the triple con- 


season, 


vention, because the added value of a ship as a 
meeting place for the three associations is too mani- 
fest. There you will be, the men you want to see 
will be there, and opportunities for stepping off the 
ship and walking away to visit other attractions 
will not be very good, the water being yielding, and 
rather cold. Opportunities for conversations with 
individuals or groups will be unexcelled. When you 
see the list of those present, you will know how to 
reach your man, instead of being compelled to 
telephone a lot of hotels, only to find your friend 
cannot be located. 

As you know, on the ship will be many members 
of the Southern Supply and Machinery Dealers’ 
Association, The National Supply and Machinery 
Distributors’ Association, and of the American Sup- 
ply and Machinery Manufacturers’ Association. 
There will be joint meetings, as well as individual 
executive sessions of each association. 

The Noronie will steam north, up the Detroit 
River into Lake St. Clair, up the picturesque St. 
Clair River into and through Lake Huron. Passing 
through the Straits of Mackinac, the ship will prob- 
ably be routed into Sault Ste Marie River, through 
the American “Soo” locks into Lake Superior, 
through the Canadian locks into the river again, and 
back to the straits, sailing eastward to Georgian 
Bay, thence to Mackinac Island and back to Detroit. 
This route may be reversed, leaving the straits on 
the northward stretch, stopping at Mackinac Island 
and taking in Georgian Bay before entering the 
“Soo” River. 

As this is being written the definite allotment of 
quarters either has been made or will soon be made, 
and the understanding is that the ship still offers 
accommodations to a considerable number, so if you 
have not made your reservation, do so at once, 
sending a check for $35, as a half payment on each 
ticket, to the Northern Navigation Co., 110 West 
Forty-second Street, New York City. Hope to see 
you on the ship. 





HEW TO THE LINE 
MILL SUPPLIES has frequently voiced its belief in 
the advisability of eliminating “spell binders” from 
convention programs and devoting all sessions to 
discussions of matters with which the trade is 
vitally concerned. And as time goes on, it seems 
that that attitude is more and more justified. Every 








distributor and manufacturer in the mill supply 
field has ample opportunity to learn the views of 
the country’s business leaders without going to con- 
ventions to hear them. If such men do not come 
to his home city, if he has not the opportunity to 
visit some other city to hear them, there are the 
newspapers, Magazines and the radio to provide 
him with the information. A nationally prominent 
speaker rounds out the programme given at a ban- 
quet at the conclusion of a convention, when all 
business has been done, but at other sessions he 
should be conspicuous by his absence, unless his 
subject has a direct bearing on the activities of the 
convention. 

There are plenty of problems to occupy the 
minds of distributors and manufacturers during the 
very short time they are assembled together each 


spring. All through the year comments and com- 
plaints are heard on existing evils. Therefore, 
when those most directly concerned are gathered 


together for the purpose of benefiting their busi- 
the subjects that are uppermost in their 
minds should receive a maximum of attention. 


nesses, 


One has but to recall some of the things he has 
seen on the pages of this magazine during the last 
twelve months, or the literature he has received 
from his association or other sources, or his conver- 
ions with other distributors and manufacturers, 


a+ 
Sat 


to realize that the problems are now of more impor- 
tance than ever before. With that realization will 
the further realization that there will be all 
too little time at the convention in June to con- 
sider and act upon the matters requiring attention, 
without devoting a considerable part of it to sub- 
jects that can well be 


come 


considered elsewhere and at 
other times. 
It is to be hoped that this year, when the three 


associations get together for the first time 


since 


1924, and under most favorable circumstances, mem- 
bers will not hold back, but come forward and 
express their opinions. That attitude, and only 


that attitude, will bring to the 1927 triple conven- 
tion the desired results. 





BLUE STRIPES IN BUSINESS 
Fred Counterman, in this issue of MILL SUPPLIES, 


states that when General Lord, as director of 
the budget, was investigating costs of the _ post- 
office department with a view to reducing ex- 
penses he found that mail pouches were made 


of canvas with blue stripes, when plain white can- 
vas Was cheaper and would do just as well. So the 
blue stripes were eliminated and the department 
was thus saved an unnecessary expense of $20,000 
vear. 
A hardware dealer once remarked in the presence 
of the writer his firm had discovered it was 
costing them more to run the automobile truck they 
ad been using than it would to buy a new one. 
had had the truck for a considerable period 
id naturally had used it a great deal, and repair 
were becoming frequent and heavy. Whether 
this firm discovered this “‘blue stripe” in 


that 


its busi- 
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ness of its own accord, or whether an automobile 
man pointed it out, is not known. But, at any rate, 
the “blue stripe” was eliminated. 

Perhaps some mill supply distributors will find 
something helpful in these incidents. An investiga- 
tion of the various methods and materials used in 
the operation of their businesses may disclose the 
fact that they, too, have ‘“‘blue stripes” which might 
be eliminated, with resulting profit to them. The 
“blue stripes” may be bright or they may be some- 
what faded. Some may be so plainly evident that 
the distributor, after noting them, will wonder how 
they have escaped his attention for so long a time. 
Others may be somewhat concealed, but discover- 
able in the cost books of the company. 

George H. Wilson, manager of the accountancy 
department of the Trade Extension Bureau, at a 
discussion at a recent secretaries’ conference in 
Evansville, Ind., said: “Statistics show that of all 
lines of American businesses, fifty per cent of them 
guess at their cost, forty per cent merely estimate, 
while only ten per cent actually know their cost of 
doing business.” 

Knowledge of cost is necessary if a business is 
to be run on an efficient basis, and in a study of 
costs the distributor is likely to come across some 
of the “blue stripes” that are holding up expenses 
and pulling down profits. There is no intent to 
tell the distributor how to run his business, because 
he naturally knows a yvreat deal more about his 
company’s affairs than any outsider can possibly 
know. However, MILL SUPPLIES will always carry 
to its readers methods that have proved successful 
or thoughts that might be well worth considering. 





PARADOXES IN BUSINESS REPORTS 
“One guess is as yvood as another,” said an 
economist when asked to comment on the trend of 
prosperity during the first quarter of 1927. This 
bears out a recent remark of the editor of Commerce 
and Finance, New York publication: “The business 
situation in America is so mixed that any interpre- 


tation of it can be supported or demolished by 
facts.” 
At any rate, the business barometer, as_ inter- 


preted by various agencies, is certainly confusing. 
One reports that business is speeding up, another 
that it is slow, and another that it is “spotty.” Some 
are optimistic about the benefits accruing from the 
cheap money now prevalent, while others warn that 
cheap money sometimes accompanies dull trade. 
One report says that low prices, including the low- 
ered wholesale price margin, bode evil; another 
states that prices, stabilized as they are at a low 
level, with wages and purchasing power relatively 
high, result in large volumes of industrial output, 
and attendant prosperity for the country in general. 

Some reports also worry about the bituminous 
coal-mining situation, saying that car loadings, re- 
ported heavy for the first quarter of the year, are 
due to the heavy carrying of bituminous coal, with 
the merchandise rate under that of last vear. Others 


report that merchandise has moved rapidly. Some 
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acknowledge that recessions have hit some lines of 
business but state that these are quickly counter- 
balanced by increases in others. 

More and more large firms are organizing busi- 
ness analysis staffs of their own, the better to in- 
terpret the trend of industry. These staffs co-oper- 
ate with their own trade association in assembling 
financial and other economic data, and apply the 
information gained to their own businesses. Sec- 
retary Hoover makes the interesting statement that 
the relative stability of business in the last four 
years is due mainly to a knowledge of facts, and 
their application. It is up to the individual, then, 
to weigh the evidences of prosperity presented to 
him, to draw his own conclusions and to adjust his 
business methods accordingly. 





A ONE MAN SALES CONFERENCE 

Sales managers who control a small force of men 
are finding it advantageous to have what they call 
“one man sales conventions.’”” When he can best be 
spared from the road and when it is most convenient 
for the office to have him, a man is ealled in for 
individual with the president of the 
company, the sales manager, the credit chief, and so 
on. They call such a procedure a “retraining” of 
the old salesman, and a new 
for the new man. 

When a salesman is first employed, he may not 
immediately grasp the inner workings of his house. 
He is so new that he does not know what informa- 


conferences 


course of instruction 


tion to look for. But give him a time out in the 
field, when he faces questions and obstacles of 
various sorts which he cannot satisfactorily meet, 


and he’s ready to absorb a great deal of information 
upon his next visit to the home offices. 

Such one man sales conventions renew the “esprit 
on both sides. The salesman is wound up 
and is stimulated to new efforts. 
The individual attention he has received at the home 
offices for him both educational and in- 
And, in turn, he gives as well as re- 
He puts his company in renewed touch with 
the problems of his field, with the development of 
methods that As one 
authority puts it, “Both sales manager and salesman 
occasionally run down, much the same as a storage 
battery runs down. In houses where the sales force 
is small enough to warrant such procedure, the one 
man sales conference puts the house, the salesman 
and the trade in tune with one another again.” 


de CO “ps 


with new ideas 


has been 
spirational. 
Celves, 
he has observed. 


sales 


new 





THE SPOTLIGHT ON MACHINE TOOLS 
The machine tool field is 
many claim, as it was before the war. 


interesting, 
Since 1920 a 
new era of production has ushered in new problems. 
Improved manufacturing methods call for new types 
of equipment, the result being that through experi- 
mentation and development, the machine tool has 
changed radically from what it was formerly. Some 
authorities go so far as to claim that almost every 
tool designed before 1920 is practically obsolete to- 
day. “The new tools,” 


twice as 


it is said, “are heavier, they 


2 





have much more cutting power, they are much more 
accurate, due to the use of more hardened and 
ground parts. They are fitted with more handy con- 
trols, and with more interlocks that make them more 
fool proof. Automatic oilers, ball and roller bear- 
ings, chain drives, all go to make the tools of today 
much better than those of five years ago.” 

It costs more to produce improved machine tools. 
Does the user share this expense, or is it shouldered 
by builders and distributors? Distributors found 
that in 1926, while their volume of sales was high, 
their profit was not, due to increased selling and 
other overhead costs. These increased largely be- 
cause the improved and specialized machine tool 
brought with it intensive problems, one of them 
being that salesmen had to have intensive knowl- 
edge, often engineering training, to put the new tool 
across. This year’s profit, then, seems to depend 
not so much on volume of machine tools sold as on 
price levels reached. 





SELDOM are things eventually what they at first 
seem. The price of cotton slumped seriously when 
a crop of more than eighteen million bales was 
reported, and cotton planters were in a semi-panic. 
That situation was but momentary, for low prices 
attracted buyers both at home and abroad, textile 
mills became busy, wholesalers and retailers bought 
the manufactured goods freely, and cotton advanced 
ten dollars a bale, so the country was. saved. 
Whether or not our cotton planters will prepare for 
another bumper crop is problematical. 


THE steel business has long been regarded as one 
of the barometers of general business conditions. 
Consequently, when it became known the fore part 
of March that during the preceding month mill 
operations had made the largest expansion in his- 
tory for a like period of time things began to “look 
up” for those who had been “looking down.” The 
United States Steel Corporation was reported to 
be operating around ninety-seven per cent capacity 
at that time, and the independents at close to eighty- 
two per cent. All this, with the additional infor- 
mation that the increase had been brought about 
without any great help from the railroads or auto- 
mobile and building construction industries, and 
that demand in the latter two fields is likely to pick 
up, IS very encouraging. Another bit of cheerful 
information came out about the middle of the 
month in a report from the Department of Com- 
merce showing that exports during February totaled 
$373,000,000, the largest February exports since 
1921, and an increase of $20,000,000 over February, 
1926, this despite the fact that commodity prices last 
February were the lowest for any February in four 
vears. At the same time our imports during lasi 
February were $312,000,000, the smallest for any 


February since 1923, and a decline of about 
$75,000,000 from a year ago. International trade 


during January and February produced a favorable 
balance of nearly $124,000,000, compared with an 
unfavorable balance of about $54,000,000 the 
same months in 1926. 


for 
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MARCO-GRAM NUMBER TWO 


“QUALITY”, SAYS THE DIC- 
TIONARY, “IS THAT 
WHICH MAKES A THING 
SUCH AS IT IS—A DISTIN- 
GUISHING CHARACTER- 
ISTIC.” 


( Sustained high quality and 
dependable service distinguish 
“MARCO” Belting, Packing, and 
Hose from all other Mechanical 
Rubber Goods. This unfailing 
integrity of product builds good- 
will and wins the repeat order. 








Distributors of the Mechanical Rubber Company 
line have these important advantages: 
1. The most complete line of Mechanical Rubber Goods 


manufactured. 
2. Quality standardized and above question. 
3. A line sold exclusively through distributors. 
4. Effective, business-building sales assistance 
5. A profitable cost basis 


Che Mechanical Rubber Co. 


CLEVELAND, OHIO NEW YORK CITY 


“We Back-the Jobber” 
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‘Mill Supply Distributors 
Favor Progressive Action 


Majority of Dealers Replying to Questionnaire 
Sent Out by MILL SUPPLIES Believe There Are Con- 
ditions in the Field Which Require Remedy, and 


mean: 





Kavor Close Co-operation Between Associations 


Mill supply distributors are alive to the problems questions and expressions of opinions of various dis- 
onfronting the trade today and are interested in seeing tributors, and the readers of MILL SUPPLIES should get 


iction taken to settle ther 


1 This is the conclusion to a clear idea of the dealers’ ideas by studying them. 


be drawn after a study of replies to a questionnaire It will be noted that some of the answers are classed as 
recently sent out by MILL “qualified.””, Some of these 
SUPPLIES, a reproduction : ise indicated an affirmative 


which accompanies this Questionnaire Sent Out By “Mill: Supplies” 
which accompanies this 


intention and others a 


] i= 
| “ r 


irticle : : negative, but were not 
A total of eight-eight FE. CRAWP ORM Le era rnit> 5-0) sufficiently definite to 
replies were received. Ot ; place them in either the 
is number, nine gave “ves” or “no” class, while 























answers whatever to still others qualified their 

the questions, the major tf ™ ee statements definitely. 

ot these expressing no JR REPLY IS REQUESTED, WHETHE NOT ‘7 A MEMBB? ASSOCIATION 
aa waste ip arcs ANSWERS TO QUESTION 
ia’ ane enamel ta tie NUMBER ONE 

ll supply business only it ig Alaa a rie sagt ered sg eet a Ned aariicrecattieiy: Suga three roe ay Do you believe The 
n a small scale. Five ate ictal ath Ger takin, ae mall National Supply and 
thers did not answer the Hill you bets Machinery Distributors’ 
iestion directly but . } ee ae Association and the 
sent brief statements. 1, Mteh MEAL Gh Qctalied. Sour Rely ie vey eemmctly eee ee Southern Supply and Ma- 
Thus, there were seventy enero ee chinery Dealers’ Associa- 
three who answered one I the National ‘Machinery Dist rs‘ Association and tion could, if they worked 
rv more que stions, the r re : fi th 1 A * Aaord r¢ pag pony doce pn > te stn io? in close harmony, be é fit 
majority answering — all SE EAE the mill supply distributor 

them. A few, in addi- T Do you bel progrem of work alc t veloped ty either or both associ- to a greater degree than 
tion, either sent letters to om LM they do now? 
accompany their answers wor Of 68 answering this 
to the questionnaire, or III Do 3 {eve m program which permitted end called for + tive support of question, 64 said “yes,” 
elaborated on their re- ad raga a sah ahaa atlas een ee one said ‘‘no,”’ and three 
plies. qualified their answers. 

Thirty-two may be said 7 ; er A 1 Five did not answer it 
to have answered “yes” F i : si vo HS ar GA — CoE aeain she at all. One of those 
to all six questions. A answering “yes” specified 
few qualified some of , 00 ioaliy 4 terest in you lation if ouch a program that the two associations 
their statements slightly, should unite, and another 
but not sufficiently to re- ; : eg site a AE answering ‘yes’ stated 
move their replies from ae aa : > > en weal Siler he that he was not. suf- 
the affirmative class. For know what 1% would coot ficiently familiar with the 
instance, three distrib __ Very sincerely yours. | functioning of the or- 
wien answering Ques- Your 1 : QC Rasber ganizations to answer the 
ion No. 2, specified that saris sie eo question very intelli- 
the two supply associa gently. 


tions should work in con- : _—— — a be The one distributor 


“no” ‘to the 
the same specification in answering both Question 2 and question gave as his reason that the interests of the 


junction, and one made answering 


Question 4. One answered “probably” to Question No. 5, distributors in the two groups are too varied. A repre- 
one added “in co-operation with manufacturers” to sentative of a central western house which resigned as 
Question No. 4, two answered Question No. 5 by saying a member of one of the associations because the officials 
they are always interested in association activities and of the company felt that the organization was making no 








could hardly do more than they are now doing, and one progress in bettering the conditions of the dealers it 

answered “yes” to Question No. 5, but stated he is not represents, answered “yes’’ to the question and stated: 

a member of either of the supply associations. “We do feel, however, that an association of this kind 
—— There follow summaries of the answers to each of the (Continued on Page 56) 














April, 1927 





Y “service” Dodge means 

power to translate any 
need of industry into depend- 
able, economical equipment— 
delivered, installed and work- 
ing when and where it Is 
needed. 


Dodge facilities provide the 
background for Dodge service. 


The Dodge distributor draws 
from them to do his share in 
helping industry maintain its 
steady flow of uninterrupted 
production. 


The Dodge distributor carries 
in stock a complete line of me- 
chanical equipment* which will 
take care of all ordinary needs 
of industry. Large warehouses 
at Chicago and Oneida, N. Y.., 
and the huge stocks maintained 
at the Dodge Plant at Misha- 


waka give him still greater 
backing. 

“Power Transmitting, Material Handling, Spe 
cial Machinery, Dodge-Timken Bearing Appli- 
cations. 
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Whatever industry may need, 
the Dodge distributor can fur- 
nish it without delay. Thus, 
industry is learning, more than 
ever, to look upon him as the 
logical market place for every 
need. 


The Dodge distributor is the 
key to Dodge service. 


Dodge Manufacturing Corporation 
Mishawaka, Indiana 





Distribution 


Fifteen District Sales Ot- 
fices located in Chicago, 
Milwaukee, Minneapolis, 
Cleveland, Cincinnati, Onei- 
da, Boston, Philadelphia, 
New York, Newark, Atlanta, 
St. Louis, Houston, San 
Francisco and Portland co- 
operate with 500 leading mill 
supply and machinery deal- 
ers in making Dodge service 
immediately available to in- 
dustry. 














POWER TRANSMITTING—MATERIAL 
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Tremendous reserve stocks of 
standard products are maintained 
at Oneida, New York, Chicago 
and Mishawaka 


Above illustrations show the 
Dodge warehouse at Oneida and 


Midland at Chicago. 


Fast freight or express ship- 
ments from Chicago, Oneida 
or Mishawaka bring to Dodge 
distributors the equipment 
they need for any installation. 
In practically every case, ship- 
ment can be made from stock 
on the same day the order is 


received. 
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HANDLING AND SPECIAL EQUIPMENT 
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(Continued from Page 5s) 
could be a wonderful help to our line of jobbers if it 
had someone connected with the organization who was 
in a position to give his time to solving the different 
problems that come up from time to time.” A Pacific 
Coast distributor wrote: “We are not acquainted with 
the work of the associations mentioned, and would think 
that all have a community of interest which could be 
more accessible the distributor if constructive 
gestions emanated from one source.” 


to 


sug- 
ANSWERS TO QUESTION NUMBER TWO 
Do you believe a program of work should be developed 


OY € ithe F 
which 


or both associations, singly or in conjunction, 
have for its the stressing of the 
of the mill supply distributor to the 


would purpose 
mportance 
trade ? 

Of the 71 replying to this question, 65 answered “yes, 
answered “no,” and five qualified their 
Two gave no opinion. It is interesting to note that of 
the 65 answering 13 specified that the program 
should be worked in conjunction by the two associations, 
another suggested that the two mill supply associations 
and the National Pipe and Supplies Association might 
work it out together, one said he thought the two mill 
supply associations working together perhaps would be 
while another thought such a program could 
worked out by each association, and, if feasible, merged 
into united action. The remaining 49 answering ‘“‘yes” 
did not express themselves as to whether they thought 
such a program should developed individually or 


general 


” 


one answers. 


“ves,” 


best, 


be 


be 


jointly by the associations. One answering “yes” said 
he believed such a program should be worked out ‘‘on 
common sense lines” and should not be too elaborate. 


Another specified that the campaign should be directed 
consumers, (b) manufacturers and (c) adver- 
One of those whose answer was classed 
as “qualified,” stated that such a program may de- 
but his company did not think it necessary. 
Another answered, “academically, ves.” 

The distributor who suggested that the National Pipe 
and Supplies Association might be included in the pro- 
program of work expressed himself follows: 
“T believe a program of work should be developed by both 
associations working together, not singly; and, in fact, 
it might be a good idea to get the National Pipe and 
Supplies Association to work with them, because that 
association deals with a lot of items that the regular line 

f supply and machinery dealers handle.” 


to a 
tising agencies. 
be 
sirable, 


posed as 


ANSWERS TO QUESTION NUMBER THREE 

Do you believe a program which permitted and called 
for the active support of all members would be instru- 
mie ntal in incre asing association ne mbe rsh ip and associa- 
4? 


tion intere 


This question brought 62 affirmative answers and no 
negatives. 


and 


There were six answers classed as “qualified,” 
five distributors expressed no opinion. 

One of those giving a qualified answer stated that 
he believes in a combination of the two associations. 
One said he did not know whether such a program would 


increase membership, but believed it would increase 
interest. Another said he believed it would increase 
interest, and a fourth stated: “We do not believe a 
program of this kind would go very far without the 
interest and support of members.’”’ Another gave a 


sort of “‘yves and no” 
“Yes, but how?” 
“Our objective is the same, though our methods are 
different—some good, some indifferent, many, many bad,” 
wrote an eastern distributor. 
on a policy and keep to it.” 


reply when he asked the question, 


“The quesiion is to agree 
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It is interesting to note that one distributor, not a 
member of either association, answered only this ques- 
tion, and said “yes.” 


ANSWERS TO QUESTION NUMBER FOUR 
Do you believe such a program, sponsored and led by 
both associations, singly or in conjunction, 
might develop an understanding among mill supply dis- 
tributors of each other's problems which might decrease 
price cutting and territory jumping ? 


either or 


That price cutting and territory jumping are upper- 

most in the minds of distributors is indicated by com- 
ments received in answer to this question. 
Sixty answered “yes,” five expressed themselves as 
doubtful, six qualified their answers and two gave no 
answer at all. Of the 60 answering ‘‘yes,” four specified 
that the two associations should work together, and one 
expressed himself in favor of co-operation with the 
manufacturers. One whose answer was classed as 
“qualified,” said: “I don’t know whether it would accom- 
plish any real results, but it is worth trying.” Another: 
“A consummation devoutly to be worked for.” 

Following are some of the comments received in answer 
to this question: A Pennsylvania distributor: ‘There 
probably never will be any program sponsored by anyone 
which will entirely eliminate price cutting and the ter- 
ritory jumping proposition, but if the associations work 
together and really get down to business by taking one 
item at a time and getting after all the manufacturers 
in that line, I am sure they can do a lot of good.” A 
distributor: “I believe in anything, even of 
remote possibilities, but look out for the end of the world 
if this is accomplished.”” A Texas distributor: “Possibly, 
more likely otherwise.” From Ohio: “No doubt about 
it; in unity there is strength.’’ A southern distributor: 
“Tt is to be hoped that such an understanding would 
result. It might never be near 100 per cent 
could desired.”” From Ohio: “Possibly. However, 
it’s hard to change human nature.” From Pennsylvania: 
“Tt has been tried, and I believe we have made some 
improvement. It can be done, hardly 100 per cent, but 
much nearer than we are at present. But some associa- 
tion or company must keep everlastingly and continually 


” 


AT Ie. 


Tennessee 


as as 


be 


ANSWERS TO QUESTION NO. FIVE 
Would 


association if such @ program were presented? 


you individually take more interest in your 


“oO. 


not 


six answered 
nineteen did 


Forty-one answered “yes,” 
qualified their and 
the question at all. 

It should be stated that five of those answering ‘‘no” 
are association members, that three of the five made it 
clear that they are so interested now that they could 
hardly take more interest, and one said his house would 
take no more interest than at present, which might be 
taken either one of two ways—literally, or as the three 


seven 


answers, answer 


aforementioned members expressed themselves. The 
one non-member who answered ‘‘no” said: ‘‘We are 
not believers in organizations which have a tendency 


” 


to limit territory, fix prices, ete. The large number 
giving no answer to the question may be explained easily 
by the fact that 18 of the 19 are not association members, 
and probably did not feel qualified to answer the ques- 
tion. Four of those answering “yes,” however, stated 
that they are not association members. 

“T will take more interest when I can believe and see 
somewhere near 100 per cent co-operation,” said a 
southern distributor, who is a former association mem- 
ber. A mid-west distributor stated: “Yes. I don’t 
belong to either one now, but if they united, I would 
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join at once.” Said a distributor in Ohio: “We 
would take more interest in the association when there 


is more sincerity of purpose on the part of members, in 


other words, when they use in their businesses the 
things they preach at conventions. ‘Practice what you 
preach’ would be a good motto for our association.” 


ANSWERS TO QUESTION NO. SIX 

Would you favor a program of collective advertising 
to the general trade, showing the importance of the mill 
supply distributor, to the point where would like 


You 
to know what it would cost? 

There were more negative replies to this question than 
to any of the others, but the favorable ones outnumbered 
the unfavorable ones practically three to one. Forty-five 
sixteen answered four qualified 
their answers, one stated his firm was not interested, and 
seven no answer. One house favoring the plan 
expressed itself again in its answer, as it had in the 
answer to Question No. 2: That the advertising should 
be to consumers, manufacturers and advertising agencies. 

Comments of three of those answering “no” to the 
question were: “No, we will do our own advertising ;” 
“Do not think this practical;” “No, I’d rather do my own 
showing.” Among those qualifying their answers, one 
said, “It would depend on what the program might be,” 
and another, ‘We don’t know whether this would be the 
best way to proceed.”’ One dealer said that he didn’t feel 
he could answer the question intelligently now. One 
distributor whose answer was classed as “‘qualified”’ said: 
“Good work, but a large proposition.” 


answered ‘‘ves,” “no,” 


fave 


WANTS MANUFACTURERS TO ESTABLISH RETAIL PRICES 
In commenting on the answers to the questions, one 
Ohio distributor, formerly an association member, wrote 
in part as follows: 
We 
] 


named 


most assuredly do believe that the two associations 
could accomplish much better results if they worked 
in closer harmony. 

We 
only 
members 


most assuredly do believe that a program which not 
permitted, but called for the active support of all 
would be instrumental in increasing’ association 


membership. We are heartily sick and tired of hear 


ing and reading long dissertations on what ought to be 
the policy of mill supply houses, which mean absolutely 
nothing. 

We do not know whether’ a program sponsored and _ led 


by either or both of the associations, would accomplish any 


real results, but it is worth trying. We think the greatest 
the mill 


need in supply business is to encourage manufac 


turers to establish resale prices and to decline to sell to 
anyone who does not maintain them. There are many 
manufacturers who have worked this problem out along legal 
lines, which is, of course, the only way in which it can be 


worked out or should be worked out, and, for our part, we 
are trying to be loyal to those manufacturers. 

Let us illustrate why we believe the problem can only be 
solved through the manufacturer. A couple of months ago 
the writer participated in a convention held in the East by 
ne of the largest and best known manufacturers in the 
country. * * There were many mill supply jobbers from 
all parts of the country present at that convention. We 
have in mind one jobber located some three hundred miles 
from our city, who has been active in association work for 
the establishment and maintenance of resale prices, etc., and 
who expressed himself very enthusiastically at the conven- 
tion referred to as favoring the establishment and mainte 
nance of resale prices, the respecting of the rights of other 
jobbers in their own territories, etc. When the writer re- 
turned to his office, one of the first things that he found on 
his desk was a report from one of our men stating that this 
particular jobber had come three hundred miles to our local 
territory to take an order for two hundred gross of hack 
saw blades on a five per cent profit margin. He couldn’t 
sell hack saw blades in his own territory on that margin 
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and live. Evidently the maintenance of resale prices and the 
respecting of agents’ territories as described in conventions 
and as practiced in the field are two entirely different things, 
having nothing in common with each other. 

Answering question No. 5, he stated: 

We will only take an interest in the association when 
such a program is presented and a real effort is made by 
jobbers to practice in the field what is 
ventions. 


preached at con- 


TERRITORIES SHOULD BE REGULATED 

A New York State distributor expressed himself in 
part as follows: 

There is no question in our mind that the National and 
Southern Associations could accomplish much more if they 
were combined than is being accomplished at the present 
time. These two associations if combined could afford 
to employ a man big enough to do things for us with the 
manufacturers, and if this were done, there are many supply 
jobbers who would gladly join the association. As it is 
today, the general feeling of the supply trade is that the 
meetings are not of very much benefit. 

The program necessary, to our way of thinking, is to 
educate the supply houses to be big enough in their field 
to give proper representation, in which case direct selling by 
the manufacturer will be eliminated. We cannot expect co- 
operation from the manufacturers unless we properly repre- 
sent them in our territory, and in many cases this is not 
being’ done. 

An ably handled by an efficient secretary, 
could appoint a committee that could quickly show interested 
distributors that their business is secured at the greatest 
profit nearest home—not in the other fellow’s field. We 
happen to be electrical supply jobbers, as well as mill supply 
jobbers, and the Electrical Association has sold us and the 
other members of the association on this point to the extent 
that we have already discontinued calling at many distant 
points, and have spent our time and efforts in getting the 


association, 


business in towns through which our representatives had 
been passing and not making calls. The result is that we 


have been surprised to find that the business near at home, 


which we can service properly and inexpensively, had been 
overlooked. 

We have been for a number of years a member of the 
association and were quite active in days gone by, but 


gradually less and less. 
representative to the 


Last year we declined to send our 
meeting, stating there was nothing to 
be gained, inasmuch as it was a National association meeting 


alone, the Southern association being out of the picture; 
and we had intended resigning from the association this 
year if there were another National meeting alone. The 


fact that the associations have combined for the meeting has 
led us to continue with them another year, but we do not 


feel warranted in paying money necessary to attend these 
conventions until the time comes when something more 
* 


beneficial to this company is done at the meetings. 

We question very much if the advertising mentioned would 
results looked for. There are at the time 
many points that the mill supply distributor would be glad 
to have brought to his attention, and which would be bene- 
ficial to him, and also eventually to the manufacturers he 
represents. This, we believe, would have better results than 
any method of advertising could accomplish. 


give the present 


SHOULD PUT PROPOSITIONS TO MANUFACTURERS 

The purchasing agent of an eastern company wrote in 
part as follows: 

Personally, it has been my contention for a long while 
that if the three associations got together and really did 
put definite propositions up to the manufacturers they could 
get almost anything they want. The manufacturers seem 
to have gotten the idea that they can sell the distributor, 
and get him to carry a and then go out into the 
same territory and take all of the business which means any 
kind of a nice order or tonnage. To my way of thinking, 
the manufacturers should have three prices—one for the 
distributor, one for the dealer or jobber who does not carry 
a stock, and one for the consumer. In cases where manu- 
facturers have sold the consumers for years, I think they 


stock, 
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“Van Dorn” scores again with this powerful 


new “« Inch Portable Electric Drill at $47.00 


Leading the field as always—here’s Its great power and construction 
‘Van Dorn’s”’ latest leader in the i; make it the greatest i Inch hole pro- 
Inch field. A few of its outstanding ducer on the market at its weight and 
features are :— price. Its grip handle and locktype 
ee ee ee ae safety switch are the most convenient 
Rentte Rinks : and handy construction there is. 

Ball Bearing Motor and Thrust Automobile body, motor car, sheet 
Hardened Alloy Steel Gears metal fabricating plants, etc., will find 
Automatic Lockty pe Safety Switch this new drill the most serviceable and 
economical 1:1; Inch drill ever produced 


This new drill is the crowning achieve- 
ment of *‘Van Dorn” engineers. Built 
into its design is 
the experience of 
many years of suc- 
cessful work in the 

Inch drilling 


at its weight and price. 

Have you investigated the possibilities of 
this line? Your territory may still be open. 
Write for full information. 
















Bench 
Drill Stand 
for Inch 
Electric Drill f 

$12 00 


“Van Dorn” 
?, Inch 
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The Van Dorn Electric Tool Co. 


Makers of Portable Electric Drilling, Reaming and Grinding Machines 


Cleveland, Ohio 


99 
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-hould give the d 


the latter would 


that 


istributors a list of these customers so that 
not waste any time on them, and believe 


in so far as possible they should work everything to 


the consuming trade through the distributing houses. 
Right now we have two items which came up this week. 

One is twist drills, which sell within 10% of cost. There 
ever seems to have been any effort on the part of the 


listributor to ha 
the consumer’ p 


lealer’s price between. 


DV a competitor 
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A southern dealer writes in 








The last five words in question No. 4 cover a whol 
tuation, namely, “price cutting and territory jumping.” 
One the result of the othe and they go hand-in-hand. 
erritory jumping is one of the largest factors in bringing 
ut prices, but another large one is that there are in almo 
( vy market one ¢ more ouses that are constantly 1 
t imuckK. H ) 1 pe there 1¢ low to ee the oht 
¢ tnar I « tel] bye i1us¢ l have been nthe pame 
g time in the tuat I een te be prowing ors 
nstead of bette 
I want o con ment you I n ¢ torlé n the Febru \ 
MILL SUPPLIES, regarding \ the bber by eve 
r€ ( t rT ! | i the jobbe OW 
1 is busine te m what a terrible in lual he 
( »? I n ort ne » OT 
! time » lay I let u ndle our ow? ob 
! ( rT ce from the out ( 
GA HALL ADDRESSES MEETING 
\ midwest distributor, while not filling out the que 
"e, Se the following vei nteresting letter 
\ ! your « é iDlielty you ‘ 
( muto « ( 
t ] ] li t t { ? 0 1 \\ 
( M R. M. G tisit manager of The 
iv 4 R i tye ( oO! n\ 4 ( u s f 
n kx Wi? oO e yg 1 wort M 
rit or ng f ( but I invite 1 
yu DD«E ( ( oO I 
i Zi1 1 t the ubyec nat Mi G I wou 
u e of ] nterest to a jobb« in list bu 
teve ne ne f « eCavo may be 
\ na ed themsetlve of thi nvitation, ! 
yn ( eport rece ri from these guests, I know they 
e been thoroughly sold on the proposition; and _ it 
» our local organization \ much in its work during tl 
esent ye as we expect to formulate plans and organize 
i ba that will obtain those results to which the jobbs 
ustly due We ll do everything in our power to spread 
Op il btain co operation among the jobber 
eal in alesmen in our cente 
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he manufacturer we 
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‘hanging to the li 
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discount 


he ame as the 


ve the manufacturers change this, although 
should be about 50% with a 
We find roll emery: cloth being sold 
within 5% of cost. In checking up 
that the manufac 
ame as our competitor’ 
into this 
the 


a couple of 


rice over cost, 
our 
advised 
1e mill trade is the 


were 
associations matter to 
mill trade 


items, Dut 


ever pone 
ie manufacturers’ price to 
se? = These are 


of them. 


only 
many 
manufacturers of bolt 
and put nut 
recently 


that the 
r to change the list 


are going 
i Just 
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t and discount basi manu 
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new dl 


have them arrange to have their discount 
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same a formerly? 
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r been any concerted effort on 


} their discount 
Some distributors w 


ciations to Nave 


ill allow their custome) 


others 26, semi-monthly, others 2¢ 
rs 2¢/, 20th prox., and some of them will 
customers to take 2(7 at any time they want t 


We think there should be set rules, and 
terms should be uniform all over the 


and distributors. 


part as follows: 











ood work you are the distributor 


doing for 


part of 
| 


manufacturers of various lines do 


Following was the comment of a distributor in Ohio: 

There are too many associations now in existence for the 
supply dealer to belong to. There ought to be fewer and 
better ones. Also, the jobbers should realize that a profit 
ix what they need on the goods they sell, and not an order. 
Furthermore, they should come to the realization quickly that 
each and everyone is not individually entitled to all the 
business, and should educate their salesmen that profit is 
first and the order second. This would eliminate the greatest 
menace the jobber has today, i. e., selfishness and the attitude 
that each is entitled to all. 

From a southern distributor came the following: 

I think the most important thing today is for the various 
associations to cut out a lot of the “good time 
by all” stuff and get 
hould be strictly busine 
the distributors only. 


was had 
The meeting 


should be 


down to brass tacks. 


affairs and attended by 
From an Atlantic coast distributor: 
We are not in a position to give you any assistance in the 
matter, as we are not, strictly 
mainly 


-peaking, a mill supply house, 
confined to the 
firm believers in 


our business marine trade. 
trade 


believe that 


being 
Generally associa- 


tions, 


speaking, we 
those mentioned, and 
can be done by them if properly handled. 


are 
such as much good 

In the preceding paragraphs you have the result of an 
attempt by MILL SUPPLIES to clear up the feeling of 


mill supply house executives on various controversial 


subjects. Their value is a matter for each individual 
reader to determine for himself. 
<+<-Pr 
PITTSBURGH WHOLESALE WEEK 


Chamber of Commerce 
Brought Many Buyers to Eastern City 


Event Sponsored by Group 


The first 
15th, 
The event 


he Pittsburgh 


March 


Success. 


week, held 
18th, was a marked 


the wholesalers’ 


Pittsburgh wholesalers’ 
16th, 17th, and 
Was sponsored by council of 
hav- 


purpose Was 


this council 


ing been organized a few months ago. The 


chamber of commerce, 
o bring buvers to Pittsburgh, to visit the various houses. 
Special displays were made by wholesalers, and the visi- 
{ ] three 


the chamber ot 


ors were entertained and were guests at dinners 


given in the main dining room of com- 


merce. 


The week was of particular value to those companies 


selling through stores, and some mill supply houses which 


+ 


sold to 


ound 


Todd, Jr., 


such as hardware, 


William T. 


dealers, 


ndale lines 





to their advantage. 





manager of Somers, Fitler & Todd Co., and Henry I 
Cole, president of the Harris Pump & Supply Co., were 
he dinner committee. Pittsbu supply houses whic} 

e members he wholesalers’ council are as ows 
Chandler-Bovd S ipply ( ¢ Colo al Supply C« Harris 
Pump & Supply Co., J. C. Lindsay Hardware Co., Loga? 


Gregg Hardware Co., Pittsburgh Gage & Supply Co.. 


somers, Fitler & Todd Co., and Joseph Woodwell Co. 


<o> 


Seeks Name of Manufacturer 


oft the 


Graft-Pelle Co.. 


i A 
street, Louisville, distributors of mill supplies, is seek- 
Ing the name and address of a manufacturer of a cork 
packing, which he understands is made in the state ot 


Texas. He is under the impression that it is in 
or Forth Worth. 


naphtha pump rods. Will 


The packing is used extensively O! 


having this informa- 


MILL SUPPLIES or 


anvone 


+ + 


ion kindly communicate with direct 


with Mr. Pelle? 
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Distribution Entirely through the Mill Supply Distributor 


Mill Supply Distributors 


Selling Johnson Leather 





Belting Have the Distinct | 
Advantage of Furnishing i 
Superior Quality and 
Profitably Competing 
With Manufacturers Sell- 


ing Direct to Consumers 





Nohnseon Belting Company 


Tanners, Curriers and Manufacturers 
controlling every operation 
from the selection of the 
hide to the finished 


product 
Genvrrual Offices uni Fucitory 
423-4335 Kast 56th Street, 


New ork. T ll 
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Distributor on 








Threshold 


of a New Opportuni 


Consumers Beginning to Se 


e Fallae y of Buyi ing Direct: 


Middlemen Can Help Tendency by ‘Close ited to 
Efficient Handling of Mere handise, Spre -ading Gospel 
of Dealer Distribution and Cle: arly Define d Sales Plans 


EDWIN LEE 
Frick & Lindsay 


To paint a large picture one must use a wide brush 
and lots of paint, and to view it properly one must 
stand a long way off so as to get the illusion of seeing 
the whole. We say illusion advisedly, because the mind 


that can grasp the whole of the vast and intricate subject 
of distribution exist. It is only by contem- 
plating the parts one by one and by adding fractions 
of truth as they become apparent that we 
arrive at a sense of unity. 


does not 
are able to 


What is and what ought to be 
and place. We 


now; we must 


», and what can be, 
must facts as they 
plan conditions as we 


vary 
as to time face are 
would 


here and 





EDWIN LEI 


GOUCHER 


have them, and we must endeavor to 


energize our ideas in conformity 


materialize and 
with what is possible. 
Producers, distributors and consumers must be equal 
beneficiaries in any effective 
worst indictment that 
man is that he is not 


the cost of 


plan of distribution. The 
brought against the middle- 
efficient—that he adds unduly to 
distribution without contributing something 
of equal value to the general good. Such an indictment 
and, if true, means the 
isiness structure. 


can be 


is bad enough, 
our entire bi 


reorganization ot 
It cannot be denied that distribution is necessary, nor 
that distribution must add to the 
tributed. 
that they 


cost of everything dis- 
It follows that there must be distributors, and 
must be paid for their 


work. As long as we 


GOUCHER 
Co., Pittsburgh 


are to live and enjoy life, the 
must be workably perfect. Can you visualize what 
would happen if our daily supply of milk should be 
suddenly cut off? Or, if through some freak of nature, 
cold storage should suddenly cease? We can remember 
what happened to some of our daily necessities during 


function of distribution 


the war; the inconvenience and difficulty in getting a 
pound of sugar, for instance, even at an exorbitant 
price. 

Interrupted or disturbed distribution is the most 


disastrous thing that can happen to society as a whole 
and anyone individually. Health, happiness and life 
itself depend on distribution. Without it the mass of 
civilized mankind would perish miserably. We are too 
far removed from natural resources and the 
use them to exist by our own unaided efforts. 
tributive function is vital and cannot 
with impunity. 

There is supply and there is demand. It 
tion of the distributor to bring 
the supply exceeds the demand the distributor is im- 
portant, because he absorbs a certain amount of the over- 
production and holds it in check until such time as it 
can be utilized. When the supply falls short of the 
demand the distributor is important because he tides 
over the with accumulated stocks. In times of 
reat such as war, the distributors’ stocks save 
the day. Our system of middleman distribution has a 
marked stabilizing influence on business. And this in- 
cludes not only wholesalers, jobbers and retailers, but 
brokers, speculators and bankers as well. 

The cost of distribution starts the instant that a prod- 
uct is completed and made ready for use. If it has 
to be sorted, counted, labeled, packed and stored, the 
such operations is legitimately chargeable to 
distribution. Accumulated merchandise, whether it be 
apples or bolts, pins or pianos, has to pay its board and 
keep, and this expense accrues whether it is in the 
hands of the producer, in transport, in the 
warehouse, on the dealer’s shelf or in the 


ability to 
The dis- 
be meddled with 
is the func- 
the two together. When 


crisis 


stress, 


cost of 


jobber’s 
consumer’s 
storeroom. 

direct 
insurance, 


To these 
investment, 
the cost of 


should add 
supervision, and in many 
spoilage, style changes, theft, 
lescence, etc. losses occur all along the line, and it 
is the office of the middleman to keep them as low as 
possible. His whole and profit depend on his 
efficiency and how nearly he conforms to economic law 
how well he “does his stuff.” 
The most important phases of 
are, (a) the economical 


charges we interest on 
cases 
loss bv obso- 


These 


success 


distributor’s activity 
mechanical handling of mer- 
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chandise: (b) advertising and selling his facilities for 
service: and (c) advertising and selling merchandise. 
| think that these functions are stated in their relative 
importance, although this may be subject to difference 
of opinion. 


A) The handling of merchandise from the source 
of supply to the ultimate user presents many opportu- 
nities for improvement, and is one of the most neglected 


phases of distributor management. In a great many 
‘nstances plant and equipment facilities have become 
inadequate and unsuitable. 

The question of location and physical equipment for 
economical material handling presents a difficult problem, 
but its solution is of vital importance. Much can be 
learned along these lines from chain stores and mail 
order houses, as this is one of the main reasons for 
their advantageous position as successful distributors. 

Transportation, handling, storing, repacking and ship- 
ping present opportunity for careful study and radical 
change in method. Hand-power must be supplanted by 
mechanical power, and foot-work by head-work wherever 
vossible. In general, it costs less to handle materials 
iorizontally than vertically. Unused space in buildings 
and yards is a loss. The tlow of merchandise from its 
source to its final destination should be rapid and un- 
interrupted. The smooth, swift and uniform flow oft 
merchandise is an ideal to be striven for, as that is 
he productive phases of distribution. 

B) Having attained some degree of perfection in 
handling merchandise economically, the distributor is 
in a position to “tell the world,” or at least that portion 
of it with which he comes in contact. He should do this 


as an individual, and distributors’ associations should 


The industrial distributor of vision, whose business 
is conducted on sound principles, stands on the thresh- 


Id of a new opportunity. The buyers of supplies for 


arge industries are in many instances taking the initia 
tive it lrawing their requirements from their local 
nine “dantewe. 40 ni tinnlatiaon heinc that +} 1; 
Suppti\ leaders, Ne OnNIV Stipulation Delngk that the dAIs 
tributor maintain an adequate stock Of a specimned 
+ + . \,] °% l. Or , . « . 
naracter a a reasonable price One large motor ¢al 
: 
manu 1i¢ tal his brushes in this wi: A large 
| raws on tl ks of a distributor fo s 
1 : + 
requireme! Ives, pipe and fitting pa he 
mil resale price, and finds it economical. 
I} ! vel re beginning to see the economic 
] ‘ 4 i . } ‘ 
lex uving dire rom factories merely because 
: rice. The confusion of thourht between the 
} ( ) nil nd the ] ictua stl Hey l 
\ eel company buys its own pip ( 
( ito) ” Maintenance pury rathe 
r ] 
! requirements from s own mill \ 
n rt cheaper to draw 0} ipply houses 
. ; { .7 and bolt iia 4 miatntat 
(¢ liremen - ) Sp KES and DO - wh 1a) ry i i 
irplu ) Several large railroads have dis 
ued making bolts, nuts and rivets tor their ow: ise, 
; : ie le ba 
ind buy their requirements from the bolt makers. The 
final step will be to obtain their requirements trom 
dadistripvutors 
The cases cited are not limited to the items men 


tioned but are merely typical of a well defined trend 


1. 
All the industrial distributor has to do is to help push 
le Snowball that is forming by its own momentum. The 
distributor who takes the initiative in advertising and 
selling the idea of the economy of the distributive func 
tion is the one who will reap the greater reward and 
who will profit most 

There is considerable difference between selling service 


ind selling merchandise. It is largely up to the manage 


ment and executives of distributor organizations to sell 
their service to the management and executives of the 
firms with whom they wish to do business. This is the 
biggest selling job in the world today, and those who 
can do it will reap a rich reward. 

Buyers of industrial supplies have not generally been 
properly instructed by their higher-ups in the economies 
of purchasing. They have been, in too many cases, held 
responsible for obtaining low prices, and even when 
experience has given them a better perspective, habit is 
strong, and the path of least resistance is followed. 
Many a price buyer needs only a hint from headquarters 
to cause him to right-about-face and accept the low cost 
service that is evervwhere available. 

As volume accrues to the distributor, he will be able 
to render better and better service at lower prices. The 
argument that goods can be purchased direct from fac- 
tories at 10 or 20 per cent lower prices is no longer 
valid, and the distributor need not wilt at such a dis- 
parity, nor feel any sense of inferiority on that account. 

Any consumer can buy maintenance supplies through 
distributors and save money as compared with buying 
from factories direct, with all that that implies. Well 
managed concerns know this now, and poorly managed 
concerns will learn it later—and perhaps too late. The 
cost factors are well known but the cost percentages are 
not so well known. Inventory losses on accumulated 
stocks, obsolescence and waste are the outstanding facts 
that have proved the inefficiency of price buying. There 
are many other losses not so obvious, which nevertheless 
are beginning to be recognized 


pil i. 


C) It seems evident that the advertising and selling 
of merchandise should be one of the important things in 
which a distributor should excel, and yet the constant 
cry from producers is that distributors merely take 
orders for business which has been built up by the pro- 
ducers’ own advertising and selling efforts and that they 


do not do any real selling 


| repeat that advertising and selling are distributive 
functions. It is folly for a distributor to stock goods 


without a clear plan of how, 





and where he is 
roing to dispose of them. Consumer habits, consumer 


demand, and in the case of new items, potential consumer 


1 


“3 : > ° + we +37 hi 
acceptance are the only sate guides. By restricting nis 
sales and advertising efforts to conform to the con- 


sumers’ ideas and desires, he lowers sales resistance and 
cuts his selling expense. 


The distributor must constantly keep in mind the 





i production; the rignt incentive for pro- 


aquctio1 s response t human needs and desires, eitne 
expressed or unexpressed, active or latent. We produce 
things In order to have something to trade to others 101 
thi } ee, ee Se ie ceca al 
HInesS Wwe need Ourselves, therefore tne more deslrable 
ur products are the more We can pront in the exchange. 
lk “ae a EN Ee) eae ae ees + hrine tl} 
ne 1deais Of QIstl WwWion are OTF Course TO Dring The 
product and the desire for it together in the most 
elective way. The producer who complains about the 
ineffectiveness of the distributor is generally trving to 


; : " aay a ' 
interior product roa too high pricea one, 


or is bucking a highly mpetitive field which has beet 


ih 


previously saturated. 


Every product which is successfully marketed must 
conform to a certain quality level. Successful distribu- 


tion is a constant search for products which most nearly 
contorm to the quality level of consumer acceptance. It 
is better to set too high a standard than a too low one. 
The quality standard of the consumer is continually 
Products must 


advancing. be constantly improved to 
meet the growing desire of men and industry for better 


things, finer tools, more durable fabrics, stronger ma- 
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WiKi , > We suggest that you use Johns- 
\ — °. o- 1 
~~ - Manville Mogul with the handy pack 
GY Lier tool because nobody wants to do 


CVC AN eCudsy jobany oftener than he ha 
MANOY PACKING TOOL FOR RACKING 


SMALL VALVE STEMS to. Mogulis made from long fibre asbe 





tos yarn, The yarn and the pec Lal lubri 


ict 














cating compound used make it suita 








for nearly any condition. It contal 


no Wax to ive it apparent density 


which would immediately disappear } 


l | ft a 
jilry et 


you saw this packing too 


described in the Power Specialist, a 


—valve stems packed napionig sempriong gers 


» powe!l plant men. 


] 


with long service Mogul ‘icine pander 


O pack a long-lived Mogul valve-stem sities a sia ik ie hah ences 
ge in short order, use this handy coil pack- the Power Specialist every month with 
ing tool, observed at the American Sterilizing alice a 

Company, Erie, Pa. 

It consists of a piece of extra heavy tubing just 
the right size and length to slip over the valve 
stem and fit into the stuffing box. Cut it half 
round at the lower end to allow for the entrance 
of the packing, and bevel the lower edge 25° to 
30° which assists materially in feeding the pack- 
ing around the stuthng box as the tool is turned. 

With this tool, the packing is quickly let into 
the stuting box and rammed snug. 
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terials, fresher food, faster cars, more powerful engines, 
better fuel, smoother lubricants, more entertaining books, 
brighter lights, more stylish clothing, more comfortable 
houses, greater luxuries, and, in short, more of all the 
good things of life; and all at a comparatively lower 
price. 

Now these things are all comparative, but the dis- 
tributor who would succeed must deal only in superla- 
tives; he must handle ‘‘the best quality” in “the greatest 
quantities” at “the lowest prices.” At least, that is the 
which he his objective. 

The distributive function is becoming more and more 
important as civilization advances, it 
intelligent specialization, 


mark at shoots 

ealls for a high 
and the greatest 
reward will come to those who can render the greatest 
measure of service at the lowest possible cost. 

Let what has viewed from the larger 
angle and a broad perspective, for, as was stated in the 
beginning, we have omitted details. 

What do you see in the picture symbolizing the dis- 
tributors’ opportunity? I can see a fair world peopled 
by superior men; a world in which there is no strife, 


degree of 


been said be 





except the strife to make things as nearly perfect as 
possible; a world in which everyone may enjoy the use 
ot perfected things to the utmost. I can see co-operation 
in a sublime degree, in which each man works for all 
and all men work together in harmony and peace for 
the benefit of each individual. There are happy homes 
in the picture, fertile fields, swift and safe transporta- 
tion, humming factories, education and recreation. There 
is more than a hint of honest politics, economical govern- 
ment and non-sectarian churches. Everywhere is the 
deifying truth of science, invention and art. 

I am conscious of painting the picture of the 
tributors’ opportunity very poorly. Let another take the 
brush, and another, and still another, until everyone 
shall be able to see and know the value of the distributor 
and to partake of the largess which he bestows. 

The spirit of distribution is a wonderful fairy that 
anticipates our every want, need or desire, from a loaf 
of bread to a banquet, from a box of tacks to a carload 
of steel, from a mouth organ to a grand piano, or what 
you will. And what does it cost? Nothing but the 
ability to render a service of equal value in return. 


dis- 
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House Magazine Boosts Dealer 


“Fulton Facts” Starts Editorial 

Good use of its monthly house organ is made by the 
Fulton Supply Company, Atlanta, distributor of general 
mill supplies, machinery and tools, in spreading the gos- 
pel of dealer distribution. 

In its interesting little publication, Fulton Facts, for 
company publishes the first of a series of 
one-page editorials on the subject of dealer distribution. 
“Just What the Distributor Means to the Consumer” 
title of the while the first editorial 
appears under the heading, “The Annihilation of Dis- 
tance,’ and is as follows: 


February the 


the general series, 


m1 








he old adage says—“‘Time is money.” 

Of late we have read a lot about the “middleman” being 
responsible for the high cost of living. 

Rubbish, pure rubbish! 

The modern process of distribution has made America the 
great nation it today, first, by improving our stand of 
iving and, second, by increasing the demand for better thing 

t go to make the joy of living a blessed reality. 

Modern distribution brings the oranges of Florida and 
Califor our doors at practically the same cost as where 
growl! ouths vegetables to our tables in mid-winter at 
L price within the reach of all; western dressed beef to our 
kitchens at a cost per pound that is astonishingly low; the 


pice f the Far East, coffee, tea and chocolate from foi 
eign climes; and countless dainties known only in forme 
imes to royalty—to the home of the humblest workman and 
withit e range of his weekly pay envelope. 


] 


serves In IlK¢ 


And, in mechanic: 


| pursuits the distributor 


inihilates distance by having on hand for im 


mediate delivery the hundred and one needs of his custome 
that they may have what they want when they want it at 
aving in time—and money—and at a cost but little, if any 
more, than if the customer placed his order direct with the 
ource of manufacture. 

Thus, the distributor is needed in the modern scheme of 
things and entitled to your co-operation and support. 


Back you 11 
Fulto Facts 


Which should prove of interest 


FOR HE BACKS YOU! 


contains the 


tributor, 
following 
to distributors: 
issue, the first of a serie 
distributor, we 
We believe that the jobber is a necessary factor in 
the modern And, 


second to 


also comment 


A e state elsewhere in this 


of one page editorials on the believe in our 
calling. 
cheme of merchandising. 


facilitie 


being necessary, 


we aim to make our none anywhere 


Series on Value of Distributor 


Statistics show that, although jobbers the country over have 
enormous sums invested in their stocks (with a slow turn- 
over in many items), less than forty percent of merchandise 
is purchased today through the jobber, the larger balance 
going to the manufacturers direct. 

Of course, and we do not deny it, many jobbers are not 
keeping their stocks up to the minute and are not giving the 
best of service. In such instances we have no alibi to offer 
for the jobber. Sut, 
turer from 
urgent needs 


where a house can save the manufac- 
forty-eight to ninety-six hours in time on his 
(repairs, staple goods, etc.), is it fair on the 
business or the larger order in general where time 
is not a factor, that the jobber be discriminated against and 
the large order placed direct? 
A barber said to the writer recently—‘If I depended only 
upon customers who get shaves in my shop, I would starve 
to death. If I did not have some customers who ordered hair- 
cuts, shampoos, hair-oil, manicures, etc., I would have 


car lot 


singes, 


And that, 


to shut up tomorrow.” 
folks, is just the situation with the jobber. If 
customers only ‘‘used l 


the jobber as a convenience for a litt 

shafting, a pulley, a pair or 
nippers or an S wrench, in less than a year there 
no jobber. 


packing, a piece of two of 


would be 


Let us, then, have your car Jot orders for pipe, or roofing 
t times in large quantities. Let us 
figure on your complete transmission equipment for your mill 


or factory 


or whatever you buy at 








instead of a few pick-up items; give us the op- 
to serve you on your volume business as well as 
your emergent small needs. For, if we help you out on your 
small requirements, don’t you think you should remember us 
on your larg 
We shal 


} 


portunity 


er ones? 

1 have more to say along this tangent in future 
s, but shall be fair, always. For, frankly, with the 
changes in designs, improvements (mechanically) in 
items, and the very large stock required at all 
» the customer what he wants when he wants it, 
is facing a problem which will be very hard to 
meet him at least 
better instead of forty-sixty as at present. 


editoria 
many 


even staple 


his customers half way o1 

MILL SUPPLIES will look forward with interest to other 
editorials in the series. The thoughts expressed in these 
two comments of Fulton Facts have been prevalent in the 
minds of distributors for some time, and it is well to 
bring them to the attention of consumers of supplies at 
every opportunity. 
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_Here’s a product and a selling plan that will bring you thousands 
of dollars—and we don’t ask you to invest a dime! 
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Method of Using Index with Profit 


Dealers’ Individual Experiences May Be Checked Against the 


Distributor Demand Measured by Valve and Fittings Statistics 


JOSEPH H. BARBER 
Assistant to President and Chief Statistician, Walworth Company 
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Mai rr this reaso ‘ hy gvins 

vonde vhether the published index really reports tl 
ive] demand Just at the “turnir point whet 
tne ndex begins to rv port improving conditions. it is 
p cularly necessary to recall Just what conditions the 

index professes to be measuring. 

First: It is a broad sample of conditions. The index 


Ss pO t 


ised upon any single company’s experience, but 
is developed from broadly selected measures of demand 


in all those industries that use valves and fittings. 


second: 


° ; , ) “2 
It measores jobhe r demand on manufacturers. 


The index does nof measure consumers’ demand, but 
rather the volume of jobbers’ ordering upon manufac 
turers, A jobber’s confidence or doubt is reflected in 
his ordering. Therefore, the index is a composite of 
jobbers’ opinions concerning the prospects for future 
business. 

Third: It is an index of the trend of demand. It is 
not an index of general production, nor of shipments, 
nor of car-loadings, nor of withdrawals from stocks on 
hand, but of orders received. 

Fourth: It measures the quantity of going business. 
It does vot measure the price levels at which orders are 
taken nor the profitableness of orders handled at the 
going prices or profit margins. 

Fifth: It turns corners ahead of othe) ‘harometers.” 


By its nature, the index shows changes in sentiment 


clearly and reveals its critical turning points usually well 


in advance of indications based upon some of the other 


factors mentioned. Moreover, its reports are unbiased 


by the laggardly response or reaction in particular 
industries or particular territories. 

Stath: It swings higher and lower than othe 
“barometers.” Real consumer demand does not swing 
violently up or down. Customers’ demand upon jobbers 
does fluctuate but not nearly so severely as indicated by 
this index. This index, on the other hand, does show 
fluctuations very definitely because we have purposely 


included sensitive measures of the sentiment governing 
demand conditions. 


Consequently, individual experiences should be checked 


against the average experience as measured by the index. 


If one is a manufacturer, receiving orders from the 


jobbing trade, he will probably find that the changes in 
general demand, as they affect him, are measured fairl 
accurately by this index as published. If one is a jobber, 
he may realize that this index reflects faithfully the vari- 
ations in the quantity of his own purchasing, but that 1 
does not really measure the demand of his own cus- 


tomers 


upon him. Even in this case, the index can prove 
useful to him i 


gauging the demand of his customers. 


For his own guidance, one should study the relations 


of his demand te 


{ this index. No doubt he can then set 
up some rule, for instance, that the index always turns 


upward ahea 


} 


of his own experience by, let us say, 
three months. If last 


December witnessed the index’s 
lowest point for the present recession, he would then 
calculate that the low point of his demand would be 


reached and passed three months later, or in March 


Such a rule, when discovered, will also help him in trans- 
lating into policies tor his own business some of the 
broader discussions of the general index. 

In this month’s article and the next, we are including 


some special tables and charts. We hope that these will 


show a manufacturer or a jobber how he may take the 
figures for his own business and make a helpful com- 


rABLE 
ACTUAL SALES OF MR. JOBBER 
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parison with the Valve and Fittings Index. The first 
of these exhibits shows Table 1 and Figure II. 

For our purpose we have assumed a record of monthly 
sales figures, based upon the actual experience of one 


of our jobber customers. We think his experience is 
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typical of the sales experience of many jobbers. In 
this case we are using figures that represent the value 
of sales by the jobber to his customers. Theoretically, 
for most logical comparison, it might be more desirable 
to have a series of figures representing the quantity of 
orders he received from his customers. In most cases, 
such a series of figures cannot be gotten. As it is, in 
making comparisons with the index, one must mentally 
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Figure II.—Actual Monthly Sales Record of Mr. Jobber 


take into account the change in the present price level 
from the price levels in earlier years. 

Any jobber or manufacturer can duplicate Table 1 
simply by substituting his own monthly demand figures 
in place of those inserted here for the purpose of illus- 
tration. Then he can chart his figures in a manner 
similar to that diagrammed in Figure II. In the case 
of the chart shown here, it is the figures of Table 1 that 
are actually plotted. In order not to confuse the chart, 
which is greatly reduced in size, we have omitted the 


vertical lines that would indicate the monthly spaces 
for each of the twelve months of each vear. It is 
noticeable, however, that in fixing the shape of the 


charted curve, we actually began at the left-hand side of 
the chart and located points, one after the.other, repre- 
senting the demand level in each of the 
monthly figures of Table 1. That is, upon the chart the 
level of the curve is determined and its direction changed 
twelve times each year, to the 
record of Table 1. 

We 


recorded 


according experience 


have a specific reason for presenting all of this 





material, which may seem elementary to some of our 
readers. As we go on with our discussion, we shall 
analyze the conditions revealed by working through 
rABLE 
FIGURE POSTINGS FOR THE VALVE AND FITTINGS INDEX 
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calculations based upon the specific figures of this 


assumed experience record. Similarly, because we think 
some of the readers may wish to duplicate for their own 
businesses the sort of analysis and comparison which we 
are suggesting here, we are also showing in Table 2 the 


figure postings necessary for plotting a chart of the 
Valve and Fittings Index itself. 
Fortunately, the most interesting comparison of all 
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can be made immediately and directly from Tables 1 
and 2. Figure III shows the monthly figure postings 
for the Valve and Fittings Index plotted, one after the 
other, across the upper portion, then shows similarly, but 
across the bottom half of the chart, a duplicate plotting 
of the curve shown previously in Figure II. 

Of course, in actual fact a jobber need not first plot 
his figures upon a separate chart as shown in Figure II. 
Probably he would first chart the Valve and Fittings 
figures upon the top of a single sheet of paper. Then 
he would plot his own sales “figures lower down upon 
the same sheet of paper. It is quite important to stress 
one fact in this connection. Our minds must travel back 
to item six in the tabulation at the head of this article. 
A jobber’s sales would probably not swing as violently 
up or down as the Valve and Fittings Index. 

Therefore, a jobber should select carefully a suitable 
“scale” of figures to be placed against the guide lines he 
will use in plotting his own experience. This scale 
should be selected so as to make the fluctuations from 
the high point to the low point of his own experience 
appear to be fully as great as the similar fluctuations in 
the Valve and Fittings Index. After all, the jobber can 
get a value out of the Valve and Fittings Index only 
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Figure III—Comparison of Mr. Jobber’s Sales 
With the Valve and Fittings Index 


not at all interested in the degree of fluctuation shown 
by the Valve and Fittings Index, so he should select a 
plotting scale large enough to make his own curve about 
the same size as the Valve and Fittings curve. 

Having visualized the parallel trend upon a chart, he 
will desire to check up that parallel trend as current 
postings are furnished month by month. If he plots the 
latest index postings upon a chart such as Figure III, 
then he can immediately interpret the meaning of the 
Valve and Fittings Index in terms of his own experience 
by watching only the scale by which he has plotted his 
own experience. For this reason upon Figure III we 
have shown guide line figures for the Valve and Fittings 
Index inconspicuously. 

This chart demonstrates the fact that the Valve and Fit- 
tings Index has a habit of turning very definitely ahead of 
the experience of a typical jobber. It also shows why condi- 
tions are confusing just at the ‘turning point,’’ when 
the index begins to report improving demand conditions. 
Note, for instance, the final postings of both curves in 
Figure III. The Valve and Fittings Index seems to have 
passed a low point at the very end of 1926. There was 
a rather sharp upturn in January. February did sag 
below January, but it is still well above the low point 
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Isn't it true that Jobbers carry large 
diversified stocks peculiarly adapted 
tothe communities they serve 



















HE general conclusion among job- 
bers today is that a close working 
arrangement with the manufacturer 
who believes in the jobber and is 
willing to help solve the jobber’s sales 
problem is the salvation of the jobbing 





listening to jobbers and studying job- 
bing problems has concluded that 
dealers and consumers ought to be 
persistently informed that jobbers carry 
diversified stocks, which stocks, are 
peculiarly adapted to the requirements 


a a 





a ti a hae 


industry. of the locality. 


This places added responsibility upon 
the manufacturer whois really sincere 
in his belief of the jobber’s ability to 
most efficiently and economically serve 
his field. He must study the jobber’s 


Republic does this for jobbers in a way 
that is impressive. Republic is doing 
everything jobbers have said they 
wanted a manufacturer to do. If you 
are not acquainted with the details of 
Republic’s plan you can get 
them without any obligation 
on your part by writing to 


problems. 


Republic three years ago adopted the 
I ) I 
five point policy shown below and in 
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BELTING 1 A line of rubber items sufficiently FLOORING i 
3F * complete to permit effectively supply F ' | 

HOSE ing the requirements of the trade solicited. MOLDED ig 

PACKING 4 Aquality of product uniformly good GOODS if 
“* and capable of delivering service re- i 
sults that should reasonably be expected. | 


3 A price basis inducing and making 
* possible aggressive competition with 
reasonable profit return. 




















4 Freedom from competition from his 
* source of supply, either direct or in- 
direct, among the trade covered by his day 
to day solicitation. 


5 Selling helps of reasonable amounts 
° 


so that his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold, 
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reached in December. Such an indication does not at 
all describe the experience of Mr. Jobber. In his case 
January and February are both at low levels. Probably 
his viewpoint, if currently stated, would represent a 
pessimistic expectation that the recent decline is. still 
continuing. 

On the other hand, if he has charted his own experi- 
ence against the Valve and Fittings Index, as in Figure 
Ill, he would then have a definite basis for a degree of 
optimism. He would have established in his mind a rule 
that his own experience would turn up or down from 
three to four months after the Valve and Fittings Index. 
And, interpreting this rule to apply in the current 
situation, he would patiently and confidently look forward 
to a cessation of the decline and a probable betterment 
in demand early in the second quarter of 1927. 


It is true that neither a jobber nor a manufacturer 
can base very many of his broad policies upon the 
whimsical turning points of any monthly series of 
figures. He must have a broader basis for determining 
such policies, but interpretation drawn from such a 
comparison as in Figure III may be applied well enough, 
indeed, in deciding the immediate purchasing, inventory 
and collection policies. These ‘close-up’ policies may 
be governed properly according to current monthly con- 
ditions. But the broader policies must look to the real 
underlying trend of demand. 
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Figure IV. Mr. Jobbe rs Monthly Sale - Compared With 
the “Smooth Tre nd” oft Those Sale s 


Figure IV suggests that this real underlying trend 
presents a considerably different picture from the 
monthly fluctuations first shown upon Figure II. The 
monthly curve is the basis for calculating the underlying 
“smooth trend,” but in this chart the monthly curve is 
quite inconspicuous. The broader policies relating to 
expansion of plant, extension of territory, introduction 
of new products, curtailment of activities, reduction of 
overhead expense, and the like, should all be founded 
upon the probable future direction of this more stable 
“smooth trend” of sales. 

The Valve and Fittings Index can help at this point, 
too. There is a direct relation between the smooth trend 
of Mr. Jobber’s sales and the smooth trend of the Valve 
and Fittings Index. Because of the definite relation and 
generally parallel movement of these two more stable 


measures of demand, the general discussion of the Valve 


and Fittings Index should prove helpful as a general 
indication of the probable future movement of the smooth 
trend of Mr. Jobber’s sales. Next month we shall utilize 
the same identical data assumed in Table 1 to show 


concretely, by the use of tables and diagrams, how one 


may calculate from his own monthly figures the smooth 
trend of his own sales for comparison with the smooth 
trend of the Valve and Fittings Index. 
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MORE CONVENTION RESERVATIONS 
Several More Companies Added to List of Those Who 
Will Be Represented on Lake Trip 


Reservations for the Triple Convention voyage on the 
S. S. Noronic June 13th to 17th received up to March 
23rd, in addition to the long list published in the March 
issue of MILL SUPPLIES, are as follows: 

DISTRIBUTORS 

Elderfield-Hartshorn Hardware Co., Niagara Falls, two 
representatives. 

Pratt-Gilbert Co., Phoenix, Ariz., one representative. 

Wm. H. Taylor & Co., Inc., Allentown, Pa., Mr. and Mrs. 
T. E. Hazell. 

Weaks Supply Co., Monroe, La., Mr. and Mrs. George 
W. Hyle. 

MANUFACTURERS 

Columbian Vise & Mfg. Company, The, Cleveland, Miss 
Betty Seymour. 

Jacobs Mfg. Co., The, Hartford, Conn., two representatives. 

Jenkins Bros., New York, Mr. and Mrs. Arthur C. 
Langston and William G. Le Compte. 

Magnolia Metal Co., New York, Edmund C. 
Karl B. Slawson. 

Republic Rubber Co., The, Youngstown, Ohio, R. M. 
Gattshall and one other representative. 

Skinner Chuck Co., New sritain, Conn., Arthur FE. 
Thornton. 

Spencer & Wyckoff, Detroit, K. S. Spencer and F. L. 
Wyckoff. 

Walworth Company, Boston, W. E. Stevens, Edmund Bb. 
Keane, W. C. 


Robson and 


Goza and one other representative. 


SOON TO OCCUPY NEW HOME 
Casanave Supply Company to Move to Larger and More 
Modern Quarters About April lth 


On or about April 15th the Casanave Supply Company, 
Philadelphia, distributors of factory, mill, mine, railroad 
and contractors’ supplies and railroad equipment, will 
occupy a new home at 2028-32 Sansom street and 2025-33 
Moravian street. 

The building, which is being remodeled at considerable 
expense by the Casanave company, has 24,000 square feet 
of floor space, which is double the company’s present 
floor area at 19353 Market street, and has three stories 
and a basement. It fronts on one of the main arteries 
of thoroughfare in the heart of Philadelphia, which soon 
will be widened twelve feet. 

Ample open space in the store department has been 
made available for the proper exhibitions of merchandise. 
The upper stories and basement will be made easily ac- 
cessible to the retail facilities by means of an elevator 
of ample capacity. Modern fixtures and working condi- 
tions will reduce overhead expense materially. The office 
section of the building will be remodeled to provide ex- 
cellent facilities for the company’s officers and employes. 

tor 
Displays Local Manufactures 

The Waite Hardware Co., Worcester, Mass., dealers in 
hardware, tools, mill, electrical, radio and auto supplies, 
recently devoted its five windows to displays of manu- 
facturers claiming Worcester as their home. In addition, 
the Company ran newspaper advertisements inviting the 
public to inspect its ‘All Worcester” display. A window 
was devoted to the products of each of the following five 
manutacturers ot Worcester: Warren Belting Co., 
leather belting, straps and packings; Reed & Prince Mfg. 
Co., wood screws, stove bolts, cap and set screws; Stevens, 
Walden-Worcester Co., automobile wrenches; 
Wire Goods Co., wire goods, and J. 
Company, razors. 


Parker 
R. Torrey Razor 
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A constantly widening market 
yreets the Mill Supply Jobber wh: 
handles Quincey Units—compres 
sors and vacuum pumps. As new 
applications become standard prac 
tice each year in mills, shops and 
foundries, Quincy engineers keep 
pace. Designing and_ producing 
models adapted to the new need 
of 


oreading the story of Quincy’s 
] + - - +rop > \ ~ x > 
silent, carefree, economical service 


vusands in the industrial 


them Wr ocus 


Besides the immediate profits from 


: 
sales, a Quincy 


of the complete Quincy Line and 
| 1 ] 
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ameron ¢& Barkley Long in Business 


Well Known Mill Supply House, Entering Sixty-second Year, Has 


Four Establishments and Splendid Organization in Southeast 


More than sixty years of service is a record any busi- 
organization may be proud of, such is the 
record of The Cameron & Barkley Company, one of 
Charleston’s oldest and at the same time most aggressive 


ness 


and 


houses, which has entered its sixty-second year. 
es e 
mead 
mS 
sae” 
Pe Bae 2 





> 
¥ 
Jackson Ll é Homie Of Cameron & Barkle if 
Closely allied with the fortunes of South Carolina, this 


company commenced business in a very modest way, 
and has grown, gradually but consistently, through good 
and bad, 
South’s largest 
The 
merchants’ and 


Achibald 


1829-1898 


years until today it is 


mill supply 


recognized as one of 
the and machinery houses. 


founders of The Cameron & Barkley Company. 


manufacturers’ representatives, were 


1813-1881) and Rufus C 


Cameron 

Both the founders were practical machin- 
ery men. Archibald Cameron from Scotland 
established a foundry 
from which he went 


Barkley 
came and 
and machine shop at Charleston, 
into this partnership, and Rufus C 


Barkley, following a varied experience with manufactur- 


ers of machinery, finally became associated with the 
Baldwin Locomotive Works, from which he entered the 
Charleston business. In the early days Messrs. Cameron 


and Barkley often 
and 


both tec} 


well as 


had to act as advis Ts, 


financial, and were engineers as 


a 
and frequently they had to assist the starting 





industries in which machinery was required. 


During its long career, the company has had the ex 


perience of all classes of business and financial condi- 
tions, periods of depression as well as prosperity, and 
has passed through every phase of business cycle, with 
its many and varied changes. Not only are the execu- 
tives of the company natives of Charleston, but thes 
have grown up with the business, developing it as needs 
arose and have thus, by this close personal contact and 
supervision, kept in intimate touch with its details, 


possibilities and requirements. 
The Cameron & Barkley 
Charleston in July, 1865. 


Company was established in 
The first home of the organi- 


zation was a 


two-story, rented structure, 100x50 feet. 
About four vears later a site was acquired at the north- 
east corner of Meeting and Tumberlin streets, and a 


two-story brick building was erected, which was approxi- 
As the busi- 
ness developed, additional space was required, and about 
ten vears later the floor space was doubled. In 1902 addi- 


mately the same size as the original home. 


tional buildings were erected, increasing the floor space 
about 20,000 square feet, and in 1907 another two-story 
structure was built, which added about 18,000 square 
feet. 

As the company had always received a large volume 
of business from the phosphate mining section of Flor- 
ida, it was decided to open a branch store in Tampa, 
Florida, in 1908. The immediate returns were so satis- 
factory that property was purchased and a three-story 
brick building erected, which was designed especially 
to serve the mill supply trade, with three modern steel 
warehouses, loading platforms and spur track. After 
operating the Tampa store about four years successfully, 
the company decided there should be a branch at Jack- 
sonville, not only because the distance from Charleston 
was so great, five hundred miles, but in order to make 
the territory continuous, and to serve business in Jack- 
sonville and adjacent which. was attractive. 
The Jacksonville store was started in leased buildings, 
but the volume of business grew to such an extent that 
larger quarters were The new location is 
considerably larger and better adapted to the business, 


sections, 


necessary. 


having spur track connections, as at the other stores. 
The development of the Jacksonville branch has _ not 
only proved an important link in the chain of stores, 
but has been the means of increasing territory and 


number of customers. 

As the east coast of Florida was showing evidence of 
great development and as business therefore had to be 
handled through Jacksonville, and as Miami, more than 


three hundred miles from Jacksonville, was rapidly de- 
veloping into a modern city with productive territory, 














The Company's Home in Tampa 


there in 1926. The results 
encouraging that the company has 
purchased land with railroad connections and erected a 
warehouse, and within the coming year expects to build 
a modern, three-story structure, designed and constructed 
for the economical handling of the business. 

Besides mill supplies, machinery, plumbing material 


established 
were so 


a branch 
obtained 


Was 
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S we have convinced other responsible deal- 
ers, that the Whiting line of Leather 
Belting is one which you can push with conf- 
dence and sell with profit and back with your 
reputation. 


Whiting dealers not only have good belting to 
sell—they have also the support of a compact, 
efficient, personal-service organization that 
makes itself responsible for satisfying both the 
dealer and the dealer’s trade. 


We will sell you good belting—as good as belting 
can be made. And we will give you good service 
—service that you can depend upon and can pass 
on to your customer with confidence. 


You will be the point of contact between the 
maker and the user of Whiting Belt. We cannot 
profit unless you do. We cannot build customer 
good will unless we have earned your good will 
by furnishing you the kind of belt you want, just 
when you want it. 


We are always looking for good dealer representa- 
tion. Let’s get together and talk over a proposition. 


Whiting Leather @ Belting Co. 


General Office and Factory: Long Island City, New York 


Factory Branches at 
24 Noble Court $314 Market Street 224 N. Sheldon St. 
CLEVELAND. ©. NEWARK, N., J. CHicaco, Int. 
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and roofing, the company carries a stock of automotive 
accessories at the Charleston store. It has been the 
custom to issue at various periods large illustrated cata- 


logues, and the company has recently issued a large 
and complete one. In addition to this, there are special 
catalogues and circulars covering special machinery, 


equipment and supplies handled by the company. 
Trade conditions change from day to day and con- 
stant adjustments to suit such conditions are necessary. 
Through the four the managers are in 
with the larger industries, and with the large sales force 
they make constant and close analysis of business con- 
ditions 


stores contact 


for the company’s executives and keep them 
familiar with business conditions generally, in order 
to vary the lines to suit the demands of the territory, 


careful 


sources of 


to give thought to trade conditions and the 
supply, full advantage of all 
possibile appropriate expansion leading to the upbuilding 
of the business along conservative lines. 

For more halt its operation this 
company has been guided by the same executives guiding 
it today. They men who 
of thorough knowledge of their 

and intelligent management 

to give dependable 
and heads of 
of training to fit 


and to take 


than the period of 


are are not only 
but have by 
built up an 


service to 


possessed 
business, 
conservative 


organization customers. 
had 


majority 


Executives departments have 


their positions, 


years 
and in the 
of cases have grown up with the company. 
The and have been designed for 
handling business with economy and dispatch 
are carefully 


stores 


warehouses 


, and stocks 
and class to 


assorted as regards quantity 


suit the peculiar requirements of the trade. 

The possibilities of the South and its promise of con 
tinued progress, its sure future as an industrial section 
and its already great potential agricultural wealth make 
this company that, 


there is 


believe with its organization and 
favored locations, every reason to anticipat 
a continued and 


At the 


thew 


prosperous growth. 


annual meeting of the company 


recently, Mat- 
B. Barkley was elected president, 


succeeding C. B. 
board of di- 
Barkley, vice 
vice-president; John P 
secretary-treasurer, and Howard W. Houghton, 
secretary-treasurer. President Barkley is the 
son of the late Rufus C. Barkley, one of the organ- 


izers of the 


Jenkins, who was elected chairman of 
Other officers 


Rufus C 


the 
rectors. elected are J. G. 
president ; 


Thomas, 


Barkley, 


assistant 
oldest 
business and president of the company for 
several vears after its incorporation. J 
president, 


fus C 


. G. Barkley, vice- 
is another son of the first president, while Ru- 
Barkley, recently elected a vice-president, is of the 
hird generation to serve as an executive of the business, 
being a grandson of the 


A. St. general sales manager, located at the 
home office, Charleston, joined the organization in 


+ 


founder. 
Amand, 
1908 
and spent much of his time in developing the business in 
south Florida, and through his many vears of experience 
and his technical knowledge, he is particularly well quali- 
fied for his office. One of the recent moves made by 
the company, which is in keeping with its policy of being 
abreast of the times 
lish the central 
Charleston, S. C 


and progress, has been to estab- 
office at the home office, 

This is in charge of Rufus C. Barkley. 
who, having received an 
mechanical engineer, entered the 
Pitcher is 
where, in 


purchasing 
vice-president, education as 
business in 1922. 
©. manager of the Charleston 

addition to the carried at all 
there is an automobile accessory department under the 
supervision of J. J. Altman, had vears of ex- 
perience in this line. Glen B. Jennings, who joined the 
organization in 1917 and is now manager of the Tampa 


branch, 


lines branches, 


who has 


branch, has devoted his entire business career to the 
mill supply line, and through his efforts to anticipate 
the demand for goods and service, the growth of the 
business has kept pace with the growth and develop- 
ment of south Florida. J. 


H. McKinnon is manager of 
the Jacksonville branch. 


He has for many years been 
identified with the mill supply business of Florida and 
Georgia. Mr. McKinnon joined the organization in 1912, 
when that branch was established and it was 
necessary to place it under the direction of a 
ability and experience. W. A. Anderson is manager of 
the Miami He been a member of the or- 
ganization for several years, having formerly been asso- 
ciated with Mr. McKinnon at Jacksonville, and his pro- 
motion was well deserved. 


found 
man of 


branch. has 


tee 


Good Building Year Ahead 


Another prosperous year for the building industry is 
indicated in the annual forecast of The Architectural! 
Forum, although it is expected there will be a reduction 
of approximately fifteen percent in new construction con- 
tracts let for industrial buildings, such as factories and 
warehouses. 
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Years New Products Listed 

In an attractive lavout in the March issue of its em- 
ploves’ magazine, The O-B Observer, the Ohio Brass Com- 
pany lists the many new products introduced by that or- 
1926. The 
three general groups: Those for mines, steam railroads 
Around the border of the article 
various products introduced by 
the vear. 


ganization during new devices are listed in 
and electric railways. 
are illustrations of the 
the company during 
+2> 
Iwo Davton Houses in Merger 
Klinger-Dills Company and the Dills Belting & 
Co., both of Ohio, have been merged 
the The Klinger-Dills Company, at the 


The 
Supply 
under 


Dayton, 


name of 


Klinger-Dills location, 129-131 North Jefferson street. 
The merger became effective March 15th. Officers of 
the new company are: President. P. W. Klinger; vice- 


manager, R. T. 


Roberts. 


president and general Dills; secretary- 
treasurer, E. A. Mr. Dills was formerly presi- 
dent of the Dills Belting & Supply C¢ 


“The same lines 
which were handled by the individual companies will | 
continued, the organizations have been combined, giv- 
ing us a larger sales force, and we will cover a little 
larger territory than before,” President 
“We believe the combination will be of 


hae 


states Klinger. 
material benefit.” 


<+or 


Industrial Truck Shipments 


February shipments of electric industrial trucks and 
tractors were greater than those of February a year ago 
or last January, according to figures submitted to the 
Department of Commerce by the 
Total shipments during Febru- 
compared with 90 in 
116 in February, 1926. 
1927 included 11 


domestic use and 7 exports. 


nine leading manufac- 
turers in the industry. 
ary, 1927 were 138, January and 
The shipments during February, 
tractors and 120 of other types for 
Exports were less than those 
of January, which totaled 17. Shipments during 1926 
with 1,440 in 1925. Of the number 


shipped during 1926, 190 were tractors for domestic use, 


were 1,415, compared 


1,127 all other types for domestic use and 98 trucks and 
tractors for export, compared with 192 
domestic use, 1,120 of other types 
128 exports during 1925. 


for 


use and 


tractors 


for domestic 








ANNOUNCE TERMS OF CONTEST 
and The Alvan T. 


Economic Essay Writing Competition 


Subject Conditions of Simonds 


’ 


Ultimately Pays the Taxes?” is the 
The Alvan T. Simonds economic essay contest, 
first and second places in which will be 
awarded $1,000 and $500, respectively. Mr. Simonds is 
president of the Simonds Saw and Steel Company, Fitch- 
burg, Mass. This the sixth annual fostered 
by Mr. Simonds and its purposes are ‘to 

yeneral interest in the subject of economics, as related 


to individual and general welfare, and to increase gen- 


“Who 


chosen tor 


subject 


the winners of 


contest is 


arouse a more 


eral economic intelligence and a knowledge of who pays 
in the end for governmental protection and control.” 
The essay contest is open to everybody, everywhere, 


but Mr. 


than professors and advanced students of economics. The 


Simonds desires to reach the rank and file, rather 


should be written in popular style, to interest 


essays 


“the man on the street,” and should be not less than 
3,000, nor more than 5,000 words in length. They must 
be written in English, preferably on one side of the 
paper. An assumed name should be at the head of each 


, , 
sneet, and a 


on the outside and containing the real name and address, 
submitted. The 
before published, and 


sealed envelope, with the assumed name 


} . 
WW eacn essays essavs 


must 
contest before the 


should accompat 
must be original and never 
not be published or used in a similar 


In tnis contest 


awarded. The prize-winning 
to become the property 
selected from 


prizes are 
rights are 


Judges will be 


ays and their cops 


of the donor of the prizes. 


experts in economics, business and related activities, 
and their identity will be announced after the close of 
he contest. 

All communications should be addressed to the Contest 


Editor, Simonds Saw and Steel Company, 470 Main 
street, Fitchburg, Mass., and essays to be considered 
should reach him on or before December 31, 1927. No 
essays will be returned and no receipt of essays will b 
acknowledged. Contestants can make sure of delivery 
registration. 
*~P- ¢ 


TIMKEN GIVES ANNUAL REPORT 


Doubles Sales. Builds Addition 
Big Rail Contract During 1926 


Company and Secures 


The annual report of The Timken Roller Bearing Co. 
for 1926 shows net profits from sales, with other net 
income, of $8,474,103, after ample reserve for deprecia- 
tion and reserve for income taxes. Cash dividends to 
the amount of $5,403,969 were paid during the year, 
al 1 balan of $3,045,120 transferred to surplus ac- 
ount In his report to the stockholders, President H. H. 
Timken states that sales of bearings to manufacturers of 


general industrial equipment were approximately double 


those of the previous year, while sales of electrical steel 
vere approximately double the tonnage of 1925. 
During 1926 we completed our experimentation on 
e new types of Timken bearings, and began to suc- 
essfully introduce them to the trade—a line of very 
arge bearings for hea duty in steel mills, rolling mills, 
igar mills, cement mills, etc., the bearings ranging in 
ze up to 35 inches in diameter; a line of ‘all thrust’ 
wearing vhich are rapidly being adopted in special 
machinery, such as valves, pivots, jacks, crane hooks, 
vell swive etc., and a line of double bearings, self- 
tained, for certain types of electric motors, turbines, 
pumps, et Mr. Timken states in his report. 


substantial addition 
$1.500.000, of which 


] t . 
completing a very 


t ir steel mills, costing about 


April, 1927 


amount $900,000 was spent in 1926. 
plant will consist of one 90-ton basic open hearth fur- 
nace, two 15-ton and 7-ton electric furnaces and 
the necessary auxiliary equipment. 
“Our first large order for passenger 
obtained in the fall of 1926 from the 
kee & St. Paul Railroad for 63 new Pullman cars and 
64 cars of Chicago, Milwaukee & St. Paul ownership 
coaches, dining cars, baggage cars, ete.—making twelve 
complete trains. This will be the first time in the his- 
American railroad that complete transcon- 


The additional 
one 


car bearings was 
Chicago, Milwau- 


tory of an 
tinental trains will be equipped with roller bearings.” 
—> © 
New Yost Sales Manager 

W. A. Bickel, for the last five years supervisor of sales 
for the Automatic Maintenance Machinery Co., Chicago, 
has been appointed sales manager of the Yost Manufac- 
turing Company, Meadville, Pa. Mr. Bickel will follow 
up the automotive side of the business, as well as the mill 





Wa Be 


BICKEL 


supply and plumbing supply fields and will pay particular 
attention to the needs of the larger industrial plants. He 
will make his headquarters at the the 
company. 


Chicago office of 
+o> 


Figures on Conerete Products 

Establishments engaged primarily in the manufacture 
products reported for 1925 a total output 
valued at $75,213,986, according to data collected at the 
biennial census of 1926, the De- 
partment of 


of concrete 


manufactures, taken in 
Commerce announces. 


<-or 


Barrett-Christie to Move 
Leaving the home it has occupied since its organiza- 
tion fifteen the Barrett-Christie Co., 
Chicago, will move on April 15th from 37 South Clinton 
108-110 North Clinton street. 
extended 
10,000 


nearly vears ao, 


street to a location at 
The company taken an lease on its new 
home, which provide feet of floor 
space, or about twice the room it has in its present loca- 
Several thousand dollars are being spent in re 
modeling the building for occupancy by the company, 
which is a distributor of tool and steam specialties, and 
exclusive representative of several well known manufac- 
turers. 


new 
has 
will square 


tion. 
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at Small Profit Means in Sellin 


Extra Discounts, Carelessness in Writing Orders and Poor Paying 


Accounts Must Be Guarded 


Against Because of 


Narrow Margin 


RUEL McDANIEL 


I was talking with the sales manager ot a Los Angeles 
mill supply company the other day when he suddenly 
looked at his watch and announced that 
their sales meeting. He invited me to sit 


it was time for 
in on it. 

It required no more than a couple of minutes after | 
reached the room where the meeting was being 
held to realize that this was no ordinary sales confab | 
was vetting into. 


sales 


The president of the firm was present 
and took the floor a moment after the sales manager and 
| arrived. He glanced at a sheet of paper in his hand 
and opened his talk in a tone that indicated that with- 
out a doubt he was going to say something more than 
threadbare generalities about selling. 

“IT have some figures here I want to read to you boys,” 
le, figures are dry, but I found these 


he began. “As a rule, 
and I believe you will, too. 


sadly interesting; 

“But you wrapped up in these notes, I 
want to remind you of a sales slip which I chanced to 
see recently, i 


before I vet 
sent in by one of vou men. The order was 
for valves and packings, mostly. On the 
packing the salesman gave the customer an extra five 
percent discount, with a 


a large one, 


note accompanying the order 
to the effect that it was necessary to give this extra dis- 
count in order to meet competition, otherwise we would 
have lost the entire order, and perhaps the customer’s 
future business. I’m _ not anyone for that. 
No, not criticising; just pointing out some facts. Re- 
member this particular sale, and we will get around to 
it again in a 


criticising 


moment. 


“A recent report shows that the average net profit 


made by mill supply houses the country over is just 2.5 
That 


percent. means that some firms show a consider- 
ably greater net profit than this, while others show a 
much smaller margin. To come below that figure is 


flirting with the red ink most deliberately ! 
ought to be 


Perhaps we 
are just about an average as 
we cannot be satisfied with that. We 
raise that margin of profit, because 
it would not take many adverse months to entirely wipe 
out that thin margin and throw us_ hopelessly 
ink. 


glad that we 
to net profits, but 
must in 


some Was 


into red 


‘There are naturally major factors to be watched in 
cutting down the cost of doing business in order to in- 
crease the net profits, and we have worked these down 
to a fine point. Were we in the least neglectful we could 
the bare 20 


not possibly do business on 


profit we 


percent: gross 


make on our sales, 

“Having trimmed the major points of business costs, 
it is now up to us to look more closely to the so-called 
little things for profit’s sake, and here we will find them 
in surprisingly large numbers. 

“Price-shading, errors in writing up orders, which re- 
sult in errors in shipping; insufficient credit information, 
which results in credit losses, all these things are really 
big little factors in robbing the cash register of its right- 
ful profits. All of these are controlled, at 
by you men on the road. 


least in part, 

““Now let us get back to that sale I mentioned a moment 
ago, where the customer was granted an extra five per- 
cent discount on packing, to keep him from giving the 


order to a competitor. I notice that the packing con- 
stituted, roughly, sixty percent of the order. The total 
amount of the order was a little more than a hundred 
dollars. For the sake of easy figuring, we'll call it a 
hundred dollars. Figuring that the merchandise was 
purchased at our normal prices, we would have made 
an actual profit of $2.50 from that order. 

“But, sixty percent of it, or about $60 worth, was sold 
at a discount of five percent below our normal price. 
Now I want you boys to figure out for me 
profit was on that hundred-dollar order.” 


what our 

There was careful figuring for a few seconds. Then 
the salesmen looked at each other sheepishly. No 
volunteered his answer. 


one 


“Too bad no one can figure any more,” laughed the 
head of the firm. ‘The truth is, all of you men have 
the answer, but it is so startling that you hesitate to 
believe its accuracy. Well, I can assure you it’s right. 
While we were making our regular profit of $2.50 from 
the order, we were giving away five per cent of $60, or 
$3. Actually, then, we paid exactly fifty cents for the 
privilege of assuming all the responsibility of filling that 
order and getting our money. We stand the risk of 
losing the money, although of course the customer's 
credit is good, and we will have to carry the account 
for at least thirty days—all for nothing, minus a half- 
dollar! If we were to accept enough of such orders, we 
would eventually gain our first million—backwards. 

“If through carelessness in writing up your orders 
you cause the shipping department to send just one 
extra item out of an order of forty, you entirely wipe 
out our profit on the entire order. Say we have to sell 
forty orders of any specific item before we get to the 
one which represents our profit. If that one is lost or 
is not paid for, then we must sell forty more, or eighty 
in all, in order to make a profit. 

“Of course I don’t expect you fellows to act as collectors 
or credit men, but we do need your co-operation in keep- 
ing us informed of the apparent standing of our cus- 
tomers. If you think a man is slipping, you can save 
us a lot of grief by letting the credit department know 
and give it an opportunity to get busy. When you open 
a new account you can facilitate matters by gaining all 
the information you can locally concerning the rating and 
standing of the customer. 

“Here’s why we need your close co-operation. Two 
days ago a notation came to my desk to the effect that 
a customer of ours up Ventura way had gone broke. 
The news came out of a clear sky, because he has been 
paying us with a fair degree of regularity. Even though 
that be true, his assets are only a shade of his liabilities. 
He owes us more than fifteen hundred dollars, and we 
stand a good chance of losing the greater part of it. 

“We have been selling to that customer for about three 
vears. I figured up this morning that he has bought 
from us in that time around $40,000 worth of supplies 

a good customer for a small town. That volume rep- 
resents a net profit of just $1,000. Now, if we lose all 
that $1,500, we will have actually paid $500 for the privi- 


lege of selling to this fellow for three vears. If we col- 
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Engines, pumps and compressors 
should be equipped aon the 


HART 
FORCE-FEED 4) 
OIL PUMP 
the lubricat- 


HEN : r1Cz 
je problem will be 


settled, as Hart Pumps 
that have had 25 years 
of steady service are 
now still doing as good 
work as when new. 


The Hart Pump 
gives precision, unfail- 
ing dependability, accurate individual sight feed and 
independent regulation on one to four feed lines 
and once set for the correct rate, requires no further 
attention than keeping a supply of oil in the reser- 
voir. The positive action and the fine needle adjust- 
ment on each delivery line assure constant correct 
lubrication without wasting a drop of oil and without 
making any outside mess. 





Reservoir capacity from !, 
metal body, in rough, 
ished finish. 


pint to 1 gal.—glass or 
polished or nickeled and pol- 


Guaranteed for life and sent for 
30-day free trial 


We will back your offer to send any Hart Pump 
subject to return within 30 days and cancellation of 
bill if not entirely satisfactory. If accepted, we will 
repair or replace free of charge, any part that be- 
comes inefficient through natural wear during the life 
of the machine served. 





HE Sherwood reputation for making its products 
TT make good and for assuring unqualified satisfac- 
tion should be a further inducement for urging your 
customers to select the Hart Pump as first and only 
choice for the work it is intended to do. 

By arranging to handle Sherwood Specialties, you 
could buy economically in any quantities, types and 
sizes and would have the backing of a plant with 
exceptional facilities. 


Why not make us your 
regular source of supply? 


Get this Catalog 


Send tor yo 


ur copy and keep it 
handy asa guide to proper selec 
tion of Injectors, Ejectors, Cellar 
| > Force-feed Oil Pumps, 
rer | a | S1¢g feed Lubricators, Oil and 
Grease Cups, Oil Gauges, Indi 
cator Cocks, Gauge Cocks, High 
Pressure Gas Valves, Flue Clean 
rs, Fusible Plugs, etc. 
Ask for Catalog 18-S 


SHERWOOD MFG. CO. 


1713 a tageg * aia 
Buffalo, 


GHERWOON 





A GOOD NAME TO REMEMBER WHEN BUYING 
POWER PLANT and INDUSTRIAL SPECIALTIES 














“A broken belt 
will never tie you up if 
you keep Bristol’s Fasteners 
handy. Simple... quick... 
makes a permanent joint. 


When a belt breaks, simply 
square up the ends and butt 
them together on a block of 
wood. Drive the fasteners 
through, turn over and clinch. 
It’s the simplest method, for 
Bristol’s are applied with a 
hammer; no investment in 
special tools or machines. 


Bristol’s Fasteners are made in 
a series of sizes to join all kinds 
and thicknesses of belting. 


In stock at most mill supply 
houses; if yours doesn’t carry 
Bristol’s, write us direct. 


Send for latest belt lacing bul- 
letin, No. 722-H. ‘The Bristol 
Company, Waterbury, Conn. 


RIST OLS 


PATENT STEEL ALESIS, 


BELT LACING 
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lect two-thirds of all he owes us, we will just break 
even, and that would mean that our three years’ work 
was done for exactly nothing. 

“It is decidedly unhealthy to be in business merely 
for one’s health, and we must get together to curb these 
pigmy waylayers of our cash register. Remember, men, 
every time we cut two and one-half per cent from our 
regular prices, we are throwing away our entire profits, 
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and if we happen to let a bad debt get on our books, we 
stand a chance of losing all the profit we have made 
from that customer’s business, and possibly more. 

“It is as important to you as to me that these leaks 
be plugged. A firm increases salaries in keeping with 
its increase in profits. If there is no profit income, 
there can be no salary ‘outgo.’ You boys get the point. 
Now, let’s sell at list prices!” 


<> + 


Conditions of Slogan Contest 


This and Other Work of Power Transmission 


Further details concerning the $250 award to be made 
by The Power Transmission Association for the best 
slogan emblem design for the association’s use have been 
made public by W. S. Hays, newly appointed executive 
secretary. 

All designs must be submitted on or before June 5th 
to the association offices. The award will be announced 

the National Industrial Advertisers Association Con- 





we 


i 
aw \ 


W. S. HAYS 


+ 


vention in Cleveland June 15th. 


a} 


The American Societs 
f Mechanical Engineers has been asked to name a com- 
mittee of three to select the person or persons whose 
ideas are entitled to the award. 

‘The wording should typify the objective of the asso- 
lation in briefest possible words, with a striking action 
design, showing some application of or relating to me- 
chanical power transmission,” stated Mr. Hays. “It 


hoped to obtain an emblem or slogan insignia which can 


be used on all advertising or letters of the association or 
of any concern making equipment or materials used as 
mediums for the mechanical transmission of power. 
What is desired is something as effective and striking 
‘Save the Surface’ or ‘Sav It With Flowers,’ or similar 
emblems. Ideas are wanted, not necessarily a finished 
drawing. The right idea can be readily made repro 
ducible by an artist. 

“The object of The Power Transmission Association is 
to determine and foster the right drive or use of me- 
chanical power transmission for any given installation 
In any factory, shop or place where power is used to 
drive machines; that is, the most efficient and economical 
ise of mechanical power transmission mediums. 


Association Discussed 


“This adds another to the long list of fine awards that 
are to be announced at the National Industrial Advertis- 
ers meeting in Cleveland, to be held at the Hotel Statler, 
June 13th, 14th and 15th. Send your ideas, sketches and 
suggestions for this $250 award for its slogan emblem 
to The Power Transmission Association, Drexel building, 
Philadelphia, on or before June 5th.” 

Mr. Hays emphasizes the fact that the slogan emblem 
submitted in the contest does not have to be complete. 
He says that a rough idea, sketch or even a description 
may win if it can be reproduced and is the right idea. 

It was expected that a special questionnaire from the 
association to plant engineers, maintenance men, factory 
and mill architects and engineers would be in the mails 
the latter part of March. The questionnaire tells what 
the association is, contains pictures illustrating different 
applications of mechanical power transmission and has 
or its object the obtaining of responses from users as to 
what service and information they need. 

As announced in the March issue of MILL SUPPLIES, the 
ext meeting of the entire board of directors was 
scheduled for April 1 in the Old Colony club, Chicago. 
The June 11th advertising conference for all members of 
the association and their salesmen, to be held at the Ho- 
tel Statler, Cleveland, is expected to crystallize a plan for 
coordination of advertising by individual members and 
association efforts along publicity lines. 

The Power Transmission Association has sent a let- 
ter-folder to every company it feels should be a member 
or supporter of the association’s work. In addition to an 
invitation to join, and application blanks, it contains a 
list of the officers, directors and members of the associa- 
tion and tells of the origin and objects of the organiza- 
tion. 


—<+<or 
Change Made in Wichita Falls 


Biggs & Co. have been organized at Wichita Falls, 
Texas, and taken over the business of the Petrolia Sup- 
ply Company, at the old location of the latter company, 
617-19 Ohio avenue. A. A. Kuehn, president and man- 
ager of the Petrolia company, wished to devote his entire 
time to private affairs, and therefore retired from the 
active management of the business, but will continue in 
the capacity of vice-president. James Biggs, president 
and manager of the new company, was formerly with 
the Hardwicke-Etter Company, Sherman, Texas, and is 
experienced in the line of business conducted by the 
house, which is a distributor of mill, gin, water and 
refinery supplies and heavy hardware. C. C. Robbins is 
secretary-treasurer of the new company. The only 
change being made is in name and management, accord- 
ing to statements issued by both the old and new com- 


panies. 
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Cogaen, Broken down—in his prime! 
5 y Poor fellow. He caved in before he 
hardly got started. Couldn’t stand the 
gaff. 
i] Truck hospitals are full of these fail- 
{| ures. And they are costing truck users 
| thousands of dollars. 
The Anchor Truck has solved the 
| problem. Made of steel throughout. 
Has no wood to splinter or break. Only 
f| a few parts—practically nothing to get 
} out of order. 
Made in a wide variety of types and 
aking the Catalog| | «= 
} Your truck customers will welcome this Anchor 
Frock Write for complete information and a 
Put Figures on the! | °°." 
} ANCHOR POST FENCE COMPANY 
Sales Ledgers | Ich Once ie Pr Cis 
Your catalog is sent to your ANC H O R- 
. E ) 
dealers to increase your fs 
“ue | Ab Steel 
It is essential that your deal- 
ers have complete, accurate j t ICKS 
and up-to-date selling data 
if they are to do justice to 
your line. 
The loose leaf catalog makes 
it possible for your dealers 
to sell your complete line 
even if stock is not on the 
floor. 
We have furnished catalog 
covers for some of the larg- 
est issues ever sent out, and 
many are repeat orders. 
If you want your catalogs 
to put the right kind of fig- | 
ures upon your sales ledgers, 
| 
we can help you. 
Write for samples. 
KALAMAZOO LOOSE LEAF 
BINDER COMPANY | 
Factories at Kalamazoo, Mich., and 
Los Angeles, Calif. 
Sales Offices in Principal Cities H 
a: @MATO | | 
LOOSE-LEAF-DEVICES-AND S enumes 
TRONG as Steel LIGHT as wood. 
ACCOUNTING-SYSTEMS 
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Why Domestic Wiping Cloth is Best 


Superior Quality and Sanitary Preparation Make American Prod- 


ucts Preferable to Imports from Foreign Lands, Producers State 


Reasons why mill supply houses should prefer to han- 
dle domestic wiping cloths and workmen in industry 
should prefer to use them are contained in statements 
solicited from two American producers by MILL Sup- 
PLIES. 

Superior quality of the American cloths and their 
sanitary preparation are the princi- 


pal advantages, according to these 
producers. 
wear a better grade of clothing and 
discard it earlier than do most of 


} 


Americans, as a whole One would hardly 
tion of the superiority of the clothing of 
{mericans over that worn by foreigners 


in the ordinary wiping cloths handled by 


and shipped from Japan. These latter are usually 
termed Japanese wipers. 

“All rags collected are not suitable for wiping pur- 
poses, as a wiping cloth must be sufficiently large to 
be used in wiping, and must be of cotton or absorbent 
material. Small pieces of rags are sorted out and used 

—__________. for paper stock, roofing stock, etc. 

“The domestic (American) wiping 
cloths are usually thoroughly sterl- 
ized by chemical treatment and boil- 
ing in soapy water at a temperature 


expect an illustra- 


the people of Europe and Asia, and, mill supply houses and used by workmen of about 275 degrees Fahrenheit, 
consequently, the cloths are of bet- in industry, but this article points out | and, following this treatment, are 


er material for wiping purposes. 
Furthermore, every precaution § is 
taken in American “laundries” to 


fmericans have a 

see that the cloths are thoroughly ing and wear it 
ye ee re the rage 
cleaned and sterilized, thus eliminat- whereas te average 


ing much of the danger of contract- 
ing disease from clothing. sull coarser grade, 
Ferer & Sons, St. Louis, writes as Cn ER, Oe 
follows: 

“Briefly, the difference between a =< 
foreign rags and our own is as follows: We find that in 
most foreign cloths, particularly Japanese, there is a 
moisture content of from twelve to fifteen percent 
greater than in the legitimate domestic product. Sec- 
ondly, this material is treated in such a way for bleach- 
ing purposes as to make the fabric very tender. Last, 
and probably most important, is the fact that the mate- 
rial is not sterilized and, in a good many cases, not even 
washed. But washing without sterilization is just as 
bad. 

So much for the difference on the merit basis alone. 
Now, there is the patriotic thought in using domestic 
rags as against foreign, assuming for the sake of argu- 
ment that the foreign material is even as good as our 
own; and, furthermore, would industry expect us to pro- 
duce merchandise to compete with Japanese labor at 
ten cents a day, as against our own at probably five dol- 
lars per day average? 


“There are many other angles to this wiping rag 
proposition that we could dwell upon for quite some 
time, but we think that we have given vou the salient 
facts, and we hope that vou can use this information 
so that it will benefit every legitimate dealer and manu- 
facturer in our industry. It is sad, however, that we 


have to admit to you that many supposedly legitimate 
dealers are resorting to what we term ‘bootlegging’ im- 
ported Japanese rags as domestics.” 

A very interesting statement was also obtained from 
T. R. Riley of the firm of Cook & Riley, Chicago. 

“Wiping rags are used by almost every industry in 
the country—machine shops, printing establishments, 
garages and repair shops and all lines of general manu 
facturing, as well as around office buildings, while cer- 
tain types are used in every office,” said Mr. Riley. 
“Rags are obtained from three main sources—domes- 
ic, or those collected from homes in the United States; 
European, which are collected in all the countries of 
Europe; and Asiatic, which are collected from China, 
India and all Asiatic countries and are usually packed 


the difference very clearly. 

domestic producers, the quality of the ‘ 
; } : . . 

{merican wiping cloths is better because then dried unde) heat. 


cloth is coarser and some of it is much : 5 : 
patched, and the Asiatic cloths are of a | are washed in Europe and shipped 
This fact was brought 
Samuel Ferer., president. Aaron | el during an inquiry into the wiping 

results of which are | } a ; Be 
shown in the accompanying article. coarse material, and though the 


fecording to 2 Cage 
aos rinsed thoroughly to eliminate soap, 


Wiping 


better grade of cloth- cloths handled in this way can be 
for shorter pertods, 


used with the utmost confidence. 


European wiping : 7 ee : 
: : “Some European wiping cloths 


to this country ready for use. While 
perfectly clean, they are usually of 


price may be a trifle lower than 
domestic material, they are more ex- 
pensive in the long run because of the weight of each 


piece. The bulk of European wiping cloths are not 
washed, however, but are what is known as ‘picked clean.’ 
That is, cloths coming from many of the homes in some 
of the European countries, particularly Holland, are 
usually washed by the housewife before being discarded. 
They are clean, but, after having been washed by the 
housewife, and while being held for the rag collector, 
there is always the danger of some disease breaking out 
in the home. Thus, while the rags may appear clean, 
there is no way of telling what disease germs they may 
carry. 

“Some domestic producers pick out ‘clean’ rags and 
mix with the sterilized wipers, but this is a very tricky 
practice, and no decent business man would stoop t 


follow it, because no one can be positive that a wiping 
cloth is sanitary unless he knows that he is dealing with 
a reliable concern which guarantees that every wiping 
cloth turned out is thoroughly sterilized in a laundry. 

“Asiatic (or Japanese) wiping cloths are entirely dif- 
ferent from domestic or European wiping cloths. The 
clothing worn in the Orient (usually kimona shape) is 
a coarse drill that does not lend itself readily to wiping 
purposes. Some Japanese wiping cloths are washed in 
Japan, but most of them are simply wet and packed 
under heavy pressure in order to reduce the size of the 
package for shipment. They are generally packed by 
laving each piece flat, and the pieces are arranged in 
small bundles. The trade knows them as ‘flat’ wipers. 
They look good in the bundle, but usually contain many 
small pieces in the center. They have an offensive odor, 
are always dusty and dirty and certainly are not fit for 
use in American factories, where American workmen 
may come in contact with the numerous diseases of 
filth and neglect that are so prevalent in Asia, and carry 
them home to their families. 

“The best guarantee for the American user of wiping 
material is to insist upon domestic material that has 
been scientifically washed in an American laundry. To 
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a best seller 
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How the Trade Comments 
on Our Catalogue C 


SEVEN TIMES SUCH A LOAD IS NOT 
TOO MUCH! “You are always in the lead with something original and 
: ee attractive 


Quite j ndful—but Wick a ‘ : , : 
S \\ R anid. tke the “Beautiful, complete and something high for competitors 
to shoot at.” 
“Neatest job in the catalogue line I have seen in a long 
: i Wick time.” 
b be 4 no ° . » ° ° ” 
4 H R It “Surprised at the information you have given. 
equ ( 1 we ( elephants t “First shovel catalogue that gives a complete description 
2 244 inch rope the same grade. Even one as of various grades.” 
diises bias e — “Heretofore it has just been ‘shovel’. Catalogue C de- 
Wickwire Spencer Wire scribes the shovel and tells of the market for it.” 
zed “You have overcome a great difficulty for jobbers.” 
sal Gang ici ron evel ; sor “It is certainly a work of art.” 
“Just a step ahead in merchandising shovels. 
S] St Comy e of the old “A simplified method with a comprehensive price list.” 
hit fies iealline ‘Most artistic supplement ever developed for a shovel 
catalogue.” 
i most “Attractive and displays your product in an intelligent 
Every Wicl S ne fet and useful manner.” 
FIVE TIME > “Not only a work of art but very complete.” 
“Removes the ‘bug bear’ in ascertaining proper cost price 
WICKWIRE SPENCER STEEL COMPANY on various models and patterns.” 
General Offices: 41 East Forty-second St., New York “We like the loose leaf idea.” 
‘ Western Sales So South — —_. — “Just what shovel men have been waiting for.” 
orcester Suflalo evelanc detroit 
San Francisco Los Angeles Seattle “Fine and shows a lot of thought and hard work.” 
Pere r wr wk wm ww wwe Mw ew ew ww © ew 32 2 | = | 
| Wickwire Spencer Steel Co., . 
' ote pees psiegeesd ae eg i Catalogue C, everything about Wood, Stuart and 
ept. - > AS Jnd St. ew ork ity 
2 ; ' ; 
' Please send me your catalog “Wire Rope.” Piqua brands, the best carbon steel shovels made, 
| : ‘ 
| with prices so you can understand them at a glance. 
j | Copy of Catalogue C cheerfully mailed on request. 
s : 
ee ee ee ee ee ee 





<a WICKWIRE SPENCER) THE woop SHOVEL AND TOOL CO. 
=/ PRODUCTS PIQUA, OHIO, U. S. A. 


——- —— a “The largest and most complete shovel plant in the world.” 
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get this material he must pay a cent or two more a 
pound than he would have to for foreign material, but 
in return he will receive a wiping cloth that will give 
him good service, and he can feel certain that he is not 
exposing his workmen to danger of disease of any sort. 
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Our advice to the mill supply house is to fight shy 
of the Japanese, or so-called ‘flat wiper.’ It may not 
be a source of disease, but the supply house cannot afford 
to take a chance with material about which there is 
any question.” 


Further Opinions on Wire Rope 


Distributor and Manufacturer express Themselves on Dealer Handling 


Further information on the handling of wire rope was 
received by MILL SUPPLIES in two letters, one from a 
distributor and one from a manufacturer, which arrived 
too late for inclusion in the article contained in the March 
issue. 

“We had a wire 
vear and our experience with it 
states W. 


Company, 


have for about a 
has been satisfactory,” 
H. Scott, secretary of the Syracuse Supply 
Syracuse, N. Y. “We 


stock of rope here 


are stocking it as a 


== 
—~. | 


~ 





Cutting Wire Rope New York Branch of Bi 
we Bascom Rope co. 
part of our steel department. It handled 


distributed much to our satisfaction. 


is easil\ 


a product 


“We give our salesmen the usual training, that is, have 
them call on the trade with a factory representative from 
time to time. We do not endeavor to have our mill sup- 
ply salesmen study the subject in any technical way, 
but have them confine their sales talk to the standard 
types of wire rope—-6x19 Plow Steel, 6x19 Improved 

low Steel and Galvanized Wire Strand. Anything out- 
side of this is special and has to be taken up with the 


factory for detailed information.” 


C. A. Perryman, sales manager of the wire rope de- 
partment of the Wickwire Spencer Steel Company, wrote 
; 
is follows: 
“We wish to advise that the very best and most mod- 
ern methods of handling stocks of wire rope tor resale 


purposes are as follows: For measuring we use a meas- 
ring machine which is 
Steel Wire Rope Co., 


number of wire 


} 


manutactured by the 
For cutting 
rope cutters on the market. 
a Winding 
machine with a shaft on which to place the empty 


American 
wire rope 


Chicago. 
there are a 
For reeling wire rope it is necessary to have 


reel, 


and on which is wound the wire rope. In coiling rope 
these machines have a side flat table with projections, 
around which wire rope is coiled. 
design of wire rope reeling and coiling machines. 
rope manufacturers make up their own, and 
is a different type of machine. 

“With reference to what we think of the mill supply 
house as a distributor of wire rope, we wish to advise 
that it is a good distributing agency provided the selling 
force is of such a class that they understand the applica- 


There is no special 
Wire 


each one 


tion and use of wire rope and can intelligently recom- 
mend the different kinds for various uses to the con- 
sumer. The mill supply house is a logical selling agency, 


but could not be considered as general, as in some fields 


it is necessary to sell direct. It is only in cases where 
the manutacturer finds it more economical to sell through 
the mill supply house that the latter becomes the logical 


selling agency. This has reference to the class of trade 
to which the mill supply houses would sell, and which 
the manutacturer 


class cannot economically go after 


direct. 

“We distribute our wire rope through mill supply 
houses only where the trade in the territory 
permits of such action, as outlined in the preceding para- 
graph.” 


class of 


—<<or 
SEES NEW NORMAL ATTAINED 
Result of Industrial Development. G. M. Verity. of The 
American Rolling Mills Co.. Says 
annual report of The American 
Middletown, Ohio, President George M. 
‘From the standpoint ot f 
relation of 
United 


In the twenty-sixth 
Rolling Mill Co., 
Verity 


living 


said: 
and the 
the 


might well be termed a ‘new normal.’ ” 


wages, cost ol 


consumption 


States seems to have 


to production 
capacity, reached what 


This normal, he 


states, represents a standard of living such as the world 
has never before seen, and is largely the result of the 


industrial 


quarter of 


development of the nation 
a century. 


According to the 


during the last 
company’s report, consumption of 
iron and steel sheets has increased approximately fifty- 
three percent in the last five vears, which increase has 
resulted to a great extent from the creation of new uses 
for these products. The company reported net sales of 
$35,392,968 during 1926, compared with $34,770,053 in 
1925, and a_ net. profit 


from 1926 of 
$4,334,221. 


operations in 


+or 
Many Old Time Employes 


About ten percent of the employes of the Simonds Saw 
and Steel Company have served twenty yvears or longer, 
about twenty-five percent ten years or longer and nearly 
fifty percent five vears or more, according to an article 
in a recent issue of The Buzz, published by the Simonds 
company, which also contains photographs of a 
of the older 


number 
employes. 
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IPRAULIC FITTINGS 
) a i4a% DR & BINA 
FORGED STEEL 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 





Write for catalogs. 








IHS. 108 Washington St., New York 
ON Philadelphia: Widener Bldg. Detroit: 7752 Du Boise St. CHICAGO: McCormick Bldg. 
4 Cleveland: Auditorium Garage Bldg. 
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“SUPERIOR” 
Cap Screws and Bolts 
for 





Quality and Service 


Machine Bolts 


Carriage Bolts Specials mt “0% 
ea — Everyone can DEPEND on “Superior” products. Sink Bolts 
Lag Screws Ask those who use them. Tie Belts 


The Superior Screw and Bolt Mfg. Co. 
Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.— 3-216 General Motors Bldg. 
WAREHOUSES 
Newark, N. J.—15 Kirk Place Chicago—707 W. Van Buren St. 
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Profits Should Be Considered Ahead 


While Volume | 


s Important These Days, There Are Other Neces- 


sary Factors W hich Should Not Be Lost Sight of by Business Men 


FRED COUNTERMAN 


A good many years ago I knew a jeweler who seemed 


to do very little business. One day someone asked his 
wife if he sold very much jewelry, and, in an outburst of 
frankness, she replied, ‘He doesn’t make very many 
sales, but when he does sell something he makes a lot 
of money on it.” Just what effect that remark had upon 
the jeweler’s business may be left to the imagination. 


The buyer 
large 
view, 
quite 


never has been willing to see 
profits on what he purchases. From his point of 
profits always seem too large. The customer never 
appreciates the intangible costs that pile up and 
that must be added to selling prices if the business is 
to continue. If big margins of profit were possible in 
was partly because of the lack of keen 
competition and partly because of the ignorance of buy- 
ers. Today large margins of profits are out of the ques- 
tion in almost all selling operations. We have come to 
a time when business success requires Managers to fig- 
ure closely in making prices to the The mill 
supply man can no longer expect to make a struggling 
little business pay for its operation. If a man lacks the 
bility or the money to develop a sizable business, his 
best chance for making a good income lies in working 
for someone else. There are men struggling along, 
ing that time will bring them 
volume, and who are hoping in vain, they haven't 
it in them to build up a successful business. When a 
man has well demonstrated that he is not a suc- 
managing a business of his own, should lose 
10 more time attempting to struggle up a hill he cannot 
limb, but close out his affairs and take a position under 
some one who is competent to manage. We do not all 
have it in us to executives, and the sooner we 
give up trying to do something we can’t do, the sooner 
we shall be happily and profitably engaged in doing some- 
thing within our power. 

some 


anyone make 


past years, it 


trades. 


hop- 
business in profitable 


because 


fairly 
cess at 


y 


become 


men have got by as manufacturers in the past 


because there happened to be an era of big profits in their 


lines. No 
allow for 


longer is the unit of profit 
incompetent management. must come 
volume. There may be large margins 
of profits for a few men who happen to indulge in specu- 
lative buying at the right moment, but the rule of 
ness today is for moderate profits and many of them. 

The Chamber of Commerce of the United States, in 

s “Principles of Business Conduct,” accepted quite gen- 
erally as a standard of action and practice, promulgates 
the following a “The 
reward of profit 
plus a safe involved 
and foresight exercised.” 

So much profit, 
that paragraph, a 
that much profit, 


large enough to 
Profit 
with occasional 


busi- 


s the accepted basis of fair profit 

business for service rendered is a fair 
reserve commensurate with risks 
then, as answers the description in 
man should have. He is entitled to 
and competition will probably permit 


him to secure it. More he cannot safely demand, less 
he cannot safely accept. 
The fact, however, that margins of profits being of 


small, 
satisfactory, is 
much about 
Plenty of 


necessity volume is necessary if the reward to be 
likely to some men to think 
volume and to depend too largely upon it. 


manufacturers and distributors have let the 


cause too 


volume idea run away with their judgment and their 
care as to profits. They have thought that surely, doing 
so much business, they must make some money, only 
to find that the more business they do, the more money 
they must lose if the price unit does not allow a decent 
per cent of net profit. 

It is this absolute necessity for a net profit that calls 
for careful figuring in advance. For your own protec- 


tion, you must receive a “fair profit plus a safe reserve, 
commensurate with the risks involved.’ Don’t forget, 
in planning what profit you must demand on your 
to take into consideration the risks involved, for 
risks exist in your business. 

Just getting by, just getting enough profit to keep 
going, is practically failure. Good luck may prevent it 
from becoming actual financial failure, at least for a long 
time, but it is failure in a bigger sense. It gives a man 
nothing to retire on. He must keep going in order to 
avoid financial disaster, and he is all the time exposed to 
the risk of commercial annihilation in case of fire, strike, 
loss of market for a period, or the development of new 
competition. If more business men would figure ahead 
instead of behind, making their prices large enough to 
take care of the profit with its essential ‘“‘plus,” there 
would be fewer financial failures. 

A business man told me the other day that, in his 
opinion, “blue stripes” are responsible for lack of profits 
in many business houses. I asked him what he meant 
by “blue and he explained that when General 
Lord, as director of the Bureau of Budgets, was investi- 
gating the costs of the postal department with a view 
to reducing expenses, he found that mail pouches were 
made of canvas with blue stripes, when plain white 
canvas was cheaper. He could find no reason for the use 
of the traditional blue striped canvas save that it had 
always been used. He ordered the blue stripes cut out 
and the department $20,000 a year. 
sure but what my acquaintance 
that ‘blue stripes” are 
enough to make the difference 
a net loss and a net profit every year. It is 
worth while to investigate, especially in the 
long established business, and discover whether there are 
methods followed and materials used that 
have descended from past times. 


sales 
those 
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saved 
I am 

when he 

business 


not was rignt 
many a 
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cer tainly 


said 
house 


costing 


case of any 


being being 

It is a mighty easy thing to be governed the past, 
but people are beginning to resent the influence and power 
of the “dead hand” in business affairs, the dictation of 
conditions attached to wills, to deeds, to contracts, by 
men who have died, leaving their dictates in force. It 
is time to begin more effectually to get out from under 
the habits, customs and practices of the past. ‘“‘What 
was good enough for my father is good enough for me,” 
doesn’t have the same convincing sound it once had, and 
it is fortunate that it does not. More and more business 
men who have succeeded their fathers in the manage- 
ment of business houses are refusing to be bound by 
rules established under conditions that no longer hold. 
There are a few long established businesses that are able 
to keep going and show an annual profit, while doing 
business on the grandfather plan, following traditions 
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VOGEL Patented Frost-Proof Closets 
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give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 

bowl and the rod with operating parts may be 





__—_-* si removed in an instant. 
————— 
S j a The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 




















OYERSFORD 
EXCELSIOR 





Beside our many other lines, we 
offer two sizes of sturdy, well-built 
foot presses for jewelers, and other 


light stamping work. 


Remarkably Inexpensive! 


Royersford Foundry & Machine Co., Inc. 


Box S$ Royersford, Penna. 
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that are venerated solely because of their age, but it 
is only a question of time when even those organizations 
will have to bow to progress and advancement. 

The old time way was to make a big profit when a 
sale was made and to hope for many sales, but to get 
along with a few if necessary. Nobody wanted to adopt 
the plan of a moderate, but frequent and systematically 
repeated profit. It looked easier to work 
high profit than to 
lower profit sales. 

Old 


harder for a 


sale work harder tor a number of 


ways have had to go, just as the 


g jlue stripes on 
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mail bags had to yield to modern efficiency. Profit is 
now something to be considered in bulk and to be sought 
for in volume. Just as the gold miners finally learned 
that riches were more likely to be gained by steady dig- 
ging of ore where there was a continuing supply than 
by search for occasional sensational pockets of nuggets, 
so mill supply men have learned that success is certain 
only in a steady, large volume of moderate profits. But 
ever present must be the thought that the margins of 
profit shall not be so low that they are not a proper 
return on the investment. 
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Knapp Supply Co. in New Home 


Three Day Opening Marks Occupancy of Fine, Commodious Quarters 


The Knapp Supply Co., Muncie, Ind., formally opened 
its new location at Ohio avenue and Dudley street March 
9th. The building was open for inspection for three days 
and hundreds availed themselves of the opportunity for 
inspecting it. 

The main building of the company’s new 
merly 


home, for- 
Muncie Wheel Works plant, is 450 
by 100 feet and has three floors, and there are, in addi- 
tion, a pipe shed, 188 feet long by 40 feet 


the site of the 


wide, and two 


other buildings used for storage purposes. The first 
floor is completely equipped with all-steel supply con- 
tainers. From this floor, because of its arrangement and 


ie location of the building away from the heart of the 


itv, the buyer may depart with his goods to his waiting 


machine. Mill supplies are not stocked on separate floors 
from plumbing and heating supplies, because 


} 


the man- 


urement believes that the two lines blend in harmoni- 
sly. On the third floor, however, is a department for 
mtractors’ equipment. A private railroad siding runs 

alongside the company’s pipe supply house. The build- 
ny has fin ip-to-date show rooms. 


manufacturers whose lines the Knapp 


ompany handles had representatives present at the 
ypen to discuss their products. Among the most in 
eresting exhibits were those of The Mechanical Rubber 
Co., Cleveland, demonstrating the process of rubber 
manufacture by displays showing all stages from = th 
quid form to the manufactured product, and those of 
the Kohler Co. and the American Radiator Co. Written 
nvitations were spent to every customer of the com 
pany to attend opening, while 1,500 special invita 
tions were mailed to residents of Muncie and Delawart 
cour Transportation was provided for several classes 


and the Ball 


| } ee ri 
that the students 


local high school Brothers Teach- 


‘ a see 
In order mign see tne 





ear the lectures concerning them. The 


opening was formally closed with a banquet held Friday 
March 11th, in the 
seventy people, including about forty of the 


| 


plumbing 


evening, Roberts hotel, which was 


attended by 


prominent and heating contractors of the 


and a number of manufacturers’ representatives. 


vicinity 
yidest 
Indiana. 


The Knapp Supply Co. is one of the jobbers of 


plumbing and heating supplies in Its history 
dates back to the time of the civil war. The present 
company was incorporated in the early “nineties, the late 


by. © 


original 


Huesmann of Indianapolis having been one of the 
The first 


fifty vears life of the company were spent in Union City, 


incorporators and the first president. 
Ind., and the lines carried there were plumbing and heat- 
August, 1926, the company over 
the Williams & Janney Co., of Muncie, which carried mill 


ing supplies. In took 


supplies, and the house was moved to Muncie in Novem- 
ber of that vear. Under the new organization, the com- 
pany handles a complete line of mill, plumbing and heat- 
ing supplies and contractors’ equipment. 

Horace Willoughby, Scioto Valley Supply Co., Colum- 
bus, Ohio, is president of The Knapp Supply Co.; W. E. 
Price is vice-president and sales manager, and W. C. 
Hand is secretary-treasurer and buyer. Directors, in 
addition to the officers, are: T. J. Williams, The Knapp 
Supply Co.; W. K. Smith, treasurer, Indianapolis Belt- 
ing & Supply Co., Indianapolis; Carl Weiland, president, 
Central Supply Co., Indianapolis, and Arthur V. 
president, Union Trust Co., Indianapolis. 
the business to Muncie, the 
largely controlled by 


Brown, 
Since moving 
stock which was formerly 
Union City capital has been trans- 
ferred in large part to Muncie residents. 
is affiliated stock in the following com- 
Central Supply Co., Indianapolis; Indianapolis 
Belting & Supply Co., Indianapolis; The Ross-Willoughby 
Co., Columbus, Ohio; The Ross-Willoughby Co., Spring- 
field, Ohio; Valley Supply Co., Columbus, Ohio, 
and the Scioto Valley Supply Co., Canton, Ohio. The 
company has disposed of all of its property in Union 
and all investments are now located in Muncie. 

The 


plumbing and 


The company 
with an own 


panies: 
Scioto 


City, 


company will cover factories, contractors and 
in a territory within a 
radius of from 75 to 100 miles of Muncie, with six sales- 
men calling on the trade. The 
merely enjoyed by the company in Union City 


handled through the Muncie office. 


heating dealers 


constantly business for- 


will be 


—<— P< 
Big Awards for Welding Papers 
The American Mechanical Engineers has 
custody of $17.500 given by the Lincoln 
Cleveland, to be awarded to those 
best three papers disclosing new in- 
will tend to advance the art 
Winner of 


ond prize 


Society I 


accepted the 7 
Klectric Company, 
contributing the 
formation that 


ing. 


of are weld- 
the first prize will receive $10,000, sec- 
$5,000 and third prize $2,500. Anyone may 
compete for the awards, which the society proposes to 
1928 spring meeting. The 
the competition, as stated by the society, is “‘to encour- 


present at its purpose of 
age improvements in the art of are welding, the pointing 
out of new and wider applications of 
indicating and gained by 
its use, as these latter will be the chief bases upon which 
the winning will be selected.” 
tions should be addressed to The 
Mechanical Engineers, Calvin W. 
West 39th New York City. 
petition have been announced. 


the process, or 
advantages economies to be 
papers All communica- 
American 
Rice, 


Rules of 


Society of 
secretary, 29 


street, 


the com- 





os 


Number of 


MACHINERY 














Standard Self Aligning 
Belt Fasteners 


Simplify your stock of belt fasteners. There are three 
sizes of plates and six sizes of rivets to fasten transmis- 
sion belts single to 8 ply, and conveyor belts up to %%” 
thick, any width. 


S ; have the folk ng mprovement 


self Aligned Plates— 

Aligned Rivets— 
Proof Plates— 
tse fewer rivets, 
Quicker to apply and take up belt. 
Curved plates fit the pulley. 
Plates can be used many times. 


WW an mak listributer n attractive 








los proposition 


THE BOURNE-FULLER CO. 
Upson Works 
Unionville, Conn., U. S. A. 


Also manufaeturers of Standard Malleable and Steel Fasteners, Upson Bolts, 
Nuts, Rivets and ‘‘Climax'’ Wire Rope Clips 
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SWARTWOUT 


Steam Separator 


Swartwout Bucket 
Type Steam Trap 
Swartwout Return, 
Lifting and Vac- 
uum Trap 
Swartwout Steam 
Separators — Re- 
ceiver Type 
Swartwout Low Pres- 
sure Float Trap 





Swartwout Air Sep- 
arator 


99% Dry Steam 
Guaranteed Swartwout Cast Iron 


Exhaust Head 


Either cast iron or i ‘ 
‘ Swartwout Cast Iron 


cast steel, . 
Strainer 


THE SWARTWOUT COMPANY 
General Offices: 18523 Euclid Avenue, Cleveland 


Factories: Cleveland and Orrville, Ohio 











Why the ATLAS is the Most 
Powerful Car Mover Made 






7rom a fixed pivotal point at the back of the 
the initial energy is transmitted to the 
1 lever by linking together of three parts, 
only way of obtaining compound leverage 
The arch lever is so pivoted that the smallest 
movement can only be forward, thus using all 
ae | the power in a forward thrust. No power is 
S wasted in lifting. 















3ottom view showing how the double spurs are set to grip the 
rail where it has not been case hardened by the friction of the 
wheels. 
B 

The Atlas Improved Arch 
Lever has changed the strain 
from transverse or crosswise 
to one of compression. An- 
gle of great strain is from 
A to B. 





Our Policy 


Is to sell through the Jobber 
APPLETON CAR MOVER CO. 


P. O. Box 42 Appleton, Wis. 
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The origin of the word “hack saw” is rather obscure. 
It is supposed to have come down from the day when the 
farmer made saws for cutting bone and similar materials 
by hacking the back of an old scythe blade with a chisel. 
This, of course, made the roughest kind of a rough saw. 


As we know it, the word “hack saw” is applied to a fine 
tooth saw that has its narrow blade stretched in a frame 
for cutting metal. 


Although a very ancient building material, the present 
enormous use of cement is but recent, and the industry 
has therefore shown a rate of growth that is 
thought of only as belonging to new businesses. 


often 

The 
principal process in the manufacture as to power con- 
sumption is the grinding. Much of this is done in the 
tube mill, consisting of a rotating horizontal cylinder 
partly filled with raw material and with steel balls. The 
incessant tumbling of the steel balls from the ascending 
side pulverizes the material, the action being not unlike 
the action of a cylinder washing machine, except that it 
is not reversed. The charge of steel balls varies from 14 
tons to as much as 70 tons. 

Efficient factory operation demands a minimum of 
hand operations in the routing of materials and work 
from the time the raw materials enter the receiving room 
until the finished product leaves the shipping room. 
Maximum factory production at lowest possible costs has 
as its prime requisities making all floor space useful all 
the time possible and using the fewest possible men in 
any factory operation. These are in general terms the 
burdens of production that the responsible heads of any 
industry are constantly And in each of 
problems overhead conveying systems play an important 
part in the solution by moving the material burdens in 
shortest possible time, in the best possible manner 
and at the lowest possible cost. 


facing. these 


the 


Man can 
fourths of 
him. 


rise in the air almost at will, but the three- 
the world which is under water is closed to 
A mere two or three hundred foot depth presents 
almost impassable barriers of pressure and darkness, so 
that when last summer the sunken submarine “ 
explored on the bottom, and the bodies of her 
moved, it was a remarkable feat of diving. It was done 
by means of a newly developed diving lamp. This is 
made possible by two elements, a spherical concentrated- 
filament lamp of thick glass, which will stand 130 Ibs. per 
square inch pressure, and the novel chromium-plated 
reflector, whose lustre withstands sea water, as it 
fumes, dust, and ordinary wiping. 


S-51” was 
men re- 


does 
Lamp and reflector 
are directly immersed in the water, without protection. 


Bakelite may become a most serious competitor of 
wood in the building materials field, according to Robert 
A. Allen, secretary of the West Coast Lumbermen’s 
Association. Mr. Allen stated recently that although 
wood is still cheaper than steel, stucco, and brick, it is 
not out of danger from competition with materials such 
as Bakelite, a synthetic product derived from wood. 
Building material and furniture made of resinoids have 
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been predicted for the home of the future. The resinoid 
products, which already have been used to make soda 
fountain equipment, cabinets and desk tops, have now 
been suggested by scientists as adaptable to the produc- 
tion of other articles of furniture. They give superior 
wear and are readily fabricated. Through their increas- 
ing adoption hard woods and metals may be saved for 
other uses in industry. 

The deepest hole in the world is out in California. It 
goes down 8,000 feet or more—about a mile and a half. 
The drilling of such holes is 


, in its way, one of the most 
extraordinary feats of man. 


Reducing the scale for com- 
parison, what would the machinist say, for example, if 
required to bore a quarter-inch hole through a block of 
metal 300 feet thick! And yet he would have the ad- 
vantage of working in a homogeneous material. Such 
deep wells sometimes become crooked, drifting off to one 
side as much as 6000 feet, without cramping the drill 
stem enough to stop proceedings. This is perhaps partly 
due to the lubrication provided by the mud and water 
with which the hole is kept filled. The pressure of an 
8,046 foot depth of water at the bottom of the hole 
figures out 3,500 pounds per square inch, without any 
allowance for increased density and weight due to mud. 

Tumbling or rolling is a process or operation by means 
of which articles are “finished,” i. e. cleaned, smoothed, 
brightened or polished—as the case may require. To 
take an example from nature—the smooth pebbles and 
rocks in a turbulent stream that are constantly being 
carried along with the current get their smooth surfaces 
and spherical appearance from this sometimes gentle and 
sometimes vigorous tossing. A little water, a little sand 
and a swift current—and the tumbling motion does the 
rest. As a rolling stone rolls and tumbles and bounds 
along, its edges become smooth and its surface takes on 
a high polish. This same principle applied to tumbling 
barrels with modern scientific methods added smooths off 
the rough edges on stampings, castings and forgings 
and gives a finished and polished product. The tumbling 
medium or abrasive used depends upon the work to be 
tumbled. A number of mediums used are hard wood 
saw dust, free from rosin or pitch, leather scraps or 
meal, or slugs, sand, gravel, broken emery wheels, ashes, 
pumice and emery. 


Since the beginning of the age of steel, the rivet has 
been the standard fastening for plates and structural 
work. And yet, it is a clumsy arrangement, involving 
excess material, awkward expedients as to angles and 
irregular shapes, and, after all, often failing to develop 
the full strength of the members. Electric welding, grow- 
ing from small beginnings, has for some time been fab- 
ricating large tanks, for which it is ideal. The latest 
stride taken by welding is spectacular, and opens a huge 
field—the erection of steel frame buildings. At East 
Pittsburgh and at Sharon are rising steel skeletons, with- 
out the sound of the riveter. The Sharon building is 
70 ft. x 200 ft. and eighty feet high. It is the world’s 
largest are welded building, and the first to have all its 
joints designed for the purpose. Complete designs were 
drawn for riveted and for welded construction. The 
former required 800 tons of steel; the latter 700; a clear 
saving of 12 per cent. As to strength, actual tests showed 
that for a given weight of steel, a welded plate girder 
was more than 50 per cent stronger than a riveted one. 
The full strength of beams can be obtained, girders can 
be built with continuous units. and metal can be distrib- 
uted more economically in regard to stresses with welding 
than with riveting. 
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STANDARDIZE 
o* GOULDS PUMPS 


Smaller 
Investment 


Ability to meet all the de- 
mands of the trade with a 
small, standardized line of 
pumps is advantageous to 
every mill supply man. _ It 
means a smaller investment, 
with less money tied up in 
stock. It eliminates the neces- 
sity of warehouse storage, 
with its consequent expense. 
It removes considerable over- 
head costs. 


EDGEMONT 
Type B 
_ Counter- 
shaft 
Clutch 








In every industrial city there is a large field 
for replacement clutches as well as new appli- 
M Sal cations. The place the Edgemont “Type B 

ore aies ; é ; a ad , Z as 
clutch is holding in this field is enviable. Sim- 
i 1; a oh 2 plicity, efficiency and low initial cost have made 
y familiar wi standard- ; Me Pegs 
sae i Hage gg sé the Edeemont “Type B” Clutch standard for 
ized line, are able to talk : 3 . 
intelligently about each par- countershaft and light-duty lineshaft service. 
ticular pump, regarding the Our “Catalog H"’, soon to be off the press, 
eee re eve and se has been compiled with the jobber in mind. We 
operating conditions. Where : é 
the salesman is thoroughly have endeavored to make it as simple and also 
familiar with his product, as complete as possible. It will help make sales; 
there can be no question that send for it. 


more sales will result. 
The Edgemont Machine Co., Inc. 
Dayton, Ohio 


Salesmen become thorough- 


Greater Profits 


The Goulds. standardized 
line of pumps brings greater 
profits to the mill supply man 











because of the smaller invest- 
ment, smaller overhead _in- 
volved in their handling and 


hcl a WATER GAUGES 


A Pump 
for Every Need and 


heed dae it cae other quality 
Products 


pump tor every known pur- 
re 


pose for city and country 
water supply; Booster Serv- 
Mine and Quarry Drain- 
age; Road Construction; 
Air Cocks 

Steam Cocks 

Gauge Cocks 

Ball Cocks 


Handling Sewage; Gasoline 
and Oils; Brine Circulation; 

Air Valves 
Etc. 


Irrigation; all kinds of Liquid 
and Semi-Liquid Products; 
Vacuum Service, etc. Let 
Goulds cooperate with you in 
building a more. profitable 
pump business. Mail the cou- 
pon below. 


GOULDS PUMPS 


Incorporated 


Seneca Falls, N. Y. 








Goulds Pumps, Incorporated W rite for Catalog 
Seneca Falls, N. Y 


Please send fur The McRae & Roberts Co. 
ee vee 100-146 South Campbell Avenue 
DETROIT, MICHIGAN 
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New Products 





E. A. Pophal Manufacturing Com- 
pany, Eighth avenue and Rosencranz 
street, Wausau, Wis., is making a di- 
rect drive rip saw, built especially 
for use where a heavy duty, fool- 
proof, portable rip saw is needed. All 
power is delivered direct from the 





motor to the 


blade, the motor 
being connected to the saw arbor on 


Saw 
ball bearings. The same motor may 
be used for 110 or 220 volts, 60- 
cycle, A.C., single-phase, and can be 
furnished in 1 or 1's horsepower. 
The motor and saw have 3600 R.P.M., 
bearing motor and arbor. The diam- 
of the saw is 8 in., depth of cut, 
2!, in. The table is 19x32 and may 
not tilted. The rip 
gauge can be adjusted from the saw 


eter 


be raised, but 


to 13 in. wide. The saw is. well 
guarded with splitter in the rear. 
The shipping weight is about 250 
pounds. 

Conway Clutch Ca. 1952 West 


Sixth street 
out a 


, Cincinnati, has brought 
development in the disc 
stvle clutch, both single and multiple 
types. The one illustrated herewith 
is the single disc type, with metallic 
asbestos which is made in 

accommodate shafts 
from 1” to 2'%”, in siIx- 
teenths. In the multiple disc type the 


steel discs run in oil. The actuating 


new 


lining, 
three sizes to 


varying 





members are completely enclosed, and 
means have been provided for mak- 
ing ample adjustment. The clutch 
adjustment is clamped tight by using 
a simple split ring. The three actuat- 
ing members employed are made of 
chrome nickel heat 


steel, treated, 


and designed with a liberal factor of 
safety. Their underslung position 
provides a large lever ratio, requir- 
ing a slight pressure to engage the 
drive. Centrifugal force, acting on 
these levers when the cone is with- 
drawn, would disengage the clutch, 
even if there were not springs forc- 
ing the discs apart, it is said. Yet, 
it is claimed, vibration cannot cause 
the clutch to disengage until the 
shifting lever is thrown, as the de- 
flection angle of the cone member is 
sufficient to hold it in place. The 
discs are of heat treated steel, lined 
with woven asbestos, and the faces 
of the asbestos lining are ground to 
prevent a “dragging” action against 
the discs. The body of the clutch is 
counterbored to permit the pulley to 
extend under the point of frictional 
contact. 

Whitney Metal Tool Company, 110 
Forbes street, Rockford, Ill., has 
placed on the market the No. 61 
bender, a hand-operated bending ma- 
chine. This bender has a powerful 
ball bearing screw, creating a pres- 





sure on the dies of approximately 60 
tons. It is claimed by the manufac- 
turer that 3x3x%x, in. angle iron may 


be bent to a 90-degree shape with 


this machine. It is furnished with 
regular dies to take care of the angle 
iron, but, by using special jaws, 


pipes, flats, rounds, etc., may be bent 
with it. It may used as a 
pressure. 
screw or spindle, 
mentioned, produces a 
progressive movement of the hydrau- 
lic type, rather than the mechanical 
tvpe derived from a power 
machine with a flywheel. The 
5 foot handle. 


also be 
coin press because of its 


The ball 


previously 


bearing 


driven 
bend- 
er has a 

The 


Company, 


United States El Tool 
2488 West Sixth street, 
Cincinnati, is manufacturing a new 
buffing and polishing machine, made 
to operate between 
r.p.m. The speed desired may be ob- 
tained by changing the motor pulley, 
the belt shift levers enabling each 
operator to govern one spindle inde- 
pendently of the other, or stop it ai- 


°) ] 
ectrical 





50 and 2,750 


Q] 


together. This feature also permits 
changing either buffing wheel when 
necessary, without stopping produc- 
tion on the other, by shifting the belt 
from the driving pulley to the idler. 
Constant belt tension is automatical- 
ly regulated by steel idler rollers. 


The front side of the motor is easy to 





get at through the door shown in 
the illustration. This machine has 
chrome nickel steel spindles, 14 SKF 
ball bearings and automatic push- 
button control. It is built in five 
sizes, 3,5, 712, 10 and 15 h.p. motors. 
The motor is located in the base. 
Armstrong Bros. Tool Co., 
North Francisco 
recently 


317-357 
avenue, Chicago, 
the market 
the Armstrong-Vanadium wrench set 
No. 26, which is made up of six 
Armstrong-Vanadium wrenches in a 
leatherette roll. This set combines 
openings for five U. S. Standard nuts, 
eight S. A. E. nuts and eight hexa- 
gonal cap screws. Openings are *.” 
to 1", by sixteenths. The wrenches 
are drop forged from a 
chrome-vanadium steel, heat treated 
and finished in nickel over copper. 
The deep set jaws are thin and nar- 
row, making it handy to get in at the 


nas 


placed on 


special 


ARMSTRONG 
VANADIUM 
Drop-Forged Wrenches 
wae nt 





nut in close quarters, and _ the 
wrenches guaranteed by the 
manufacturers not to 


spre ad. 


are 
break or 
Eastern Tube and Tool Co., Ine., 
594-602 Johnson avenue, Brooklyn, is 
out with a No. 2 Ettco high- 
speed tapping attachment. <Accord- 
ing to the manufacturer, the leather- 
lined cone clutch and cast iron driv- 
ing cones have a smoothness of action 
and a slipping point which prevents 
tap The attachment, 
Which is for high speed, 


new 


breakage. 


designed 
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Wood Split Peblexs . 





Prompt Shipment Always, from Maysville 
Stock 








The Ohio Valley Pulley Works, Inc. 
Maysville, Ky., U.S.A. 









! | The Kieley Sim- 

plex Valve. For 
Regulating Water 
Pressure to Fix- 
tures. This valve 
is also used as a 
Relief Valve for 
Hot Water Tanks. 
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Investigate the Kieley Line of 
Steam, Water and Air Specialties. 


Kieley @& Mueller, Inc. 


34 West 13th Street, New York City 
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\ SCOTT VALVES 
~~ by are buil? for long life 
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BRONZE IRON BODY VALVES 





SCOTT VALVE MEG. CO. tl 


MAXIMUM SERVICE PER DOLLAR’ 

















THE COLUMBUS 


ANVIL & FORGING CO. 





The Famous “Arm & Hammer” 


Wrought Iron Anvil 


Crucible Steel Face 


Prompt Shipments Made From Stock 


Main Office and Plant, 115-129 Frankfort Street 


Columbus, Ohio, U. S. A. 


General Forgings of Wrought Iron and Steel 
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sensitive tapping, is said to have the 
quality of stopping or entering a tap 
at whatever speed is desired, by the 
simple regulation of the press lever. 
If a tap sticks or hits the bottom of 
the hole, the clutch slips. If it sticks 
backing out, the reverse cone slips. 





The reverse is twice as fast as the 
{ eu we) . > Se - | 

lOoOrward speed. By low KIN the 
threaded Morse shank in the tapper, 
left-hand threads can be tapped as 
readily as right-hand. 


. < 
In tne 


The lost plas 
chuck spindle is only 1 16 
An aluminum case and light alloy 
steel parts greatly reduce the weight. 
This tapper can be applied to light 
drill presses and has a capacity up 
The Van Dorn Electric Tool Com- 
pany, 2978 Woodhill road, Cleveland, 


is now manufacturing a new bench 
drill stand for !» 

s and “x in. drills 

! This stand converts 

| a Van Dorn electric 

= drill of the above- 

ees = mentioned sizes 


efficient 
almost 


instantly, it is said. 


Pel into an 
oy, drill ress 
os 

Two screws in the 
top head and two 
through a clamp 
hold the 
drill in place rigid- 


bracket 





ly. The line of 
pressure is directly 
over the twist drill. The tension 


spring lifts the drill out of the work 
instantly when the handle is released. 
The stand weighs 56 pounds and has 
a shipping weight of 75 pounds and 
shipping dimensions of 40x11x15 in. 
Goodell-Pratt Company, Greenfield, 
Mass., announces two new long leat 
feeler gauges, No. 2359 with 6-inch 
leaves, and No. 3359 with 9-inch 
leaves. Each gauge has nine leaves, 
wide, of the 
O02, 


thick- 
005, 006, 


following 
0038, .004, 
O08, O10, .012 and .015. Used singly 


or In combination, these leaves give 


nesses: 


any measurement from .002 to .065 
by thousandths of an inch. 
used in 


Care is 
finishing the leaves to re- 
move anv burr at the end that would 
give a false measurement, according 


to the company. The thickness of 
each leaf is clearly etched on it. The 
leaves fold into a handle, which gives 
them 


protection when not in-use. 


/ 





— - ‘ \ 


The gauges are designed primarily 
for measuring the clearance of pis- 
cylinders at any point of 


their stroke. 


tons in 


The A ne? i Cah 


Aurora, IIl., 


Well Works, 
placed on the 
market its non-clogging centrifugal 
pump. The single blade impeller in 
the pump is so that the 
separated, but 
kept in one mass and carried through 
the pump without being subdivided. 
The company claims that the 
through compelling all 


debris to be 


has just 


designed 


stream lines are not 


pump, 
liquid and 
through a 
single peripheral passage, avoids the 
possibility of different portions of a 


discharged 


single piece of debris being swept 
into different outlet passages and be- 
ing hung up within the impeller, 
which, it is said, precludes the neces- 
sits for screening 


fluid 
before 


sewage or 


material 


containing other 





pumping. com- 
pany, fluids containing stringy mat- 
ter, mineral, animal or vegetable 
matter can be handled successfully. 
The pump is made in both vertical 
and horizontal types and is adapted 
for municipal sewage and general in- 
dustrial use. 

tion may be 


According to the 


Engineering informa- 

obtained from the 
engineering department of the com- 
pany. 

Ste rling 
Union Trust 
abrasive division of 
Stone Co., 


ment 


Grinding Wheel Co., 
building, Cleveland, 
The Cleveland 
a new develop- 
in dise grinding. Instead o1 
the usual thin paper dise glued to the 


announces 


ake narcee eae eae ames ~ 








HUFFMAN 


“Trustworthy Tools” 


Increase your profits 
Speed up your turnover 
Better satisfy your trade 





Huffman Blow Torches are 
different: 


1. Larger Flame 

2. No Valve Trouble 

3. Leak Proof Pump 

4. And now the “Never-Hot”’ 
Valve Wheel of Genuine 
Bakelite 





Huffman Fire Pots are: Sim- 
ple, Compact and produce an 
unusual degree of heat. 





Huffman Gas Furnace a 
sturdy, high heat producing 
gas furnace for all purposes. 


Literature on request 


HUFFMAN MFG. CO. 


Dayton, Ohio 
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INJECTORS 








AW 
ay * 
Your Final Choice 600,000 
Wh VICTOR Satisfied Users of U. S. Automatic 
Injectors requiring repairs and 
wT e al aneianiala, together with an 
assured and proper profit to the 


erv a 1ere are ore co erns comin é O ; 
—" heed pred Tos, Gel Yes ee a jobber through our established re- 
which were represented to them as “just as good a sale prices, make ur. s. Automatic 
blade Injectors a satisfactory and profit- 
The more cutting you do, the more opportunity you able line for any jobber to handle. 








have to see the difference e in hac k Saw blades 








money experimenting when your final 
choice will be Victor? 


American Injector Co. 
VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. DETROIT, MICH. 



































An Aid to Greater Economy— 











Model “O” Air Trap 


A trap Removes accumulated air from 
oe water under pressure. For street 
mains, water mains and brine 
pipes in large buildings, heating 
system and closed water re- 
ceivers. Simple and automatic 
Works at pressures from 0 to 


150 Ibs. 






mace “Ee Model “O% Air Trap 


Equipment That Saves Expense 


Factory engineers realize that any economies that 
can be effected in the amount of fuel used are im- 
1ediately reflected in the factory overhead. 
The use of Anderson steam traps to increase the 
efficiency of all steam-using apparatus is one sure 
way of reducing the fuel cost with very little 
expense. 
Anderson steam traps, through very many years of 
use, have become recognized as standard equipment 
in thousands of plants throughout the country. oe : 
No. “O™ Junior 
Anderson steam traps will help you cut your factory : 


a moderate overhead. Our newest trap. A_ practical 
t t i trap with limited capacity at a 


THE V. D. ANDERSON CO. tome orice. Seleehie: Sores 


izers, paper dryers, radiators, 
i Cleveland, Ohio etc. Work at all pressures 
VISE pecined from 150 Ibs. down. 
6 Srd Ave. New York City 100 Pearl st., Boston 
242 Race st., Philadelphia 205 Union Trust Bldg... Baltimore 


it Plymouth Court, Chicago 
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steel plate, the Sterling development 
is a full dimension wheel sulphured 
to the plate, which means, the com- 
pany claims, that the 
thicker, will last six or 


disc, being 
more times 
as long as the paper disc and can be 


replaced in fifteen or twenty minutes 





The com- 
states that this eliminates the 
delay of cleaning the plate, and since 
the disc is sulphured, that it sets in 
a few minutes. It is claimed that the 
sulphur binding the dise anad_ the 
plate holds so tightly that repeated 
tests show a safety factor of three 


does wear out. 


when it 
pany 


to one. Company officials announce 
that this disc has been used 
cessfully for several months in one 
of the large automobile factories. 


suc- 





Trade Literature 





The Standard Electrical Tool Co., 
1938-46 West Eighth street, Cincin- 
nati, has issued an eight-page, illus- 
trated circular on the portable 
electric tools manufactured by the 
company. 

The Skinner Chuck Co., New Brit- 
ain, Conn., has issued Catalogue No. 
10 and price list on its chucks, face 
plate jaws and vises, cylinders and 
other equipment. This is a handy, 
pocket-size booklet of 68 pages and 
cover, thoroughly illustrated and re- 
plete with tables and descriptions. 
The company Is issuing free 
copies of an 80-page illustrated 
book, Chucks and Their Uses. 


The Leetonia Tool Company, Lee- 


also 


tonia, Ohio, is out with Catalogue 
No. 427 on its scaling hammers, 
scrapers, chisels, calking — tools, 


wrecking bars, fire tools and hard- 
ware specialties. The book is well 
illustrated and contains descriptive 
reading matter and tables. It con- 
sists of 16 pages and cover. 

Belmont Packing & Rubber Co., 
Philadelphia, is out with General 
Catalogue No. 6. This is an at- 
tractive book of 94 pages and cover. 
It is very complete and well arranged 
and is set off by effective illustra- 
tions. The complete telegraphic 
ordering code is arranged handily in 
the rear of the book. 

Armstrong Bros. Tool Co., 317-357 
North 
manufacturer of stocks and dies, pipe 


Francisco avenue, Chicago, 


vises, pipe cutters, chain tongs, lathe 
tools, clamps, ratchet drills and drop 
forged wrenches, is out with Cata- 
logue P-10 on its pipe tools. The 
booklet has 24 pages and cover, con- 
tains tables and descriptive reading 
matter and is completely illustrated. 

Greene, Tweed & Co., 109 Duane 
street, New York City, have issued a 
very compact and attractive little 
book, pocket-size, of 56 pages and 


95 


cover, devoted mainly to the packing 
and wrenches they manufacture. 
The book is entitled, “Economy,” 
and on the cover is a novel design 
showing a door, which the reader is 
invited to enter. The booklet is well 
illustrated, some of the illustrations 
being done in colors. A few pages 
in the back of the book are devoted 
to weights and measures and other 
useful information. 


The Emblem of Our Love of Country 


The Union League Club of Chicago recently staged an ode writing con- 


test in connection with its Washington birthday celebration. 


This contest 


Was open only to high school students, and resulted in at least one ode of 


very unusual merit. 
High School. It 
bit to be missed by our readers. 
certainly preserve it. Here it is: 


The writer is Miss Althea Ellis, of Proviso Township 
is captioned “Ode to the 


Flag,” and is too lovely a 


If it moves your patriotic heart, you will 


ODE TO THE FLAG 


By Althea Ellis of Proviso Tounship High School, Cook County, MA. 


A woman took 


The crimson dawns of bright American early skies 


And rosy sunsets’ hue; 


She took the red of apples, and with happy eyes 


And laughter, wove in, too, 


The ruddy bloom of childhood cheeks and lips of red; 


And these things done, 


She covered all with her heart’s blood, 


“It is but one, just one 


and proudly said 


Small part that I can give, that red bars may wave 


In Old Glory.” 


A woman took 


The white of fairy feather clouds high in the blue; 


And far away on high 


From lofty, stately mountains grand, 


There in the azure sky, 


in blue heights, too 


She took the chaste, white purity of endless snow; 


And carefully wove through 


The hoary white of noble patriots’ 


The pattern true 


heads, and so 


Was made for pure white bars to wave 


In Old Glory. 


A woman took 


The blue of noonday skies, the blue of waters deep 


And cool and clear, 


And wove with it the loyal blue of eyes that keep 


Away each tear, 


By building high the fire of love for home and land. 


She made the stars 


From fragile dream-hopes, sure 


Her stars and bars 


the world would understand 


Were just the life and love of all America 


In Old Glory. 


The man upheld 


This precious, living symbol of a country’s life, 
} & sy) 2 


And gladly gave his share; 


He dipped the red in his own blood, and, purged by strife, 


His soul grew white and fair; 
In every thought and deed, he 


And proudly, to the blue 


upheld his country’s name, 


He gave the loyalty of love, and won the fame 


That’s ever given to 


The red and white and blue that wave 


In Old Glory. 
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(FLEXCO/ 


“<=. Belt Fasteners 


os <e 
‘3 


Recommended in the service of your cus- 
tomers who have conveyor belts of any size 
demanding tight butt ; 
joints. FLEXCO CLIF 

Catalog copy and lay- MR MADEIN USA, 

out service supplied 

1 dl ae Si Ww E. leas mi whe 
solisiniiedl hold bolt. head rigidly in 
} tion im plate While nuts 


Now 
every box with 





Made by the manu- 
facturers of Alliga- 
tor Steel Belt Lacing. 


FLEXIBLE STEEL LACING COMPANY 
1633 Lexington St., ¢ hicage, ¥ S. A. 
nal 4 5 I nsoury Lravomleni ‘ 








WHERE OTHER PULLEYS 
FAIL 


GILBERT PULLEYS SUCCEED 


Saginaw Manufacturing Co. 
Saginaw, Mich. 

















MEN ROTARY PUMPS [RIFE | 


For All Purposes 
1s as Since 1857 
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A pull is a great little thing to have. 
Gets you in some places. Gets you | 
out of others. Stanley Solid Woven ——— : 





Cotton Belting has a pull—and how! : 
TRAHERN manufactures a complete line of ex- 
ceptionally high grade rotary pumps which sell at 
rock-bottom prices. Familiarize yourself with the 
TRAHERN line. 

Send for Catalog 50 


$ Ask anyone that has ever used it. Pull 
and nothin’ else but—that’s what made 


it a favorite where men know belts. 
Stanley is recommended on many a 


drive that kills ordinary belting. Cor- 
respondence invited. 


PEAS DFAT DPR ag BOP PEAEPS Po mE 
Pobadedstosvctens 
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: Stanley Belting Corporation = 
& x 
: ~ 13 N. Jefferson St _——— J 
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of longer runs. A sane compromise would be to place 
orders ahead in reasonable volume without gambling or 


buying by spurts, in his opinion. But in a broad sense, 





7 Govonb oie 


Mr. Dubrul continues, the equipment people have al- 


rT i 











j ways had a hand-te-mouth business. ‘Nearly all manu- 

Drom Our Exehdinges Hf mouth basins Neary all ma 
JTOM UY sche, 2 g facturers buy machinery only if and when they think 
they are going to be able to use it rather promptly in 


producing goods at a profit,” he said. In spite of this 
necessity, however, he urges that machine tool builders 
“Pumping Machinery Industry Works Against Handi- and users do what they 


cap” is the title of an article in the American Machinist. 


Old Equipment in Pump Plants 


can to stabilize business, to in- 
dulge in spurt buying as little as possible and to urge 
A questionnaire sent to the pump manufacturers listed business men in other industries to help cure the evil 
by the United States Census of Manufacturers revealed — of irregular buying. ‘Relatively stable buying will help : 
that 52 per cent of the metal-working equipment is ten the machine tool industry more than anything else we | 
or more years old. This percentage is shown in the — know of,” concludes the author, “but this can be gained 
article by charts and tables which list the machine tools only after our customer’s demand has been stabilized.” 
making up this equipment according to number built 





Peamerecewe 








j 
q 
before 1915 and total number of them in plants in 1925, Qualities and Use of Rubber Belting } 
with the final totals showing that more than half the In “Rubber Transmission Belting,” written for Indus- ] 
equipment was built before 1915. frial Engineer, C. F. Conner states that, despite the in- 
as , creased use of motor drives, the rubber transmission 
On Quarter-Turn Belt Drives ara ba 
= Ls j hi Iphi belting industry has had rapid growth in the last few 
ene heather See Sener, | —— Hay Has TS" years. This belting, he states, is notable chiefly for its 
sued a repor ‘xperiments made » laboratories ot OF - ; at : 
oR a " i ort of ¢ ce “7 7 ee In the i - ilo aC 0 resistance to moisture, -freedom from variations in 
‘ne iversity by . F. Jones, research engineer.) “+1. of aa f 
ngs unive * ¢? : a Melis ened ‘ xa pee % . length, capacity for heavy loads with minimum of take- 
: ez zi ; SSI f < ‘ WZONTal Quarter- ‘hn pel i . ri ; . 
i ae we a 10 _ . - : “ c pone ip and adjustment, low maintenance cost, steady trans- 
sno > { »r ce W rr tnan ¢ OYrizontal Delt S cieaie ; : 1 sheds . 
ould be o to a per cen oa “ nt : “ sas nission of power, and flexibility without treatment. It 
eres oes a ee eer 9 ee ee ov can also be made endless without splices or joints. Rub- 
ver cent the transmitting capacity of the two drives 1s her ; Sa t]npes ; , e : = 
ale cl l, but the 7 med me mor difference at highe) ber belting failures are usually traced to misapplication 
4 : ple ae ne wet or bad operating conditions or to fastener trouble, Mr. 
slips. At reasonable center distances above five times the Conner savs. Against this, the author advises the belt 
large pulley diameter, difference in capacity between iser on the following points: Use the utmost care in 
normal an iarter-turn belts at ‘mal slips is smal ne e Si apes : : ; 7 
7 mal and a op A velts " - m < lips | m ni joining, apply belt with an initial tension of approximate- 
imiting mechanic: . s. such as the ratio ot 12 ‘s . ; : 
sae Bevo (anes “aga conditions, sucn as the ratio ¢ i] ete 15 pounds per inch per ply, do not treat with excessive 
arge pulley diameter to the distance between pulleys ty ee 
Wot hg . Res im ed ~ a se ce cen pu amounts of oil, carefully select proper size, strength and 
hould be determined by the life or the belt. thickness for job in hand; if possible, assign one man 
i to responsibilitv for all drives. with an assistant f 
Vo Room for Pessimism responsibility for all drives, with an assistant for 
A recent issue of Jndustry Illustrated contains an in nignt shifts; keep accurate engineering and maintenance 
‘ as : records of belt’s performance -esides illustrati +he 
teresting article entitled, “On What Are You Basing pibeasacteibadl a tis cee a ance Beside: iNustrations, the 
: . article includes a table s} gy in detail the horsepowe 
This Year’s Plans?” The author confidently predicts oe oe via aes +ligaedi ing pe de il the horsepower 
- sat a ating of heavy friction surface rubber belts 
ntinued prosperity for 1927 and illustrates with charts ng of heavy friction surface rubber bel 
reasons for his optimistic view. The country leads in ; ; 
re wie oO h | im lt le ( : eal Special Storage for Lubricants 
natural resources; It produces at least one-Nall of the : . : . 
ae etpaaq] Ky Tyan] y ‘nondine deccrihes 
total world production of thirteen out of sixteen basic ANY fC al Engineer, Frank E. Gooding describes 
ye: ; eae ; ag? ne iethods for storing and handling ‘icant Spe- 
raw materials. A generally high wage level is main " - CLOGS LOR SS oS handling lubricants. pe 
: : } - os : Clal storage equl nt isa g Investme Says, Ior 
tained without the accompaniment ot higher prices net storage equipment 1}: ; xood Inve we nt, ivs, ror 
a ee 1 ; t means less waste and fire hazard and provides better 
which is direct evidence that the country has raised tl AG EOS: a See sae ae hazard and provides be er 
productive efficiency of labor. he states. Car loadings, measuring facilities. Don’t use the steel drums or casks 
1 oe 1 1 1 which oil is receive af ses “s ‘ets attached 
an accurate index of business activity, have shown a n which oil is received, he advises. Faucets attached to 
; : . : ° ks . th 2 ~ggeke often leg] ‘ he dari ; re not in , 
substantial increase in the last decade Furthermore, seipthe ie a Sree Sew and yaa ag te sig the = 
Tae . waste, but they form an import: ‘e hazard. Instez 
the United States uses eleven times as much electricity vaste, nes he Paw ” ” ; _ _— — ~_ — ird 75 te ad, 
in proportion to population as does any other nation, it Ise special aes : ng - tanks which provide a detinite 
. . . amount of It! aacn tur oft the crank. Such ac- 
has eight times as many telephones, also in proportion peach f oil with y urn of the crank ach ac 
r ° ’ . rate Y MISLLeYT nt th ‘ t’s lefi it } 
to population, and it uses thirty times as many automo —— nag — a % tag a “egy “hel ‘agnaeiony 
eis me T} system behin t. is far superior : “help your- 
biles as does the next most prosperous nation. The ystem ben iy it, 1S far superior to the old “help your 
; > 4) ’ self” method. Tank storage Ith 1 mps, saves | 
article demonstrates the soundness of the country’s elf” method, 1 = oes with use of p _— aves | 
growth and shows why there is little room for pessi time, and a battery of tanks, each one especially designed | 
: : : _ . eee ling ite narticnlar seant n 1 snecial ~~ 
mism regarding prosperity. for holding its particular lubricant or paint or special oil, | 


t 
may be placed in basements, pee nent or, in some 


fgainst Irregular Buying cases, underground. This conserves floor space in the 
“Hand-To-Mouth Buying and the Machine Tool Indu factory. The use of large containers located in out of 
trv.” was the title of an address made at the Metropoli- the way places also permits buying in carload lots, which 


tan Life Insurance Company's Business Conference in means a saving of several cents per gallon. If the plant 
Chicago by Ernest F. DuBrul, general manager, Na- does not have single storage tanks with pump outlets, 


tional Machine bn Builders’ Association. The address and its men individually make trips to the ‘central oil 


was a in The Purchasing Agent. Hand-to-mouth house.” time will be saved by having an electric truck 
buyin * iaediease 's the old adage, “What’s one man’s meat make lubricant deliveries, or portable filler tanks may 
is caathees man’s poison” in that the system has ad- be used. Since grease lubricants are seldom taken out 


vantages for the merchant but disadvantages for the of the conta 
' manufacturer, Mr. 


iners in which they are purchased, the covers 
DuBrul said. Manutacturers face should be carefully kept closed so no grit and dust get 


increased costs due to getting out short orders instead into the lubricant. 


—_ a ee TS 
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“To Get the Right Start—Equip with 7M#EDARF- » 
LIBBEY GaucE GLAS 
\. af 
& . AJA 
19 Eo 
High Pressure Gauge Glass 
: . 7 . : 
High Pressure Red Line Gauge Glass 
4] What are the sizes, Standard Pressure Gauge Glass 
regardless of what = an 
quantities, you want Lubricator Glasses 
9 Se e . . 
shipped TODAY? ; . Oil Cup Glasses 
@ Wire them—’phone them—they'll go off our ware- 
house racks and on the ears in a jiffy. ; 
@ You can always get them from stock, and for a fair 
price, ¢ “Medart’s.” AMERICA’S STANDARD 
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Get the “MEDART” WwooD SPLIT Pl LLEY from stock! 


The Libbey Glass Mfg. Co. 


Virs. of Railroad and Industrial Glassware 


Toledo. Ohio 


re meriy Medart Patent Pulley Co.) 
General Offices and W orks: St. Louis, U. S. A. 
Office and War — CINCINNATI 
Offic 





CHICAGO PHILADELPHIA NE W YORK PITTSBURGH 

Shafting. Cou lg ars. Hangers Bearinzs. Bearing Supports, 

Friction Clutcnes. iror ullers, Ste tim Puliess ring, Sprock- 
« Cha R Sheaves, Rope Drives, Belt Tighteners, etc 
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SAFETY HOPPER CAR WRENCH Se ee, ea ee 


A mill supply specialty with good sales possi- sida oa geri ee ek ae in 
ee eu aownh ror friction tna mamta 
bilities—and a 


steam-tight evlinders at all times. 
Real Profit— 
33 1:3% on Selling Price 
Every user of coal in carload lots is a prospec- 
ae QUAKER CITY RUBBER COMPANY 
SAFETY WRENCH & APPLIANCE CO. Wis-inoming, Philadelphia 


Branches: New York, Chicago, Pittsburgh, San Francisco 











We manufacture a complete line of 
packings ind mechanical rubber 
goods covering the entire tield of in 
dustrial requirements, 





Springfield, Massachusetts 
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” DIVCO”’ Brands cae “an da th jum.  Blow-Off, Gravel and Drainage 


Babbitts and Solders ey trae soniye 





Used between steam boiler and 
sewer, or drainage system and 
sewer, to intercept vapors, 
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i IVeCO" GENERA VIC! . 
Seth Ray Mieriranees Ge eee nine gases and solids. 
D> co LLU MINUM GENUINI DIVEO Mi BEARING BAB r ° ° . 
ir’ Write for circular to get 
AVEO 1 | full list of sizes and prices 


and be able to quote. Spe- 
cial or extra heavy con- 
struction if required. 


Elkhart Iron Works 


2010 South Main Street 


Elkhart, Indiana 


1 trial order will convince you as to the high 
quality of “DINCO" Products Let us hear 


from you. 


DIVISION SMELTING & REFINING CO. 
836 W. Kinzie St. Chicago, Ill. 
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(Obituary ) 


Conrad R. Bennett 
Conrad R. Bennett died in his home in Worcester, 
Mass., March 4th, at the age of fifty-eight. He was for 
many years with the Bay State Stamping Co., which 
was founded by his father. 








Engelbert: Fischer 
Engelbert Fischer, founder of the Fischer Machine 
Works, Chicago, died February 15th. Mr. Fischer, who 
was seventy-nine vears of age, retired from active busi- 
ness seven years ago. 


John Day 

John Day, who was for many vears engaged in the 
shafting, belting and metal business in Springfield, 
Mass., died in his home in that city recently. Mr. Day 
was for many years a partner in S. T. Hammond & Co., 
Springfield, and later was in business for himself. 


Raoul Pruger 

Raoul Pruger, mechanical engineer of the power engi- 
neering department of the Westinghouse Electric & Mfg. 
Co., East Pittsburgh, died March 7th in his home in 
Edgewood. Mr. Pruger, who was fifty-two years old, 
was born in France and came to this country when six- 
teen. He received his technical education at the Wor- 
cester Institute of Technology, and had been employed 
by the Westinghouse company for the last twenty-nine 


vears. 


William H. Robert, 

William H. Roberts, president of The Roberts Brass 
Mfg. Co., and Detroit Stamping Co., both of Detroit, 
died in his home in that city recently following a sudden 
illness. He was forty-eight years of age. Mr. Roberts 
was born in Wallaceburg, Ont., and moved to Detroit 
with his parents when very young. His father estab- 
lished The Roberts Brass Mfg. Co., and Mr. Roberts 
and his brothers took it over when the founder retired. 
Mr. Roberts was also connected with other firms. 

Charles J. Hunter 

Charles J. Hunter, secretary of the Wheeling Steel 
Corporation, Wheeling, W. Va., died in his home in 
Bridgeport, Ohio, March 6th. Mr. Hunter, who was 
born in Wheeling in 1871, had been identified with the 
Wheeling company and its subsidiaries since he was a 
young man. He was for thirteen vears purchasing agent 
for the Wheeling Steel & Iron Co., later was secretary- 
treasurer, and became vice-president of the company in 
1920, when it was merged with the Whitaker-Glessner 
Co. and La Belle Iron Works to form the Wheeling Steel 
Corporation. He later succeeded John Duncan as presi- 
dent of the company. When the Wheeling Steel Corpora- 
tion became an operating, instead of a holding company 
in 1923, Mr. Hunter was elected secretary of the cor- 
poration. 


George H. Burgess 

George H. Burgess, treasurer of the Boston Woven 
Hose & Rubber Co., died February 16th following an 
illness of only two days duration. Mr. Burgess was 
born November 28th, 1867, in Dighton, Mass. Shortly 
afterward the family moved to Portland, Maine, where 
Mr. Burgess attended school, and following his gradua- 
tion, he went to work for the Traveler’s Insurance Com- 
pany. Mr. Burgess went to Boston in about 1890 and 
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became associated with Frank B. Bennett, publisher of 
the American Wool & Cotton Reporter and United States 
Investor. In 1897 he joined the Boston Woven Hose & 
Rubber Co., and, following the reorganization of the com- 
pany two years later, became assistant treasurer, which 
position he held until 1917, when, upon the retirement 
of H. B. Sprague as treasurer, Mr. Burgess became 
treasurer and a member of the board of directors. De- 
ceased is survived by two brothers and two sisters. 
Arthur H. Nicolaus 

Arthur H. Nicolaus, advertising manager of The Heil 
Co., Milwaukee, died suddenly of pneumonia March 9th, 
at the age of twenty-four. Mr. Nicolaus joined The Heil 
Co. immediately after his graduation from Marquette 
University in 1925. He was promoted to advertising 
manager about six months ago. 

H. Burt Hallett 

H. Burt Hallett, eastern representative of the Pitts- 
burgh Valve & Fittings Co., Barberton, Ohio, died in his 
home in Buffalo, February &th, following a short illness 
of pneumonia. Mr. Hallett, who was in his sixtieth 
year, had spent practically his entire business life in the 
plumbing and heating industry. He at one time traveled 
as a salesman for the Eastern Range Boiler Co., and 
later organized a range boiler manufacturing company 
of his own, which was subsequently sold to the W. A. 
Case & Son Mfg. Co., Buffalo. Mr. Hallett had been 
with the Pittsburgh Valve & Fittings Co. for ten years. 
He was an active member of the Eastern Supply Asso- 
ciation and was at one time a member of the executive 
committee. Deceased is survived by his widow, two sons 
and a daughter. 

Richard D. Jacobs 

Richards D. Jacobs, well known abrasive engineer, 
died March 5th. After serving an apprenticeship at the 
machinists’ trade, he was employed as tool room foreman 
by the Wells Bros. Co., Greenfield, Mass. He entered 
the sales department of The Carborundum Company in 
1912, serving first in Boston, then as a special repre- 
sentative, and finally in Detroit as a grinding engineer 
in the automobile manufacturing trade. Mr. Jacobs re- 
signed from The Carborundum Company in January, 
1923, to join the American Emery Wheel Works as a 
sales engineer, with headquarters in Detroit. A year 
later he suffered a nervous breakdown, which compelled 
him to abandon business activities. Deceased is sur- 
vived by his widow, Martha P. Jacobs; a son, three 
daughters and a brother, Fred Bb. Jacobs, editor of 
Abrasive Industry. Funeral services were held in Detroit. 
E. P. Keane 

kK. P. Keane, whose death occurred in New York City 
January 14th, was sales manager of Walworth Inter- 
national Company and father of Edmund B. Keane, 
assistant to the vice-president in charge of sales. He 
had been an employe of the Walworth Company since 
1884. Previous to that he was with the National Tube 
Company, where he was associated with E. C. Converse, 
later general manager of that company, and J. H. Flag- 
ler, who also became an important figure in American 
business. From 1884 until 1919 Mr. Keane served as a 
Walworth salesman, and during his earlier career in 
that capacity his territory included the entire eastern 
half of the United States, with occasional trips into 
Canada. In 1919 he was assigned to the New York 
branch and had charge of export sales in New York City, 
subsequently being transferred to the Walworth Inter- 
national Company, as manager of sales. 

















The Coarse broom is 
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It can be supplied with a chis 








An upright fibre broom— 
lighter, easier to handle and 
virtually indestructible. 


Theconstructionofthisnew 
broom is unique. The fibre 
is held in a one-piece seam- 
less steel cap which is 
shrunk under tremendous 
pressure around the fibre. 
The cap is nailed to further 
clinch the fibre and as an 
added protection against 
loosening, it is filled with a 
special cement. 


The handle is held by the 
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close-fitting collar of the 
steel cap, and is securely 
fastened with two heavy 
rivets. 


Longer wear—greater 
toughness—and the ability 
to sweep easily and thor- 
oughly—make this new 
Osborn Bass Broom a 
leader. 


You will recognize a value 
that leaves no question as 
to the marked economy of 
this new Osborn broom. 
Let us quote you. 


JHE OSBORN MANUFACTURING LOMPANY 


INCORPORATED 


5401 Hamilton Avenue 


Cleveland, Ohio 


Branch Offices: 
New York, Detroit, Chicago, San Francisco, Los Angeles 


Three Grades 


particularly designed 


track and heavy duty sweeping. 
el handle and 


one wire band. 


The Medium grade 
factory and 


The Fine grad 


is perfect for general 
i warehouse sweeping. 


je is ideal for lighter work 


—it is more flexible and sweeps clean. 
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and Dedicated to the Practical Application of Correct 
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Are There Too Many Supply Salesmen? 





matter 1s 


the salesmen 
unnecessary 


decided by 

The ones 
themselves in time. Some 
more quickly than others. A few 
Chicago Tribune de- 


themselves. 
eliminate 


years ago the 
clared that 1921 was to be a “year 
for fighters.” It 


Was proclaimed 


that the men who made a success of 


business and their work in that vear 
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yet them in profitable volume, which 
means that some of them must go to 
bed orderless. 

Of course, the important questions 
with each of us must be, “‘Am I one 
of the misfits in the selling field? 
Am I one of the fellows who might 
better climb out before I get kicked 
out?” 7 


1 Little Cha Stuff think there are few suc- 
would be men who had some fight cessful salesmen who do not know 
in them and made use of it. I re- you heard young fellows envying the they are successful or who cannot 


member in that year writing a little 


poem about “A Year for Fighters,” 


and the closing verse was as follows: 


‘his year will the business end 


traveling man because he apparently 
has a fine time going about the coun- 
try, stopping at good hotels, wearing 


rot rd 


measure pretty accurately the extent 
of their success. But the salesmen 


who are failures are not so good at 


see clothes, riding on fast trains, judging themselves. They may 

Of many salesmen when drawing a good salary and liberal know that they are not getting big 
Their nerve so fails that, once they expense allowance? It is just that orders, or even that they are not 
fall, admiration for the life the sales- earning their salaries and are very 

They can't come back again. man is supposed to live that brings likely to lose their jobs, but they 


in that class, 


Step aside, let others pass. 


If you are 


For 


A year for fighting men! 


this vear is, like any year, 


And there you have it as I see it. 
for fighting 


Every year is a year 


men in salesmanship, and every year 


some men will show the yellow 


into the field a lot of the young fel- 
lows who never should leave the job 
that is paving them a dollar an hour 
shop time. 

I remember how it used to be in 
the small where I spent my 
boyhood. After school in the after- 
noon a lot of us would often go down 


town 


spend their time trying to place the 
blame for that situation upon dull 
times, competition, poor territory or 
the poor line made by their houses. 

There migh 
who are willing to 


few salesmen 
‘ing their lack 


of suecess right home to themselves 


are ty 
bi 


and accept the blame as a personal 


j 
Yes, Says Farrington, But the “Too Many” Are Not Real Salesmen and 
They Eventually Eliminate Themselves 
FRANK FARRINGTON 

Are there too many salesmen” streak and go under without per- to the railroad station and when the } 
Yes, of course, and, likewise, too ceptible struggle. There are too train came in, we would stand 
many merchants, too many clerks, many salesmen, if we count in those around and admire the “drummers” | 
too many politicians, too many taxi- who don’t belong in the selling field, as they hopped off and made for the } 
cab drivers, because, in counting who ought to be holding down some hotel busses. They were dressy i 
them, we are forced to include the job where they could earn a good birds then, the best of them always | 
inefficient and the unsuccessful, who deal more money than in salesman- wore “plug” hats and sported care- i 
scarcely make a living and are a ship, even though they couldn’t wear fully trained black moustaches. | 
burden on the occupation, rather white collars. They brought a hint of metropolitan | 
than a help. There are salesmen, A good many men try salesman- life to the village, and to us boys | 
even in the mill supply field, who — ship just because it looks good to they looked as though they were J 
could drop out and never be missed them from the outside. Haven't atop of the world—and I’m not sure } 
insofar as their presence or absence but they were. In fact, I’m not so : 
atfects the yveneral volume of  busi- a tiae ao ee Sages 1] sure that the high grade traveling | 
ness. Hae YOU FOR | salesman isn’t today riding on top J 
But who is to decide which sales- ME JUST ALITTLE ORDER, of the world. But today, if not in 
men are superfluous and may well ey that earlier day, there are more f 

be eliminated? Fortunately, the Lae salesmen asking for orders than can 








matter. They admit that there are 
too many salesmen, but the fellows 
they regard as the surplus in the 
field are not the men of their own 
inefficient type but those who are 
getting the business they themselves 
would like to get and cannot because 
they lack either the ability or the 
fighting spirit that carries men 
ahead in the face of opposition. 

There are too many salesmen of 
that sort, but complaining about the 
condition will not remedy it. Some- 
thing must be done by the men who 
ire going to stick and win, but the 
remedy is not in limiting the number 
of men a company may be allowed to 
put out on the road or in restricting 
selling by any arbitrary scheme. 
The thing that must be done is for 
the salesmen who think they are be- 
ing crowded to the wall because 
there are too many engaged in sell- 
ing, to change into some other busi- 
ness themselves or improve their 
tactics until they fit themselves to 
fight a winning fight. 

Every salesman who has made a 
success of selling mill supplies, and 
has been on the road long enough to 
become properly experienced, knows 
of instances where it seemed to him 
that there were so many men in his 
line calling on the trade that he 
could not hope by any possibility to 
get enough business to pay expenses. 
And because he had it in him to be- 
come successful, he went at it, forced 
his own way to the front and left it 
to some of his competitors to be the 
ones to drop out, and to be numbered 
among the superfluous. There are 
too many salesmen for all to get a 
nice fat volume of orders, so some 
must get along with slim orders and 
some must fail to get any orders, 
and so be compelled to make a 
change. 

There is really no room for the 
salesman who manages to keep going 
because he can inveigle a few buyers 
into giving him little orders as a 
matter of friendship or accommo- 
dation. A salesman’s saying he 
thought I ought to give him a share 
of the trade because he was coming 
regularly to see me never appealed 
to me as a reason for buying from 
him. I never could see that a sales- 
man was entitled to part of my busi- 
ness just because he came in and 
And yet that is about 
the only reason some salesmen offer. 
They try to get the buyer to divide 
his orders and buy partly from them 
as a matter of helping them along. 
A buyer who has been led by proper 
selling talk to give a salesman some 
business may become a friend of 
that salesman and continue to buy 


asked for it. 
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from him when there is no price or 
other advantage in so doing. Every- 
thing else being equal, he will nat- 
urally continue to buy from the 
salesman and the house he likes. But, 
everything else being equal, why 
split orders just to help keep too 
many salesmen on the road in cer- 
tain territory? If there are too 
many salesmen calling on a buyer, 
he is likely to develop an inclination 
to weed them out and avoid having 
to give up his time needlessly to lis- 
tening to more men than he can buy 
from. That may mean that the 
buyer will pass up some good buy- 
ing opportunities, but he can scarcely 
be blamed for refusing to give up 
so much time to salesmen that he 
cannot give proper attention to his 
other work. 

It would seem to be well worth the 
salesman’s while to improve his ap- 
proach and his selling talk so he 
will be numbered by the buyer 
among those who will not waste his 
time, who can be counted on to pre- 
sent quickly and briefly the salient 
features of his proposition and to 
sense it promptly when persistence 
or insistence will only waste the buy- 
er’s time and increase his inclination 
to be crusty with all salesmen. 

In my own experience in buying 
I can remember some lines in which 
the field was so well (too well) cov- 
ered that it seemed as if every day 
I had to give up time to seeing sales- 
men from whom I could not buy, no 
matter how good a proposition they 
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offered. And there were some men 
who came to see me trip after trip, 
without making a _ sale, but who 
never wasted any of my time, or 
theirs. They were quick to present 
any proposition that might be the 
means of getting me interested if 
there was any possibility of my be- 
ing in the market, and they were 
quick to appreciate just the instant 
when I did not wish to give them 
any more time and when they would 
only arouse antagonism by staying 
longer. Perhaps there is a sort of 
sixth sense in a good salesman that 
enables him to know how far to go 
without failing merely because of 
lack of sufficient persistence, and yet 
tells him when to stop in order to 
save his face and leave the way open 
for a chance next trip. 

From the point of view of the 
buyer there are too many salesmen 
who have nothing to offer that ex- 
cuses the presence of one more 
traveling man. From the point of 
view of the seller there are too many 
salesmen who are doing nothing but 
cluttering up the buyers’ offices and 
slowing down business for those who 
can make themselves and their lines 
valuable and essential. 

3efore taking up salesmanship in 
preference to another occupation and 
before deciding to remain in sales- 
manship when other fields are open, 
each man should consider whether 
in selling he can be of constructive 
help to business or whether he can 
be nothing but one of the “too many.” 


A Year to Make Good 


Why The Osborn Manufacturing Company Gives New 


Salesmen That Long to Prove Themselves 


The Osborn Manufacturing Com- 
pany, Cleveland, gives its new sales- 
men a year to prove they have “the 
stuff,” according to a statement made 
by C. W. Titgemeyer, sales manager 
of the company, in a recent issue of 
Sales Management. Mr. Titgemeyer 
wrote as follows: 

“How long should a salesman be 
given to make good on a territory? 
It is the writer’s opinion, as far as 
our line is concerned, that a sales- 
man should be given approximately 
one year. We usually adhere pretty 
closely to this for the reason that 
we feel it takes a salesman about 
that length of time to get properly 
established with the customers in his 
particular territory. Furthermore, 
he cannot do much in the way of es- 


tablishing new worth-while contacts 
in less than that time. 

“We might further state that we 
very plainly tell the salesman going 
on a new territory that we are giving 
him about a year in which to come 
through. The writer feels if a sales- 
man knows he is to be allowed a 
period of one year in which to show 
results, he has an opportunity to lay 
his plans for the development of his 
territory, and is not continually 
worrying over the fact that he is just 
working from week to week, and if 
he falls down for a month he is going 
to be out of work. In other words, 
there is a certain moral angle (on 
the part of the salesman) which en- 
ters into an arrangement of this 
kind which must be taken into con- 
sideration.” 
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Regarding Credit on Voluntary Orders 


Mill Supply Salesman Says Both House and Representatives 


Will Benefit if Latter's Efforts Are Fully Noted 


Why is it that a great many dis- 
tributors of mill and factory supplies 
consider the salesman whose terri- 
tory produces $50,000 personal sales 
and $25,000 voluntary business a 
better salesman than the one with 
$30,000 personal and $60,000 volun- 
tary business in his territory? By 
voluntary business I mean_ local 
“pick-up,” mail orders and ‘phone 
calls. 

The majority of dealers who give 
a salesman credit for everything 
that comes from his territory keep 
separate records of personal sales, 
and every month, six months or at 
the end of a year the salesman re- 
ceives his sales report, showing so 
much in personal sales and so much 
in voluntary business from his terri- 
tory. The “personal sale” column 
is usually first, as it seems that 
greater stress or credit is given for 
sales in this classification. 

The distributor should be in- 
terested in increasing his business 
from a given territory regardless of 
the source. Of course, records 
should be kept to see that too much 
unprofitable business is not being 
done. By unprofitable business I 
mean business that is taken at less 
than the cost of operation. Some of 
this has to be taken, but there is a 
limit to what can be written, this 
being best determined by the gross 
volume of the individual territory. 

Some evils are bound to exist 
when the distributor gives a sales- 
man a quota of personal sales to 
meet, or even in cases where the 
salesman gets entire credit, but a 
separate record is kept for personal 
and voluntary sales. <A_ personal 
feeling is bound to exist among 
salesmen that they are not getting 
a square deal, and the majority of 
buyers are disposed to think it isn’t 
quite right for a lot of business to be 
riven over the ’phone and by mail 
when the salesman who is calling on 
them, and whom they like, isn’t re- 
ceiving proper credit for these 
orders. 

As an example, a salesman calls 
on his friend, the buyer. 

“Nothing on the boards today,” 
says the buyer, “but I mailed a good 
order to your house a few days ago.” 





R. H. BREAKSTONE 
A Middle Western Salesman 


“Ts that so?” the salesman replies. 
“Well, that is fine. Mighty glad to 
get the business, but you know I 
get credit for ‘personal’ sales only.” 

“Well, I didn’t know that,” says 
the buyer. “I supposed you received 





| 
The accompanying article, con- | 
tributed by a mill supply salesman _ | 
in a middle western city, is an ex- | 
pression of his views on the question | 
of “personal” and “voluntary” sales, _ | 
and is not a statement of opinion by _ | 
“Mill Supplies”. “The Mill Supply | 
Salesman Section” is devoted mainly — | 
to the interests of salesmen, how- | 
ever, and it is the belief of this | 
magazine that they should be given | 
the privilege of airing their opinions — | 
on various subjects, so long as they | 

are within the bounds of propriety. 
On the other hand, the section is | 
also open to distributors themselves, — | 
and their opinions will likewise be | 
welcomed. | 
| 











credit for everything we sent in. 

In case the salesman does get 
credit, but the record of voluntary 
sales is kept separate, he may say: 

“I do in the end, but the house 
keeps a separate account of personal 
sales, and I would like to have mine 
as high as possible.” 

“Well, I'll fix that,” says the 
buyer. “I will call you, or mail 
orders in to you personally.” 

Here’s where the damage is done, 
and the house loses out in the end. 
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He Cites This Danger 


The buyer may mail in a rush order 
for material. The salesman, being 
out of the office or the city, does not 
receive it as quickly as the house 
would were it not mailed to the 


salesman personally, and there is a 
delay. Next time the buyer has a 
rush order some other house will get 
it. ‘“‘No use giving it to Bill’s house 
because he won’t get credit for it 
anyway,” the buyer reasons. In 
another case the local salesman re- 
ceives a ’phone call to see a certain 
buyer, though he may have been 
there only yesterday. Over he rushes 
to get the order, passing up other 
customers he should be calling upon. 

A salesman may call on an engi- 
neer and work out the data, service, 
price, etc., for a piece of equipment. 
Sold on it, the engineer will place 
a request for it. It may take all the 
way from an hour to three or four 
days to get action from the purchas- 
ing agent on this request, depending 
on the size of the firm. When the 
order is authorized, the salesman is 
not present, so it is mailed in, 
written up by someone in_ the 
house and marked “mail.’”’ Thus 
there is loss of personal credit to 
the salesman on a sale, to which he 
is entitled full credit. Some may 
say that the salesman should make 
it a point to be at the plant when the 
purchasing agent gets the request 
and okeh’s the order. But this can't 
always be done, for in such a case 
the salesman would be spending 
more time on one customer than he 
should, and passing up other pros- 
pective business that might be ob- 
tained through calling on different 
customers. 

A salesman will introduce and sell 
a specialty, a certain type of pack- 
ing, or other items for which his 
house is exclusive distributor. He 
will get “personal” credit for the 
initial sale, but how much of the 
repeat business on these lines will 
he be able to get personally? 

The mill supply business is unique 
in that very little material is sold 
by the distributor for resale. The 
customer expects the dealer to 
carry his store room stock for him. 
Orders are decreasing in quantity 
each year, but there are many more 
sales. A salesman will make a call. 
Nothing is needed. Perhaps half an 
hour later there is a breakdown. The 
manufacturer telephones or tele- 
graphs to the salesman’s house for 














This is Where 
You Sell Your 


Customers Service 


ahh 
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Something new to sell—something 


that has the quality and requisite 
of a first-class tool—that’s what a 
man likes to sell. It is just what 
you have in the Simonds Planer 
Saw, a new Circular Saw for 
woodworkers that rips or cross- 
cuts equally well and gives almost 
as smooth results as a_ planer 


knife. 


Another feature which will appeal 
to your customer is the ability of 
The Planer Saw to stand heavy 
hand feed without burning the 
wood. It is a new Simonds prod- 
uct and woodworkers are strong 
for it. This is an article you can 
sell easily because you are selling 
a better-cutting service. Tell your 
customers about it. Let them in 


on a good thing. 


Simonds 


Saw and Steel Co. 


Established 1832——Fitchburg, Mass. 
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material. On all his calls the sales- 
man has been selling his house and 
himself to the buyer. Shouldn’t he 
therefore receive credit for this kind 
of business when it comes in? 

It used to be that a buyer would 
anticipate his requirements over a 
given period. At that time personal 
volume was a determining factor in 
a salesman’s ability. But those days 
are going fast. I have in mind one 
customer who was close to a supply 
house. He “picked up” all of his 
material, his orders running from 
eight to twelve in a day. This cus- 
tomer was won for the house by a 
salesman, but very few personal 
orders was he able to get. 

In the case of local salesmen try- 
ing to build up a personal business, 
vou will find them staying in a little 


later in the morning, getting in a 
little earlier in the evening to be on 
hand for ’phone calls when they 
should be out calling on the trade. 
Again I say, what difference does it 
make to a house how the business 
is received, so long as the territory 
shows an increase? You will find 
that any salesman on a territory that 
is producing is directly or indirectly 
responsible for the greater share of 
the business that originates from 
that territory. If the distributor 
will forget how it came in and give 
him credit, he will find the territory 
showing substantial gains, and he 
will have a more satisfied salesman 
and a more efficient one, for he will 
be able to say to the buyer: “Mail 
or ’phone your orders in, I will get 
credit for them anyway.” 


How ‘‘Dad’’ Put lt Over 


They Thought He Couldn't Sell, But He Proved He Was a 


Real Salesman, and Thorough, Too 


B. C. REBER 


“Dad” Dalton had become a sales- 
man for this mill supply house sev- 
eral months before. He had_ previ- 
ously had a little business of his own 
and, while his workmanship had al- 
Ways been of the best, he had been 
too easy with his credit, consequently 
when a depression period came along, 
it found “Dad” with but little ready 
cash, and his business failed. 

The supply house was one of his 
creditors, and one day he 
dropped into the office, made a clean 
statement of his affairs, showing how 
he could pay off most of his obliga- 
tions except a few thousand he owed 
the house, and offered to pay that off 
in installments, at the same time 


Digest 


asking the house to give him a posi- 
tion as a salesman. He had been a 


friend of the man who was president 
at that time, so the agreement was 
made. 

“Dad” was a good mill supply 
man. He could talk for hours about 
belting, pulleys, countershafts, bear- 
ing boxes and other equipment used 
in factories and shops, so his knowl- 
edge served him well in his new posi 
tion, but the sales manager soon gave 
up trying to teach him any of those 
principles of salesmanship he be- 
lieved necessary to sell merchandise 
today. “Dad” was sincere enough 
and would work and study hard to 
master them, but he didn’t seem to 
grasp the idea. At the end of six 
months he seemed to know nothing 


more about making an approach, clos- 
ing a sale, or looking after follow-up 
business than he did when he started. 

Finally, there was a change in 
ownership and the old president re- 
signed to make room for a new 
man. This man was more agyres- 
sive and exacting than his predeces- 
sor had been, and demanded weekly 
reports on sales conditions. This 
brought “Dad” to the sales man- 
ager’s attention again, and he was 
somewhat startled to find that the 
old man’s sales had been barely suffi- 
cient to cover his expenses. 

When the new president saw his 
report, he demanded that “Dad” be 
discharged at once. “Why, the man 
is a liability,” he snapped. “If we 
must run a home for the aged, let’s 
do it in the right way. We are not 
in a position to pension our employes 
now. Let him out!’ The sales man- 
ager agreed, but couldn't get up the 
courage to tell “Dad” about it, s« 
postponed doing: so. 

A week later the attention of the 


executives was centered on a request 
for bids on equipping a new manu- 
facturing plant which was” under 
construction in an adjacent. city. 
The order would total several hun 
dred thousand dollars, and it would 
mean a lot to the supply house at 
that time, since money had not been 
any too plentiful. 

The day that the contract was to 
be awarded was a long and tense one. 
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Noon arrived and no communication 
had been received from the factory 
yn Who had been awarded the order. 
Four o’clock arrived and_ still no 
word. The officers had about made 
up their minds to and go 
home, when word came that the con- 
tract had awarded. The fact 
that they had not been notified, how- 


close up 


been 


ever, indicated that this house had 
lost the order. 
Then, after all hopes had been 


given up, old “Dad” stumbled in, 
looking as though he had been run 
through a sausage yvrinder. 

aig I the order,” he finally 
gasped, sinking into a chair and lay- 
ing a pile of order 
front of the sales manager. 


“What the latter 


vot 


blanks down in 


order?” 


asked 


suddenly, as if there could be any 
ther at that time. 

“Why—that order from the Pros- 
perity people,” he replied. “It was 


y territory, wasn’t it? 
For a moment the sales 
stunned that he 
stare dumbly. 


manayer 


Was SO 


could only 


Then he jumped out 
tt his chair with a vell of relief. 
“Dad, ” he 


le desk 


cried, running around 
nd giving the old man a 
“do vou mean to tell me vou 
losed that order?” 
“Why, sure,” he 
i “Been working on 
he dum thing ‘most a month. 
‘very night till 


replied, in his 


Spent 
v nigh darn near midnight 
with Harris, their engineer.” 

“What 


le sales manager asked, with a sud 


price did you make them? 
ing of trepidation. 


“Look at the figures,” “Dad” or- 
dered, a trace of pride in his voice. 
There o1 


t 


i the total balance line was 
several thousand dollars 
han the company’s bid. 
vell the 
manager had let out brought results. 


The boss had heard the 


a figrure 


By this time the 


sales 


uproar and 
Came In. 

**Dad's’ got the order,” the sales 
manager cried to him. “Man! Just 
take a look at those figures.” 

About an hour later, when the 


executives could 


tones, thes 


converse in natural 
ot “Dad” to explain his 
methods. 
“Why, there 
he explained 
heard they 


wasn’t much to it,” 
bashtully. “When I 
were going to put in their 
I naturally called on them 
business. Harris is a good 
scout, but lacked a little experience, 
so we began to 


look into things. 
“Later we got out the plans and 
began to do some work. He had 


made a good job of it, but I was 


able to show him how by putting in 


some good equipment now he would 


) is At. 
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his firm a lot of money later 
We had a pretty hard time mak- 
ing the president see our side, but 
we finally did. 


save 
on, 


“T never knew you were making a 
bid, or 
They'll 


though, 


I'd said something about it. 
have a mighty fine plant, 
when they get it finished. 
hey’ve promised me all their busi- 
too.” 

And that all. ‘“‘Dad” had 
been working up several other firms 
on the quiet. Quietly, doggedly, he 
had been urging them to junk their 
old equipment and put in more mod- 
ern stuff. When he 
that wanted to 
parts, he 


ness, 


wasn't 


heard of a firm 
order a few spare 
out and looked over 
the place and often showed them how 
much more economical it would be to 
replace the equipment. It 
a little 
worked up, but when it started it was 
like a cloudburst. 

“And to 
‘Dad’ go 
didn’t modern the sales 
manager said to me. “Hell! That’s 
the best part of him. He bid 
on any job. He will raise his prices 
them. 


before he’ll cut 
sell mill supplies alone; 


went 


had taken 


while to get the business 


think that I 


almost let 
thought he 


ideas,” 


because ve 


have 
won't 


‘Dad’ doesn’t 
he sells serv- 


Ice, TOO. 


Finish Your Job! 


A good salesman does not consider 
that his job ends with selling. He 
knows that if his salary is to be paid 
promptly, his company must get in 
its collections promptly with a mini- 
mum ot bad accounts. Sell 


products, but don’t get too far away 


your 


from your customers’ 


Meat Trade Topies. 


. ' 
cash register! 


The Little Things Count 
“It’s the little things that count.’ 
Who should be credited with origi- 
nating that statement is hard to say, 


but, whoever he is, he sure “knows 


his onions,’ 


as the slang expression 


OeS, No matter how well dressed 
you are otherwise, you will not look 
proper if vour shoes need a_ shine. 
No matter how elaborate a suit vou 
wear, vou won't get by if your face 


shows a two-day 
No matter a talker 


are, there’s something |: 


growth of beard. 
how good you 
icking if 
most of the 
asked vou about the line 


Vou 


can’t answer questions 


vou handle, 


or discuss 


vour customer's business 
intelligently. It pays to study the 


little things about your 


appearance, 
your house, your line and your field 
if vou hope to be a complete success 
as a salesman. 


| 
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Make 


Sales 
that make 


Customers 
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When you have taken an 
order for belting, the pres- 
tige of your house, your 
customer's confidence, de- 
pends on the service the 


belt renders— 
and then 


improper belt joining, 
something with which you 
have nothing to do, upsets 
the “works”. 


Perhaps the customer 
knows it isn’t the fault of 
the belt, the house or the 
salesman—but a suggestion 
as to proper belt-joining in 
the beginning would have 
avoided all 
and trouble. 


explanations 


As one belting salesman 
puts it, “When I take an 
order for a length of belt- 
ing I have made a sale— 
when I make sure it is 
joined properly with 
Belt Fasteners I 
have made a customer.” 


Crescent 


CRESCENT BELT FASTENER CO. 


247 PARK AVENUE, NEW YORK, N. % 


' 
Sales Service: 


C1 


CRESCENT 
BELT FASTENERS 
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N the salesman’s kit, a good many Copper Goo ds 


belts look a good deal alike. 





We make a large variety of Copper Goods for all industries. 


(7 — a a Whenever you need a coil, a float, an expansion joint, special 
W hen you get a belt onto a drive pipe fittings, a kettle, vacuum pan, or anything else made 
e : Oy ee , TIM. 825 from copper sheet, tubing or casting, send us the specifica- 
you begin to see the difference ec. Chat be] tions. We can make it. Below are several of our lines. 





why the Ladew man _ confidently 
asks you to put Ladew belting on 
your toughest drive to prove that 
i helt Il oi t Expansion 
‘ tar > y o > 4 « > w* st 
adew be ting wl ere you an extra Delite 
measure of everything you expect 
from belting. 


For low pressure 
and vacuum. 


Two types, con- 











ave and con- 
Floats ee ge: 
: my vex. Made in 
Vow then: Copper Ball Floats car- any size. 
. : : ried in stock in 4, 5, 6, 
Send for the Ladew “Proof 7, 8, 10 and 12-inch 
es . diameters. Specity 
Book. Just afew words and pressure and tapping. 
a lot of pictures about the un- 
usual records that Ladew Bronze Bars 


er ney, gt ae Special 
belts have hung up. larBronz is a bearing metal ot é 

the highest quality, made from Pipe 
all new metals. Cored and solid, 
12” long, 132” to 5” diameter. 


I A D In stock. Fittings 
+ > Copper nipples and pipe fit- 
EDW ° R. | y \ \ CO. Inc . . tings and special brass pipe 


fittings. Also brass and 
BELTING AND OTHER LEATHER PRODUCTS 


copper pipe, bends and coils. 
Since 1835 


29 Murray Street. New York City 














ARTHUR HARRIS & CO., 210-218 N. Curtis St., Chicago 


Engineers, Coppersmiths, Brass Founders and Finishers 




















MONARCH 
BALL METAL 


the 30% stronger Hollow Screw | 





30°, extra strength over broached hollow screws— 


the only other kind made. Cold-drawn by a pat ON ARCH Ball Metal bona) the Steel 
ented I the a 4 


process which increases density of the 








steel around the socket-hole, and _ heat-treated Process Babbitt—is sold exclusively 
scientifically according to size and style of point. 
' through Supply Houses. The fact that 
T Allen process make jeep, perfectly formed socket-holes, : 7 7 2 
with no chips in the bottom. The entire length of the | leading dealers throughout this U. S. have 
Allen s utilized either for solid metal at the point, or i F 
dey the wrench. All sizes in stock from % sold it continuously for many years and at 
Head C , Pipe Plugs, Tap Extensions and Socket a nice profit is one of our strongest en- 
Wr } roce . og 
: dorsements. Ask for details and if your 
The Allen booklet, with its charts of sizes and ; . 5 : : ? : 
prices, will make itself useful to every mill sup- territory 1S Open we will quote distributor Ss 
4 


ply dealer who sends for it 


terms, etc. 


The Allen Mfg. Co. | 


143 Sheldon St. Hartford, Conn. 


en Ee 


————————— : = ——— 























x debntaestints 


ete tot tee 


pewisidedeatel nb adie 


\pril, 1927 


107 





3 





- Gre News /ouieField — 
























Personals 





J. G. Anderson has been made super 
intendent of the Rockford Machine Tool 
Co., Rockford, Ill. He was formerly 
superintendent of the Rockford Lathe 
& Drill Co. 

W. S. Leech has been appointed sale 
manager of the P. Wall Manufacturing 
Supply Co., Pittsburgh. The company 
manufactures ice cans, blow torches and 
steel specialties. 

Harry L. Marker, formerly asso 
ciated with the Mueller Co., Decatur, 
Il., as its Oakland, Cal., representative, 
s now on the sales force of the C. W. 
Abbott Co., Oakland. 

E. W. Goss, formerly associated with 
the purch: ising department of the 
Seovill Mfr. Co., Wa 
been snaanied assistant to the presi 
ient, E. O. Goss, his father. 


terbury, Conn., has 


Fred J. Heaslip, formerly statistician 
Yur the purchasing department of the 
U. S. Gypsum Company, has resigned 
to take a similar position with Fair- 
banks, Morse & Company, Chicago. 

— F. Howe, in business for him- 
self as manufacturer’s representative on 
the western coast, formerly located in 
the Rialto building, San Francisco, has 
moved to 717 Calmar avenue, Oakland, 


Cal. 


Edward H. Kellogg has been pro- 
moted by The Mine Safety 


\ppliances 
Company, Pittsburgh, from assistant 
general sales manager to general sales 
manager. Mr. Kellogg assumed the lat- 
ter position March Ist 


George R. Southwood, formerly asso 
ciated with the Bridgewater Machine 
Company, Akron, Ohio, is now with the 
Akron Rubber Mold and Machine Com- 
pany. He has been in the machine 
business for the last twenty years. 

William J. Schaffer, formerly general 
foreman for the Hanson Whitney Ma- 
chine Co., Hartford, Conn., is now 
with the sales force of the agg ar 
Machine Tool Co., New York. He will 
cover the company’s Connecticut terri- 
tery. 

W. M. Bastable, formerly with the 
Wilson Welder & Metals Co., Inc., 
Hoboken, N. J., has been appointed wire 
department manager by E. 1). Giberson 
& Co., Inc., 40 Rector street, New York, 
manufacturers of welding wire. This 
company also manufactures a specially 
drawn welding wire for both electric 


and gas welding, known as “Excelo.” 
It is being distributed only through mill 
supply houses, shipments being made 
direct from the Pittsburgh mill. 
Howard E. Oberg has been appointed 
by The Billings & Spencer Company, 
Hartford, to be directly in charge of 











HOWARD E. OBERG 


sales engineerine for the company’s 


complete machinery line in the middle 
west. le will be located in the Gen- 
eral Motors building, Detroit. The Bil- 
lings & Spencer Company manufactures 
the Triangle B line of dropped forged 
tools, special forgings and forging ma- 
chinery. Mr. Oberg, who has been af- 
filiated with the forging industry for 
fifteen years, was formerly with the 
Winchester Repeating Arms Company. 
He left that company to open a die 
sinking plant of his own in New Haven, 
in which business he was engaged be- 
fore joining the Billings & Spencer 
company. 

KE. A. Gray, formerly with the Clark 
Witbeck Co., Schenectady, N. Y., and 
Greenfield Tap & Die Corporation, 
Greenfield, Mass., has been appointed 
sales manager of Banister & Pollard 
Company, a prominent mill supply 
house of Newark, N. J. 

A. A. Ringland, who for seven years 
was connected with the Birmingham 
branch of the United States Rubber Co., 
is now travelling Alabama, Mississippi 
and Louisiana for The Mechanical Rub- 
ber Co., New York. He will live in 
Birmingham, Ala. 

F. M. Malany, Singer building, New 
York, has been appointed representa- 
tive in that district for the Stewart Die 
Casting Corporation, Chicago, manufac- 
turer of die castings and bronze bear- 
ing metal. Mr. Malany was formerly 


superintendent and chief engineer in 
charge of operating and construction 
in the canal division for the war de- 
partment, and served as a captain in 
the engineering corps in active service 
overseas. He has had eighteen years 
experience in operating and construc- 
tion work. Mr. Malany is a membet 
of the American Society of Mechanical 
Engineers and holds a chief engineer’ 
license, unlimited. 

Harry A. Jay, 22 West Monroe street, 
Chicago, has been appointed mid-west- 
ern representative of The Lenk Mfg. 
Co., Boston, pioneer manufacturer of 
alcohol and automatic torches. He will 
sell the company’s line of Red Dragon 
gasoline blotorches. 

P. M. Arnatl, who has been superin- 
tending southwest branches for Graton 
& Knight Company, with headquarters 
in Kansas City, now makes his head- 
quarters at the main office and plant 
at Worcester, Mass. Mr. Arnall will 
issist C. O. Drayton, sales manager. 

H. B. Burlow, jobbers’ sales manage} 
for Templeton, Kenly & Co., Chicago 
manufacturers of lifting jacks, is on a 
short business trip to South America 
and Cuba. He will do some develop- 
ment work for his company and will 
Visit mill supply houses. 

The Skinner Chuck Co., New Britain, 
Conn., announces the appointment of 
Karl Lehnhardt as representative in its 
New York and surrounding territory. 
Mr. Lehnhardt, whose offices will be 
located at 86 Warren street, will carry 
1 complete stock of Skinner chucks. 

Keith D. Graham, since 1916 with 
The Root Company, Bristol, Conn., first 
as stock clerk and later as production 
manager, was recently elected secretary 
of the company. The Root Company 
manufactures automatic counters, 
hinges, butts, stampings, bottle openers, 
etc. 

Harry S. Wooden, who started his 
career as a civil engineer and served 
with the federal government on the 
Panama canal until he became in- 
terested in sales and advertising work, 
has just been appointed sales director 
for the Star Brush Company, Brooklyn, 
Ne. Xs 

The American Engineering Company, 
Philadelphia, 
ment of 


announces the appoint- 
Jose »ph G. Worker as general 
sales manager and a member of the 
board of directors. Mr. Worker, for 
five years assistant to the president of 
the American Engineering Company, is 
a graduate of the University of TIlli- 
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AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists, jewelers, and other skilled workers. 
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Booklet with list of distributors and other interesting 
upon request. Sold by the foremost dealers. 


American Swiss File & Tool Co. 


410-416 Trumbull St., Elizabeth, N. J. 


data sent 








Vee 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 
Sold Extensively by 
Mill Supply Houses 


Ask for Prices 
Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 345 W. Austin Ave. 





Factories: Easton, Pa. 

















MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made 


from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. 
fill your 





Let us 


motor requirements. 





456 N. Union Ave., Chicago 
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QUALITY 
UNIFORMITY 
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HIGH SPEED a 
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HACK SAWS 
“The Toots in lhe Pui Bor a 
AMERICAN SAW & MFG. Co. SPRINGFIELD. MASS. 
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Mine and Mill Supply Houses— 
Increase Your Sales Through Foster 


“Special Resale Prices” 
New Rails Relaying Rails 
New Track Accessories 


Immediate Shipment—Quality Guaranteed 





Send us vour inquiry for quotations ohT 1000° 
oneor 


Main Offices 
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Buffalo 
Hose Clamp 


Made of Sheet Brass 


Rustproof 
Durable 


Economical 





Fries & Company 
91 Main Street Buffalo, N. Y. 
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LAWSON 


PIPE WRENCH 


FORGED st EEL 
THROUGHOUT 







PROFITS to you 
from SALES and USE 


tsk Your Nearest Jobber or Write 


THE LAWSON MFG. CO., Sta. B, Cleveland, O. 
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nois, a member of the American Soci- 
ety of Mechanical Engineers and was 
formerly pre esident of the Stoker Manu- 
facturers’ Association. He has written 
on various engineering subjects. Mr. 
Worker was associated for fifteen years 


with the Westinghouse companies. 


Thomas Butts was recently appointed 
chief of the Industrial Machinery Divi- 
sion, Department of Commerce, suc- 
ceeding William Althoff, who resigned. 
Mr. Butts, previously with the Chicago 
Pneumatic Tool Co., was in 
seven years as a representative 
company. 

L. H. Bardach, 
Tucker Rubber 
nected with The Republic 
pany, Youngstown, Ohio, head- 
quarters in Chicago. Mr. Bardach, while 

general mechanical man, 


Europe 
of that 


with the 
now 


formerly 
Company, is con- 
Rubber Com- 


with 


has special- 


ized for the last four and a half years 
in molded woods specialties. 
George Solz, Jr., is now on the sales 


force of the Brass Co., 
Conn., his territory 
New Jersey and part of 
New York. Mr. Solz at one time was 
‘connected with Warren, Balderston & 
Co., Trenton, N. J., and at 


Bridgeport 
Bridgeport, being 


the state of 


another 


with the Butterworth Supply  Co., 
Philadelphia. 
George M. Bartlett, who since 1910 


has been with the 
Mfg. Co., Ind 
taff of the 


chool of 


Chain & 
joined the 
engineering 
ersity, Lafayette, 


Diamond 
ilanapolis, has 
mechanical 
Purdue univ 


Ind. He will continue as consulting en- 

neer for the Diamond company. Mr. 
Bartlett is a member of the American 
Society of Mechanical Engineers, a 


rmer chairman of the Indianapolis 
Vision of that ociety, and an execu- 
r of the American Gear 
tele ees otate * Association. 

N. kK. Allison, formerly with the 
i cently 


ive mem 


Hay: 
: joined the 
, Mansfie 


Ohio Bra Co ‘ld, Ohio, to work 
out of its New York office. T. C. Me- 
Keen and W. E. Impey, both at one time 
with the Cleveland branch Walworth 
Company, have also joined the = sales 
foree of the Ohio Bras Co. Their 


ieadquarters are in Chicago. 


Samuel Dry, 


and general 


formerly vice-president 


manager of the American 


Rae ( *O., cs 


Sanitary hicago, has gone 
nto busines for himself. His firm, 
inder the name, Consumers Waste & 


Elston ave- 
sanitary wiping 
mill ends 


Wiper Co., located at 2059 





iyo, proauces 
1 


, cheese cloth, remnants, 





and white and colored cotton waste. 
Francis R. Harris has been elected 
president of the National-Harris Wire 


Co., Newark, N. J., which was recently 


formed by the consolidation of Harris 
Alloys, Ine., the National Alloyed 
Metal Co. and the Murray-Harri 
Wire Co., all of Newark. Harri 
an Rs 3 Harri were elected vice 
presidents, A. I. Harris secretary and 
J. W. O'Loughlin treasurer. 

J. Thomas Hoffman has been trans 
ferred by the Fulton Supply Co., At 
lanta, from a managerial position in 
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its machinery department to sales work 
in the company’s north Georgia terri- 
tory, an important district but with no 
regular representation previous to Mr. 
Hoffman’s appointment. Prior to join- 
ing this company, Mr. Hoffman was 
connected with the Cotton States Belt- 
ing & Supply Co. He has had _ nine- 
teen years’ experience in the supply 
business. 
John F. 
The Chain 
export 


Sarr of New York has joined 
Products Co., 
manager 


Cleveland, as 
for the company and 





JOHN F. BARR 

Van Dorn 
and Van Dorn & Dut- 
Cleveland. Mr. 
with Sargent & Co., 
or two years Was sta- 
Aires, South America 
New York 


foreign sales correspondence. 


its associated industries, the 
Klectrie Tool Co. 
ton Company, both of 
Barr was formerly 
New 
tioned in Buenos 
While at the 


. 
e handled 


Haven, and 





firm’s offices, 
Mr. Barr has also been connected with 


\. H. Keleher, Inc., New York, direct 


factory export epresentat ives, Dur- 
Ing 1925 he represented this company 

Brazil. Anotner appointment of The 
Chain Products Co. is that of George 
C. Wiseman as district representative 
of the company’s new Hodell Tire Chain 
Sales and Service Station. Mr. Wise- 


man was formerly with The P. Geier 


Co., Cleveland, as special representative 


on tools and machinery. 
Cliff Thompson was recently made 
treasurer and general manager of the 


Kalamazoo Sanitary Manufacturing 
Mich. He has 


Company, Kalamazoo, 


been connected with the plumbing in- 
dustry for the last thirty-two years, 
having started as a journeyman 
plumber. Harry Stamper will be the 
exclusive sales representative of the 


Kalamazoo Sanitary Manufacturing 
Company in Ohio, Indiana, Kentucky, 


western Pennsylvania and northwestern 


New York state. 

V. L. Staley, formerly with the Gen- 
eral Electric Co., is now district man- 
ager of the Chicago branch of the 
Pyrene Manufacturing Co., Newark, 


Nu “Ene Chicago oflice 


was recently 
removed from 17 S. Jefferson street to 
144 W. Grand avenue. Mr. Staley suc- 
ceeds Chester Ragland, who resigned 
to become vice-president of the Adver- 


Individual Service, Chicago, an 


organization 


tisers’ 
specializing in 


service in the industrial and automotive 





advertising 


tema cece LAER RAME Ne kee an ace 


fields. Mr. Ragland, prior to being in 
charge of the central western territory 
of the Pyrene Manufacturing Co., was 
in charge of the southern district, with 
headquarters in Atlanta. 
ciated with this 
years. 

Jack Philip has resigned from the 
sales force of the Interstate Machinery 


He was asso- 
company for fifteen 


& Supply Co., Omaha, and will make 
his home in San Antonio, Texas. He 


has been affiliated with the mill supply 
business for thirty years, having pre- 
viously been connected with the Anchor 
Packing Co. in the capacity of manager 
of the company’s Omaha branch. J. D. 
Lawrence, formerly of the Interstate 
Machinery & Supply Co., Des Moines, 
Iowa, has taken Mr. Philip’s place with 
the Interstate Company. 





Factory Additions 





Henry Scott & Son, Providence, R. I., 
are building a two and one-half story, 
51x68 ft. machine shop addition. 

The Standard Rubber Co., Birming- 
ham, Ala., has awarded contract for a 
two-story 50x60 ft. addition to its mill. 
Steel & Iron Co., Greens- 
C., plans to erect an addition 
to cost approximately $27,500. 

William S. Barnickel & Co., Webster 
Groves, Mo., plan to erect three 
tions to cost about $250,000 wit 
ment. 


Carolina 
boro, N. 
15x40 ft., 


addi- 
h equip- 


The Southern Ohi 
cinnati, plans the 
story addition to 
318,000. 


» Iron Works, Cin- 
erection of a one- 
cost approximately 
Jordan 
lis, will 


Machine Tool Co., Minneapo- 
soon take bids for a one-story 
addition, 70x115 ft., to cost 
$25,000. 


about 


Griffin & Co., 1513 


John J. 
street, Philadelphia, are 
dition to cost 
equipment, 

The C. S. Card Iron Works Co., Den- 
ver, Will build a one-story addition, 40 
x240 ft., to cost $60,000 wit! 
equipment. 


Race 
erecting an ad- 


more than $45,000 wit) 


about 


The Special Machinery & Mfg. Co., 
Milwaukee, will erect a one-story 
addition, 30x120 ft., to 
$20,000. 


shop 
cost approxi- 
nately 
110 Lillie street, 
rubber 


New- 
will buil 
90x125 ft., 


Lowenstein, 
ark, Ns Ji, 


a one-story 


products 


factory addition, 









to cost $35,000. 
The Franklin, Pa., branch of the Chi- 
cago Pneumatic Tool Co. will build a 


50x350 ft., to cost 


addition, 
with equipment. 


one-story 
$100,000 


The Golden Foundry 


Columbus, Ga., plans an addition, 60x 


70 ft., multi-story type, for its pattern 
shop and other departments. 
Becton, Dickinson & Co., tuth- 





erford, N. J., have awarded 
for the erection of a 
addition to their 
$?1, 000, 


contrac 
one-story toy 


factory to cost about 





a ey 


«& Machine Co... 
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Standard 
Ball Bearing Grinders 


Factory Maintenance with 


Stow Flexible Shafts 


Made in sizes from '4 H.P. up to 
S$ H.P. 
Tool Post Grinders '; to 2 H.P 


Polishing and Buffing Lathes 14 to 5 
H.P. 


Aerial or Hand Grinders 15 to 3 H.P 


Bench Grinders and Buffers 4 to 2 
H.P. 
Drills 14” to 114”. 





Drilling —Grinding—Buffing and Wire Brush 
All Sizes—Motor and Belt Drive 


STOW MANUFACTURING CO., INC. 
Binghamton, N. Y. 


ELCO Wood Screws 


Prompt shipments are made Iron and Brass 


Send for 


The Standard Electrical 
Tool Co 


1946 W. Sth St. 
Cincinnati, Ohio 


® “BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 


Ask your jobber or nickel plated. 


write us for a catalog. TURNBUCKLES 


BROWNIE MFG. Strong and durable. ; Furnished 
CO.. INC either plain or galvanized. 
= . 


; : , 
from our large stock of Iron 


BROWNIE NOS 





and Brass Wood Screws and 
Machine Screws. 

You will be pleased with the at 
tention given to your orders 


and instructions. 





ELCO TOOL & SCREW CORP. 
Broadway at 13th Rockford, Il 





NEW! 


The Wallace Electr 


sare \ mg SKINNER Clamps 











Stop Leaks 


_ —¢ @ 
% es D2 {OS 
= i - 


ris i. ¥. 20 ow wig a 
THE CORRECT 
Grinder and Buffer 









PORTABLE FLEXIBLE 

SHAFT MACHINES 
for Grinding—Polishing— 
Drilling — Buffing—Rotary 
Filing—S c re w Driving— 
Nut Setting 


7 Aid and hundreds of other useful 
‘ J operations, Several Sizes. 
MARATHON ELECTRIC 

MFG. CO. 
50 Island St., Wausau, Wis. 


Manufactured by 


N. A. STRAND & CO. 


Chicage 





to Advertisers please mention Mitt Suppties 








sales 


The Kalamazoo Malleable Iron Co., 
Kalamazoo, Mich., is building two one- 
story additions, with a combined area 
of 100x160 ft., to cost $60,000. 

The Harrison Radiator Corporation, 
Lockport, N. Y., is contemplating the 
erection of a one-story addition, to cost 
more than $40,000 with equipment. 

The Crucible Steel Castings 0: 
Cleveland, plans to build a one-story 
foundry addition, 102x200 ft. Th 
G. S. Ryder Co., Cleveland, is architect. 

Central Construction & Supply Co., 
Philadelphia, is planning to build ex- 
ts four-story plant, to cost 
approximately $30,000 with equipment. 


tensions to 


Magnus Co., Inc., New York, is re- 
ported to have plans under advisement 
for extensions and improvements to be 
made in its foundry in Albany, N. Y. 

The Griscom-Russell Co., 285 Madi- 
son avenue, New York, is considering 


he erection of a one-story addition to 
its plant at Massillon, Ohio, to cost more 
than 860,000. 

The Cameron Machine Co., 61 Poplar 
street, Brooklyn, plan to build a one- 
story addition which, with improve- 
ments in the present plant, will cost 
about $23,000. 

Continental Roofing & Mfg. Co., 1200 
South Sixteenth street, Baltimore, will 
build a one-story and basement addi- 
dition, 70x100 ft., to cost about $50,000 
with equipment. 

Philadelphia Storage Battery Co., On- 
streets, Philadelphia, is 
erecting a three-story and basement ad- 
dition, 50x92 ft., and will make im- 
provements in its present plant. 


tario and C 


The Spencer Turbine Co., Hartford, 
manufacturer of air compressors, will 
erect a one-story 75x211 ft. addition to 
its plant on New Park avenue. The 
addition will feature a saw tooth roof. 





New Factories 





The Canfield Oil Co., Cleveland, 
plans to erect a new power plant. 
Thomas Maynz is the engineer. 

B. & F. Mfg. Co., Indianapolis, Ind., 
contemplates the early erection of a 
one-story foundry, 60x110 ft., to cost 
about $45,000. 

The Central Iron Co., Rockford, IIl., 
will erect a one-story machine shop, 
50x150 ft. A. Buske is general manager 
of the company. 

The Western Cotton Oil Mill, San 
Antonio, Texas, will build a two-story 
cettonseed oil mill to cost about $45,000 
with machinery. 

Phillips & Slack Granite Co., North 
field, Vt., is considering plans for re- 
building _ it machine shop recently 
destroyed by fire. 

C. A. Bain Roofing & Furnace Heat- 
ing Co., Birmingham, Ala., is building 
a one-story plant, 50x125 ft., to cost 
approximately $18,000. 

The Silver Iron & Steel Co., Racine, 
Wis., will immediately rebuild its ware 


house and garage which were destroyed 
by fire on January 50th. 


A new one-story welding plant, 
\0x175 ft., to cost about $45,000, will 
be erected by the  Pittsburgh-Des 
Moines Steel Co., Pittsburgh. 

The Anderson & Vaile Stamping Co., 
Hammond, Ind., plans to erect a one- 
story plant, 150x355 ft., estimated to 
cost $140,000 with equipment. 


The Imperial Metal Products Co., 81 
Sunswick street, Long Island City, 
N. Y., will build a one-story plant, 
100x200 ft., to cost about $40,000. 

The Imperial Type Metal Co., Phila- 
delphia, has awarded contract to erect 
a new one-story and basement plant to 
cost about $75,000 with equipment. 


The Cincinnati Oil Works, Cincinnati, 
has awarded contract for a_ six-story 
and basement storage and distributing 
plant, 70x150 ft., to cost about $200,000. 

The Burr Creamery Co., Los Angeles, 
will build a one and_ two-story ice- 
manufacturing plant, 50x100 ft., in 
Glendale, Cal., to cost about $45,000. 

Roberts Filter Co., Darby, Pa., will 
build a one-story plant to cost about 
$50,000. This building will replace a 
portion of the works recently destroyed 
by fire. 

The Steinite Laboratories, Inc., At- 
chison, Kan., manufacturer of radio 
equipment, is planning to build a two- 
story plant to cost about $30,000 with 
equipment. 

The Parkersburg Rig & Reel Co., 
Parkersburg, W. Va., has completed 
plans for the erection of a branch plant 
at Casper, Wyo., to cost about $100,000 
with equipment. 

The Dixon Creek Oil Co., Amarillo, 
Texas, is planning to erect a new oil 
storage and distributing plant, the 
approximate cost of which is $160,000 
with equipment. 

The Perry & Son Boat Works, Pear] 
Beach, Mich., will rebuild the portion 
of its plant recently destroyed by fire, 
the loss being estimated at $50,000 in 
cluding equipment. 

The Willard Battery Service, Hol- 
land, Mich., is erecting a one-story and 
part basement service and repair 
works, 70x105 ft., to cost about $33,000 
including equipment. 

Warren Cotton Mill & Mfg. Co., 
Warren, Ark., plans to rebuild the por- 
tion of its plant recently destroyed by 
fire, with loss estimated in excess of 
$50,000 with equipment. 

The Gulf Refining Co., Philadelphia, 
has arranged to build a one-story ma- 
chine shop at Penrose Ferry road and 
East Schuylkill avenue, to cost about 
$13,000 with machinery. 

The Allied Chemical & Dye Corpora- 
tion, 61 Broadway, New York, is con 
sidering the erection of a power plant 
and machine shop at its proposed new 
plant at Hopewell, Va., where a site 
was recently acquired by the company. 
The entire project is reported to cost 


more than $3,500,000. 
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The Barberton Foundry Co., Bar 
berton, Ohio, is reported to have 
changed its extension program calling 
for a foundry addition. Instead, it will 
build a complete steel foundry. 


Palmer-Bee Co., Detroit, manufac- 
turer of power transmission and con- 
veying machinery, will build a one-story 
plant, 100x120 ft., to cost approxi- 
mately $70,000 with equipment. 


Pague Mfg. Co., Kansas City, Mo., 
plans to erect a one-story factory 
building, 130x155 ft., to cost approxi- 
mately $45,000. F. ut. Woodward 
general manager of the company. 

The Machine Products Co., Cleve- 
land, expects to acquire a new site on 
which it will build a plant better suited 
to its production needs. <A _ two-story 
and basement building is planned. 


The Albany Port Commission, Al- 
bany, N. Y., is reported to have plans 
under way for a new five-story cold 
storage and refrigerating plant to cost 
more than $850,000 with equipment. 


Taggart Brothers, Inc., Watertown, 
N. Y., manufacturer of wrapping 
papers, paper bags, etc., will build a 
two-unit mill in Oswego, N. Y., to cost 
more than $1,000,000 with equipment. 

Bird & Sons, Inc., East Walpole, 
Mass., manufacturer of paper and 
linoleum, are building a_ one-story, 
80x100 ft., paper machinery plant unit. 
Monks & Johnson, Boston, are the 
engineers, 

Simmons Co., headquarters of which 
are at Kenosha, Wis., proposes to re- 
build its Tampa, Fla., branch and dis- 
tributing plant which was destroyed by 
fire January 29th, with loss estimated 
at $40,000. 

The Complete Machinery & Equip- 
ment Co., New York, is said to be con- 
sidering the erection of a new storage 
and distributing plant at Long Island 
City, to cost more than $70,000 with 
machinery. 

The Up-to-Date Pattern Co., Los 
Angeles, manufacturer of metal and 
wood patterns, has awarded contract 
for the erection of a one-story plant, 
80x120 ft., to cost about $35,000 with 
equipment. 

The Quincy Enameling Co., Quincy, 
Ill., is considering plans for early re 
building of a portion of its plant which 
was destroyed by fire January 26th, 
with loss approximating $50,000 in- 
cluding equipment. 

The Lanham Hardwood Flooring Co., 
Inc., Louisville, plans the erection of 
a one-story factory branch building in 
Baltimore, 98x100 ft., at an estimated 
cost of $50,000. E. G. Blanke, Balti- 
more, is the architect. 

The Alamo Concrete Pipe Co., Gon- 
zales, Texas, will build a one-story plant, 
100x175 ft., in San Antonio, Texas, to 
cost about $30,000 with equipment. This 
plant will be used for the manufacture 
of reinforced-concrete pipe. 


The Penn Oil Co., Rosslyn, Va., is 
reported to have plans under way for 
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BARTON’S 
ELECTRIC ABRASIVE 
CLOTH 


is made from a very 
high grade. electric 
furnace abrasive, for the 

critical metal working trade. 
On tough hard metal it will cut 
faster and outlast any other abrasive. 


Stocked by 
leading Supply 
Houses, everywhere 


H. H. BARTON & SON CO. 


Holmesburg, 
Philadelphia, Penna. 


A COMPLETE 
IN ALL 
S. A. E. 


STOCK 
STANDARD SIZES 


and U.S. S. 





Threads 


Cy 


& 


The Cleveland Cap Screw Co. 


2921 East 79th st., Cleveland, Ohio 


CLEVELAND 


CAP SCREWS 







MZ \ 





Thirty years of service in indus- 
trial nec is ample proof that 
Schultz Friction Clutches are 
built on correct mechanical prin- 
ciples. Thirty years of experi- 
ence in doing one thing well is 
what you get when you call on us 

r friction clutch service. Write 
for Catalog. 


A. L. SCHULTZ & SON 


1675 Elston Ave.., Chicago, Ill. 


T’S easier, and more satisfactory all around to 
| sell a complete line of valve specialties made 
by one good firm than a line drawn from a dozen 
different places. 


HE design of Davis Valve Specialties is dis- 

tinctive; every item in the line is simple, 
effective, and proven by years of performance. 

HOW the complete line in your catalogue, 


and take full advantage of the established 
position of the Davis name. 


THE G. M. DAVIS REGULATOR CO. 


408 Milwaukee Avenue, Chicago, Illinois 
Ms G 





The HOLLANDS Line 


will increase your 
vise sales 







‘v'sn 
“Vd 3183 
SONY 7TIOH | 


Send for 
Catalog and 
Terms 


HOLLANDS MEG. Co. 


ESTABLISHED 1887 
IE, PA. 


OLES 


Convertible Vise 





. 4 
The convertible fea- 
ture alle any 
TOL ES Vise to be 
changed rom a 


ontinuous screw to 
rapid-acting vise. 
The user of a con- 








tinuous screw vise may at 

small cost buy the few 

parts to make it rapid act- 

ing 

4 the ly Hous e it 1eans a elling stock 





vises. ASK FOR CATALOG. 


W. C. Toles | Company, Woodstock, Ill. 


WE WANT JOBBERS 


i, SrA 

BAEC Ay 3 
LS 

Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 


Our system of advertising for our jobbers gets the orders. 





Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 


Inside or Outside 
Uniform Soldering Efficiency 


Inside work and outside work are 
all the same to the Everhot No. 50 
Blow Torch. Protected by its metal 
wind shield, the flame burns just 
as steadily outdoors in a blinding 
rain or snow storm as it does within 
the enclosure of a building. 
When you're equipped with an 
Everhot No. 50 you can always be 
sure that a soldering job will be 
done regardless of what the 
weather is doing. 


pal Bh we 4l 2) aD Bl <i Banas pee 

L "Americas Thrand ¢Wlakers 
Ita VV tots twa i 
MANUFACTURING CO. maywooo /cs/mors 
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rebuilding the part of its storage and 
distributing plant recently destroyed 
by fire, the loss of which approximated 
$75,000 including equipment. 

General Petroleum Corporation, Los 
Angeles, nine 
proposes to 


has acquired a tract of 
which it 
erect an oil refinery, including a power 
house and machine shop, to cost about 
$10,000,000 with machinery. 

Crosse & Blackwell, Ltd., 146 West 

Twenty-second street, New York, plans 
to build in Baltimore a new three-story 
factory, with power plant, 56x70 ft. 
The estimated cost of the entire project 
is $500,000 with machinery. 
Van Brunt, architects, 
Kansas City, Mo., awarded 
tract for the erection by a company, 
name temporarily withheld, of a two- 
plant, 100x130 ft., 
to cost about $85,000 with equipment. 

Great Lakes 0. 
Buffalo, is struc 
tures at 


hundred acres on 


Buckley & 


have con- 


tory and basement 


Portland 
building 
ts plant. 
building’ to 


Cement 
several 
These include a 
$90,000; 


new 


1-<] , 
KIN COsT coal 


handling plant, storage and distributing 
building to 


about coal 


distributing 


cost S50,000, 


torage and unit to cost 


$24,000 and pumping plant, oil storage 
nd distributing building. 


Armstrong & Latta Co., Camden, 


N. J., is said to have plans under way 
the rebuilding of a machine and 
epair shop, equipment storage and 
tributing plant which were recently 
lestroyed by fire. The loss incurred 
Wi n excess of $70,000 wit equip 
id 
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Co., New 
ed it ottice to Th We t treet, the 


building. 





Phe ( ell-Watsor Foundry ¢ 
Machine ( Birn Ala., 
hanged its name té ll Found 
& Mac ne 

SK F h Istrie In rormeriy a 
165 B Way Ne Yo move on 
March 25t to ‘ qu ‘ 10 
I e4tl treet 


ee been i 
ate to t ( ove the busing 
. x 
eS. D. Bake Mfg Co 


ington boul 


Chicage are no representati 


Equipment 
, ecenth 
and _ offic 

suburb 
Columbia. 





5S. Duncan Black, president, 
& Decker Mfg. Co., 


ounce that the total 


The Black 
Tow son, Mi “9 ann 
billing of the 
company for the 


months o 


February of this year ows a 20 


per cent increase over the 


1926. Mr. Black is 


will close the 


Sa lhe period 
> Tal +t that 
conhaent that 
+ 


e company current vear 


total business 25 cent jn 
excess of that obtained in 

Anderson Engine Co., 
now located at 2040 Dominick street, 
where it larger facilities for the 
manufacture of marine engines than it 
had formerly. 

The Mills Novelty Co., Chicago, has 
just into its new four-story 
1100 Fullerton avenue. One 
used for three for 
manufacturing. 


with a per 
1926. 


Chicago, is 


has 


moved 
building at 
floor is offices and 

The Seandinavian Western Importing 
Co. has moved its New York office from 
116 Broad street to the Westclox build- 
ing, 107-109 Walker street, where it 
occupies the entire seventh floor. 

The New York office of Bearium 
Bearings, Inc., has been moved from 29 
to 32 Increased 


Broadway Broadway. 


business of the company necessitated 
its move into larger quarters. 


Montpelier Foundry & Machine Co., 
Fort Wayne, Ind., was recently incor- 
porated to succeed the Montpelier Mfg. 
Co., Montpelier, Ind. It will continue 
the manufacture of gray iron castings. 

L. B. Foster Co., Pittsburgh, recently 
opened up 1764 
in the Illinois Merchants Bank building, 
231 South La Salle street. This office 


will be in charge of R. A. Foster, vice- 


a Chicago office, suite 


president of the company. 
T. MeAvity & Sons, Ltd., Saint John, 
N.. B Car i ive discontinued the 
ardware branch of their business, and 
vill devote their plant to the manufac 
re o ilves, cocks, fittings, plumbers’ 
ipplies and marine specialties. 
The general offices of the Liberty 


Manufacturing Co., formerly locatec 


the Frick building, Pittsburgh, wer 
ecen moved to the Elliott Co., ge 

eral oflice building at Jeannette, Pa. 
1. P. Rodge is sales manager for the 


Jersey Foundry & Machin 
Co., ste fabricator and manufacture 


moved 1 





PCN ra from 90 West street, 
New York, to its plant in Garwood, 


In as Sale 











present ‘ it tne West tre 
p , 
Phe J inese government h con 
( \ e Pratt & WI] ney Con 
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oO larg 1 ty f tool nd n 
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Don S. B jin, general manager ¢ 
ile Ss, SLATES. Wi Sin ¢ rare 
of industrial chain sales at the eastern 
office al J. J. O'Hara is manager of 


automotive sales. 
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The Connecticut Blower Corporation, 
engineers and manufacturers, Hartford, 
Conn., has suspended business and is 
liquidating its affairs, papers having 
been filed at the state capital to that 
effect. The corporation dissolves with 
liabilities of about $17,000 and practi- 
cally no assets. 

Compressed Spruce Products Co., Inc., 
West Orange, N. J., manufacturers of 
pulleys, silent frictions and 
wheels, announces that Geo. Rahmann 
a €e;.. 31 Spruce street, New York, has 
been appointed exclusive distributor of 
its compressed spruce fibre pulleys in 
New York district. 

The Atkins Pioneers, “Twenty-Year 
Club” of E. C. Atkins & Co., Indianap- 
olis, Ind., celebrated its twenty-first an- 
niversary at a banquet, February 26. 
The club was organized in 1906 with 
sixty-two members. It now has forty- 
five active charter members and 218 in 
its general membership. 

The letroit 


gears, 


tne 


Machine Tool Co. an- 
nounces that it will discontinue the 
manufacture of centerless grinders. 
Recent statements to the effect that the 
Heim Grinder Co., or Cincinnati 
Grinders, Inc., had acquired the center- 
business of the 
declared to be unfounded. 


less Detroit 


grinder 


company are 


By co-operative arrangement, The 
Chas. Parker Co., Meriden, Conn., local 
foundries 


and the Connecticut state 


trade school will conduct classes in iron 





and brass foundry practice for indus- 
trial 


employes, who will attend the 
classes on full time for at least the 


first six months of their t 


prentice ship. 


vo-year ap- 


The initial conference on 1 


budgets, der the auspices of the 


sociated Industries of Massachusetts, 


was held the latter part of February in 
Boston. Joseph H. Barbe Ne assistant to 
the president ani chief statistician of 
e Walworth Company, Boston, con- 
ducted the round-table discussion W ic 


was the malin Teature of the conference. 





The Harnischfege) Corp., Milwauke 
as moved its Jacksonville, Fla., office 
from the Peninsular Casualty Building 
0 909 East Eighth strec 
sonville warehouse was rece} 
from 1465 Kings road to 
Kighth street, e combination 

ad warenouse dé ing for ne O prove 
-e} ( | W. Truex is un < re 0 

ran 





previous fisca 


eal In writing to stockholders, the 
pre nt of the company, H. G. Elf- 
borg, Savs: “The net sales of 1926 
amounted to an ase of 13.7 per 





cent over the previous 
1925. The 
during the 


greater than 


vear, and eent over 


number of orders received 


was 12.7 per cent 


pena omy 


Harn noe 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 





Fire Pot? 


Mechanics everywhere will unani 
mously say Clayton & Lambert 
The Plumber will say the No. 22 
The tinner says give me the No. 80 
or the No. 91, they can't be beat 
WHAT MAKES A _ FIRE’ POT 
GOOD > \sk for circular No. 165 


It's free and will save your dollars 


Jobbers supply at Factory price. 





ri CLAYTON & LAMBERT MFG. CO. 


price. 6257 Beaubien st. DETROUT, MICH. 


The No. 401 Champion 
Steel Rivet Forge 


king on 99 out of 


: very 100° stru ral steel buildings 
| being built in the United States to- 

2 la The same may be said of all 
yridge builders, boiler makers 

tank builders, etc. The No. 401 Forge 
has not only been adopted by this class 







of trade in the United States, but also 


throughout the entire world. 


Carried in stock by all the leading 
mill supply jobbers 


Write for No. 52 catalog 
Champion Blower & Forge Co. 


Lancaster, Pa. 





“Usé-Em:Up™ 
Sockets 
and Sleeves 


See that feat ? iy 








One soli 


€ 


ard except the flat 


e piece—Stand 
AN ORDINARY DRILL SOCKET will drive a twis 


t drill 
the drill has a tang. When the tang twists off 





only as long as 
— 


yr the shank b the drill is useless in the ordinary socket. 
BUT— (time 3 minutes) on the broken drill, slip 
it into a Jp’ Socket, and it’s as good as a new drill 
Furnishe or Socket Type. Specials made to order 





Write for Jobber’s proposition, 


LOVEJOY TOOL WORKS 


328 West Ohio Street Chicago 


“ld @=<_jil<_aadia 
PARAMOUNT SWEDISH BANDS 


ACCURATELY SPACED TEETH) 
NO CRUSHED POINTS ~ GUARANTEED 


JD. BURRILL & SON ~ ILION.N.Y. 





Who Makes the Best 





ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can’t loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 


No delay in shipment. Complete stocks of all 
sizes. Also made in brass and bronze. A good 
seller. Send for Deaier’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, Ill. 


“FILES THAT CUT” 


Write for story of Delta Files that is 
told in a surprising booklet entitled 
“Files that Cut.” It is worth money 
to any shop. 


DELTA FILE WORKS 


BRIDESBURG 








PHILADELPHIA 


Bey yf 





BLAKESLEE JET PUMPS 


All parts inter-changeable--Economical, reliable-* 
Freezing does not injure it as it is self draining. 


} 


Send for Latest Price List and Catalogue 








Has No Valves--Cannot wear out--Pumps 
sandy or dirty water equally well--En- 
tirely Independent of Engine. 


BLAKESLEE MFG. CO. 
10 Q Street, Du Quoin, IIL 








None Genuine Without Trade Mark 


COCHECO 
LEATHER BELTING 


Always the first choice of engineers 
who know that it pays to buy the 
best in belting — and that is 
Cocheco. 


I. B. Williams & Sons 
Dover, N. H. 


14-16 N. Franklin St. 71-73 Murray St. 111 Summer St. 
Chicago New York 


30ston, Mass. 


Minty Sut 
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The Link-Belt Company, Chicago, 
opened a new branch sales office at 229 
Brown - Marx building, 
Ala., March 6th. W. H. Norton, for 
many years connected with the com- 
Chicago sales department, has 
assumed managership of the new terri- 
tory. Harold R. Haught, formerly of 
Link-Belt’s Indianapolis Dodge plant, 
Mr. Norton in the of the 
company’s products. 


Mueller, 


Birmingham, 


pany’s 


assists sale 


Kieley & Inc., New 
manufacturers of steam-water 
specialties for heating, 
installations, 
pointment of 


York, 
and air 
plumbing and 
the ap- 
the R. S. Eastman Co., 
ales engineers, 218 First avenue, Pitts- 
burg, as their representative in the ter- 
ritory surrounding Pittsburgh. The En- 
rineering Sales Co., Milwaukee, will be 
distributor in the Wisconsin 
northern Michigan territory. 
The New York 


power announce 


their and 


office of the United 
States Gutta Percha Paint Co., manu 
facturer of “Barreled Sunlight,” will 
from its quarters to the 
whi 


move present 


new Graybar building, is nearing 





completion. The company’s factory is 
i Providence, R. I. The 
bar building, located 
1-4t streets, Le 


Depew 


Gray- 
between 43rd and 
xington avenue and 


place, is the t 


largest office build 
ing above ground in the world. 

The P Rubber Mills, San Fran 
cisco, recently established a new factory 
branch in Chic manage 
t of Kk. P. Coxhead, who ha 


ioneel 


ago, under the 


men 


been 





connected with the firm in San Fran- 
co for the last ten years. Activ 
f the new branch will cover the middle 


western st which 





were formerly 
diction of the company’ 
New York « flice. Tr Rubbei 
Mills ma in Pittsburg] 


Cal., and manufactures a= line of 


under the yuri 


> 
he Pionee 





LOrles 








ibbe belting, hose and packing. 

All avai r]e pace for the exposition 

e Natior Machine Tool Builder 
ociation, to he eld in the Publie 
\uditor Cleve id, September 19tl 
o 23r¢ been reserved, according to 
ecent nouncement, but efforts are 
being made to secure additional space 
oOo accon ) ( tne companie s unable 
obtain reservations and others that 
apply later. It is hoped that ac- 


commodations may be secured for from 
ty to one indred additional exhib 
! The west annex of the audi- 
torlum is 100,000 =q. ft. of floor space 
and the present exhibitors’ list includes 


approximately 150 companies. 





CLASSIFIED 
ADVERTISEMENTS 


nt 2 


SITUATIONS WANTED 


Young mat ngle, 82, college edu 
ation, 7 veal experience elling tech 
‘al products to industrials and estab 





organizations in Central 
lress No. 891, care MILL 


South Dearborn Street, 


state 





SUPPLIES, 


( nicago. 


Sales Manager of large midwestern 
manufacturing company desires to move 
South. Fourteen 
sales manager, 
advertising 


years experience as 
branch manager, 
manager. Nine years ex- 
perience in contact with southern mill 
supply houses and railroads.  Corre- 
spondence solicited. Address No. 889, 
MILL SUPPLIES, 537 South Dear- 
St., Chicago. 


and 


care 
born 

Department Manager, at present suc 
cessfully managing mill supply depart- 
ment of machine tool house desires 
change to similar position. Married, 
age 36, wi 10 years experience in 
supply house line. Address No. 888, 
MILL SUPPLIES, 5387 South 


born St., Chicago. 





1 





care Dea 


Purchasing agent, thoroughly experi 
enced and familiar with Mill, Mine and 
Factory Supplies, and how to buy con- 
structively for jobber or industry, 
wants to make change. Chicago, Cleve- 
land or Pittsburgh district preferred. 
Address No. 884, care MILL SUPPLIES, 
537 S. Dearborn Street, Chicago. 

Salesman with 


aesires to 


thirty 
represent 


years’ experi- 
manufactur- 
ng concern selling to mill, machine 
shops and factories in Greater New 
York, Connecticut, New Jersey. For- 
merly connected with The Fairbank 
Co., The Garven Machine Co., an 
Gottfried & Hunter. 
Ivan Spangenberg, 355 Egmont Ave- 
nue, Mt. Ve New York. 
Service of ¢ xperienced sales 
‘ Knows selling from 
Intimate with sales promotion 
Know the mill supply jobber 
Acqui ed with adver- 


ence 





terson, 


non, 


manage) 
A to Z. 


plans. 


vailable . 





from 











ising’ ar application to sales prob- 
len Can direct harmoniously. Ha 
tact, vision and personality. Age 39. 
Technical training. Wants to make 
connection th aggressive and grow- 


No. 


Dearborn 


‘turer. Address 
SUPPLIES, 537 S. 





ing manufa 
care MILI 
eh 


wereet, 


R&6, 





cago. 
Thoroughly experienced and p 

factory 
- 


for connection with rel 


rogre 
ve mill and supply man now 
open liable i 
ibutor 01 


a 


manufacturer. 











ive ‘ man, also ined n i 

i inside selling. Capable buys 
and familiar with every 
pNnase of the upply business, ineludi iF 
general ha e and machinery. Good 


reference as to character, abi « 
ntegrity. Address Philip P. Mattern, 
Street, 





Inkster Kalamazoo, 


SALESMEN WANTED 
Salesman calling on industrial plants 
and mill supply houses to handle ou 
line of Cotton Wiping Waste. Estab- 
} Address replies to No. 


“| house. 
SUPPLIES, 537 S. Dear 





MILI 


Street, Cl icago. 


O54, Care 


born 








Experienced mill supplies or boiler 
room specialties, for missionary work 
with advertiser’s distributors in New 
England and northern New York; also 
salesmen for similar work in other sec- 
tions of the country. Salary €Xx- 
penses., full xperience, products 
sold, familiarity with your territory, 
salary expectations in first letter. A 
dress G. M G., Room 416, 17 East 


t, New York, N. Y. 





ad Stree 





~ 
bent 
yi 





ADLETS 


EMMERT UNIVERSAL 
able Hand Screws, Steel Bar 
ind othe Send for 
and = discounts. Emimert 
aynesboro, Pa. 





tools. 





“NEVABUST” PLANER BOLTS—Mad« of 








le treated, withstand great 
t nearly all danger where ; A 
high. Ask for list of size and prices 
ter Machine Screw Co., 17 Caledonia Ave., 
ler, IN. X. 
PORTABLE WOOD- 


WORKING MACHINES 
A quality line, includ- 








TACKLE BLOCKS 
| bloc fe 


ble 





WOOD ROLLS—that vive bette : 











1 th ‘ tf € ence i 
«dium and large olls fo nd of we 
im} a t " 101 
( ‘ on < eX Rodney 
Mi e Cc M: St., O e, Mase 
ATKINS QUALITY PIPE NIPPLES—Manufac- 
ture from € ipe, 
Pat ii ti\laeeeiieaemmesteamemninar res wen : he nal 





t l eamed an¢ he 
i a fered. Ask for samples 


THE H. C. ATKINS MFG. 


DRILL CHUCKS—**Ettec Key] . Ball Bez 


f¢ 





STEAM 


INGS Mar 


AND WATER PACK- 
} ty I 








“AIR SPRING’ COMPRESSEI 
AIR GREASE CUPS—Automatieally 








maintains film of grease on bear 
. } greates P 
itmost economy I 

n¢ ™ € c 

he Ss} 

Folder « eque 

S Lt I 





OLD BELTING HAS VALUI [ 


im 





Rel di Rec s ri iT 
¢ ‘ ( d t It 
divider on nS r 
i I I I } C N 

Cor 

( 1 
Pr hee 
chi 
Liberal 
r \s 
i ce 
MI 
M ri r 
‘ S 
\ | 
- i) 











“Fortiry For Fire FIGHTING” 


DIENER SAFETY FIRE APPLIANCES 


Approved and labelled by 
Underwriters Laboratories, Inc. 


“PERFECTION” 
OILY WASTE CANS 


There is not only a definite de- 
mand by all industrial plants 
for oily waste cans but garages, 
both public and private, are 
live prospects. “Perfection” 
Cans are wonderfully well 
made. 





Diener Products are sold 
through jobbers. 


If you do not now carry the Diener line of Safety 
Fire Appliances write for catalog and particulars of 
their profit making possibilities. 


Manutactured by 


GEO. W. DIENER MFG. CO. 


400 N. Monticello Ave., CHICAGO, ILL., U. S. A. 








Blow torches made by 
Diener established a 
standard by which qual- 
ity of torches is meas- 
ured. T hey are made for 


A Torch For 
Every Service 


particular mechanics 
who demand and expect 
the best. The price is 
reasonable and _ profit 


for the jobber attractive. 
400 N Monticalie Aa., Chicage, Jl 
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The Valve with the Reversible Disc & Seat 


A = - Seat and disc of Nicu- 
lanium — a hard, tough, 

| ] close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 


that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 


V0) 








But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze _ body 
for 200 Ibs. pressure. Total 
temperature 550 deg. F 


IROVERSO:—Iron body for 


150 lbs. pressure. Total tem- 
perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 














GENUINE 


Self Lubricating - Anti-Frictional 





Mabb’s Chicago Rawhide 
Hydraulic Packing 


The Chicago Rawhide Mfg. Co. 
Sole Manufacturers 


1285 Elston Ave. 


Chicago, Ill. 
BRANCHES 


109 Broad St., New York 228 W. Fourth St., Los Angeles 
209 Broad St., Boston 2428 Riverside Drive, Minneapolis 

















ERS SLUNG 
POWER PUMPS 


FforOPENor , ” 
PRESSURE ‘ha 

















that the de 

tor p ower 

has so defi 
swung to 

g types, 

ho sell and 

Myers Self 

g Po er 

1ave a feel- 

ecurity A 

well as of pride in 
the knowledge t 





they are sup} 


the latest of proven 
and _ protected 
otag power pur 
vith an establis! 
reput rage for qual- 
y and dependabil- 
ity. 








Catalog and prices 
on request. 








ff Take =a nai 


PUMPS — WATER MY Ee RS Oo0R Es 








TH LEM YERS & BRO.co: 
| ASHLAND, OHIO. 


ASHLAND PUMP AND HAY +vOoL worRKse 
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CLOTH, EMERY, FLINT AND GARNE'I 





A schieren C¢ 
CEMENT, PIPE JOINT 
ixon Crucible Co 
CHAIN, WELDED 
{cKinnon Chain Cc 
CHAINS, TIRE 
1 1 McKinnon Cl n Co 
CHARGING SETS, BATTERY 
ion | t Mfg oO 
CHUCKS, DRILL 
l t | 
[Twist | & M hing 
CHUCKS, LATHE 


Co 


CLAMPs, BELT 


CLAMPS, “Cc” 
Mtg 


i ur & 
CLAMPs, PIPE REPAIR 


CLEANERS, FLUE 


Sit 
CLIPPERS, BOLT 
I I 


CLIPS FOR PNEUMATIC SETS 
CLIPS, WIRE ROPE 
CLOSETS, FROST PROOF 

Voge 


I n & 
CLOTHS, WIPING 
nit W ‘ I 


iis e san \ pers ne 
CLUTCHES, FRICTION 
a unary “« MI i T ) 
zo Pulle a > 1 ne oO. 
Manu turing Corporation 
nt Mact ( The 
Hill itch M ne & yundry Co, 
3-Ma 
Med 
M é \ 
B VN Sons Co. 
COCKS, AIR 
Rae & 
COCKS, BALL 
& M 
COCKS, CORPORATION 
COCKS, GAGE 
COCKS, STEAM AND SERVICE 
COILS AND BENDS, PIPE 
thur Harris & Co, 
COLLARS, SHAFT 
ge . 
ge Mi: 
{ MI Cec 
Ae 
COLUMNS, WATER 
on M iring ¢ 
COMPOUND, PIPE JOINT 


CONTROLLERS, BOILER PRESSURI 


COMPRESSORS, AIR 


COPPERSMITHS 


COPPERS, SOLDERING 


COUNTERBORES 
COUNTERSHAFTS 


Manufacturing Cory 


COUNTERSHAFTS, SMALI 


COUPLINGS, SHAFT 

ley & § fting Co 

tur & Corporation 

hine & Foundry Co 







Foundry & Machine Co, 
Foundry & Machine Co. 
ird Pressed Steel Co 


‘Wood Sons Co, 


COUPLINGS, SHAFT, FLEXIBLE 
hine Works 





& Machine Co, 
e & Foundry Co. 





l i ! 
Medart Company 
B. Wood Sons Co, 
COUPLINGS, 





Foundry Co, 





COUPLINGS, SHAFT, MARINE 


Bond Foundr y & M ne (« 
COVERING, PULLEY 
Chicago Pulley & Shafting Co 


HAND POWER 
Mfg. Co 


CRANES, 

The Chisholm-Moo 
CRANES, OVERHEAD, 
The Chishol: Moore Mfg. Co, 
Richards-Wilcox Mfg. Co 
The Yale & Towne Mfg. Co 

CRANES, PORTABLE 
tt-Cravens Company 
rds-Wilcox Mf Ce 

CRAYONS, LUMBER 








Joseph Dixon Cru r 
CUPS, LEATHER 
hicag Rawhide Mfg. Co 
a. 5 »., Ine 
Tt Wa S I 





\ r \ ve Co 


CUTTERS, BELT 
L, Company 
CUTTERS, BOLT 
Ir 
AND WASHER 


CUTTERS, GASKET 


I Ir 
CUTTERS, GLASS 
CUTTERS, MILLING 
CUTTERS, PIPE 
MY 
I 
DERRICKS 
DIEs, THREADING 
Af 
I M hine Co 
DIPPERS, COPPER 
Ar t & 
DISCS, VALVE 
DOGS, LATHE 
DRESSERS, GRINDING WHEEL 
S lina in W t Importing Co., Ltd 
DRILLING POSTS 
I I 
DRILLS, BREAST AND HAND 
DRILLS, ELECTRIC 
The | & I r Mfg. ¢ 
I ‘ I M T 
> M 
E 
I } Toc Cc 
V I I ( 
DRILLS, POST 
: bt 
I t E t ig 1 Co 
DRILLS, RATCHET 
p nt ‘I ) 
, 
DRILLS, TWIST 
M Tw t ril & M hinge ('¢ 


SHAFT, FRICTION CUT-OFF 


FRAVELING AND JIB 
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DRIVES, POWER 

Mfg. Co, 

Pipe Threading Machine Co, 

DRUMS, CAST IRON 

e Hill Clutch Foundry & Machine Co 
ie Medart Company 
B. Wood Sons Co, 

EJECTORS 

American Injector Co 
Nason Manufacturing Co 
Penberthy Injector Co. 
Sherwood Mfg. Co 


ELECTRIC GLUE 
AND 


The Oster 
The Toledo 


(acid) 


Ss, COOKERS 





Sta-Warm Electric 
ELECTRIC 
Appleton E tri 

ELEVATORS, 


Rarrett-Cravens 


Heater Corporation 
LAMPS, ADJUSTABLE 
Company ‘“Reelite” 
PILING AND TIERING 
Company 

ELEVATORS, PORTABLE 
tt-Cravens Company 
ELIMINATORS, OIL 
The D. T. Williams Valve Co, 
ENGINE AND BOILER 
American Injector Co, 
McRae & Roberts Co 
The Wm. Powell Co 
Sherwood Mfg. Co 
Lb. T. Williams Valve Co 
EXPANDERS, TUBE 
The Watson-Stillman Co 
Lovejoy Tool Works 
EXPELLERS, OIL AND MOISTURE 
The V. Db, Anderson Co 

EXTENSIONS, TAP 
Mfg. Co 
EXTINGUISHERS, 
Geo. W. Diener Mfg. Co, 
Pyrene Mfg. Co 

FANS, VENTILATING, ELECTRIC 
Marathon Electri Mfg. Co 
FASTENERS, BELT 








FITTINGS 


The Allen 


FIRE 





The Bourr Fuller Co 

The Brist« any 
Clipper Be Company 
Cre ent Belt ener Co 





t 7 
Flexible Steel Lacing Co 






turing Corporation 


ige Manufa g ry 
Swartwout Company 
FEEDER VALVES, STEAM HEATING 
BOLLER 
Nason Manufacturing Co 
FENCE AND GATES 


FILES 
Tool 


American Swi Le & oO. 

beita Fil Work 

s ndana n Western Importing », Ltd, 
Simonds Saw & St ] 


FIRE EXTINGUISHERS 
Diener Mfg. Co, 
Mf¢ 


FIRE PREVENTING EQUIPMENT 
W Dien Mf; 


FITTINGS, HIGH PRESSURE 
Henr Vogt M ! 
FITTINGS, HOSE, BRASS 
Boston Woven Hose & Rubber Co, 
FITTINGS, HYDRAULIC 
gt Machine Co, 
The Watson-Stillmar 


FITTINGS, PIPE, MALLEABLE 
is Malleable Iron Co 
1lworth ¢ il 


NGS, PIPE, STEEL 
Tor Whawise 





I & 
I in 
bier n «'¢ 
SHAFT EQUIPMENTS 
> ng Co., In 
s A. Strand & ) 


MINUM, LEAD 
AND STEEL 


FLOATS, ALI 


Arthur Harris & Co, 
FLOATS, COPPER 
The V. PD. Anderson Co 


Arthur Harris & oO. 
FLOOR STANDS 
Rond Foundr & Machine Co, 





FLUX, SOLDERING 


FLY WHEELS 
eM ifacturing Corporation 
H utch M hine & Foundry Co 
I Me Company 
3 Wood Sons Co, 
FORGES, BLACKSMITH 
pion Blowe & Forge Co 


FORGES, RIVET 
on Blower & Forge Co. 
Tool Works 


COATE 


(DP WATER SOFTENER AND PURIFIER 


°D 


April, 1927 


Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 
HARVEY, ILLINOIS 
Chicago Phone: Pullman 6490 


Chicago Warehouse: 
1023-1025-1027 West Jackson Blvd. 


Phone: Monroe 5356 and 5357 


Ihe PROPER AIR SUPPLY 
in Heat Treating 
Saves Timnee 





















and 


ALL GAS 
FURNACES 


‘kros. ATR PUMPS 













Pressure or Vacuum from the same Few parts, and those large and strong, means long Also used for Fuel Oil Burning 

\ . life for the machines If you have had all sorts of : , tae - 
Machine SuiaMAG. wastaAcn (eae inace. pidie- aterm ana leelerel vexmaice teint alien Thousands are in daily use feeding paper in 
The inlet gives the vacuum and the outlet ri fA i praia ae state ’ chew ia eantmialin die. printing presses and other devices, filling bot- 
he resst it versing tl ation lacins 1 tl ifficult service tles and ub vitt he products ot the 
Centrifu force t the win 1 rain : labo ory ng homes with 
the cylinder as they revolve, scooping up the These machines are very accurately made, each part oil, lifting and b anner of stamp- 
air This centrifugal force is always present being furnished and fitted with skill such as to be ings, chips, etc., tools and for 

and never wears out as springs do hundreds of other uses 


Our complete illustrated cata- LEIMAN BROS Zo WALKER STREET 
log is free for the asking. & NEW YORK 


Vakers of good machinery for nearly half a century 
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FRAMES, HACK SAW hicago Pulley & Shafting Co LUBRICATORS ; 
E At & ‘ ne. Dod Manutacturing Corporation American Injector Co 3 
l r H t M t oundry Co, Detroit u cator Co, 
& Ste ‘ I M McCullo fs. Co Minneapolis, Minn. 
ERAMES, WALL hine Co Mc! erts Co | 
M ‘ SKF Ind inco rated Th Wau ll Co ; 
w : 7 3 ~ St Ss Co H 
M cna » Co Tt. B. W Sol oO. T} ) n Valve Co ; 
, HEADS, EXHAUS' MACHINE TOOLS ; 
M : I S vout in " Machine Co. ' 
\ : ‘ HEATERS, FEED WATER rd Foundry & Machine Co j 
FURNACES, GAS, INDUSTRIAI \ w MACHINERY CLUTCHES 
1 . I S twout iny. ( ( illey & Shattiz Co 
FURNACES, SOLDERING HEATERS, GLUE, ELECTRIC Lod Manu orporation 
\I S \\ IS | hid ! nt M hine Co in 
HEATERS, GLUE, STEAM AND GAS rt itch Machine & Foundry Co ; 
\ n Manu t Co The Medart Company ' 
HOISTS, CHAIN rhe Moor & White Co j 
Moc 1 : E A I. schultz & Son 
M tt -ht M I B. Wood Sons Co, 
GAGES. HYDRAULK T \ lowne Mfg. Co, : MACHINERY, COAL HANDLING ; 
T \ l HOISTS, ELECTRIC D Manufacturing Corporation | 
GAGES, IRON, AMMONIA AND CHEMICAL M Ig. Co. MACHINERY, CONVEYING AND ELEVATING 
" iM irit Ya & Towne Mfg, Co igre Manufacturin Corporation | 
GAGES, WATER HOISTS, HAND Phe utch Machine & Foundry Co ; 
I : a Me Mig. Co MACHINES, GRINDING AND POLISHING ; 
: } ee ay _ Manu! rin Bond ul & Machine Co, ; 
Mel & r The Yal “« 4 \ M Lo (in i etrical Tool Co, 3 
. at ; HOLDERS, TOOL Royersford Foundry & Machine Co : 
\ tror I I 1 Co Stow Mfg. Co., In¢ | 
H. W & o N aa nd & Ce / 
. HOOKS, BELT I United States Electrical Tool Co | 
GASKETS r 1 Cor de MACHINERY, ICE AND REFRIGERATION | 
tu M T oO. Henry Vogt Machine Co : 
HOSE, COTTON < ; . ' 
: a & Ruther Co MACHINES, PIPE CUTTING AND . 
- 1 MI THREADING j 
“ . 7 : : a Greentield Tap & Die Corporation 
GAUZE, TUBULAR KNITTED vew ¥ . 4 Oster Mie. Co 
Sal in HOSE, R . B ait -_ Toledo Pipe Threading Machine Co. : 
GEARS — 1" Cinctunnkt Ranbce. . MACHINES, PUNCHING AND SHEARING j 
M ne Co, ae M ‘ ( Royersford Foundry & Machine Co, ' 
> ; New ting & P ng Co MACHINES, TIRE ROUGHING 
v e , : £ ) I ; iu Co rhe United States Electrical Tool Co 
The M ' . nena cars cae a MACHINERY, WOODWORKING 
GENERATORS, ACETYLENE Mf. % ‘ ch ee ee 
GLASSES. GAGE ae MALLETS | AND HAMMERS, RAWHIDE 
\Ior ¥ iat ns y n Co . ae ae bad 
y : INJECTORS Moree Teict Dae NDRELS | 
GLUE HEATERS, COOKERS AND POTS ‘ nit Ce \ ry Drill & Machine Co 
S r ! , MATS AND MATTING, RUBBER 
GOVERNORS, PUMP SPEED \ I Co - zi - en Hose & Rubber Co 
© M ine, S! v i Mf d \ t Rubber Co 
INSULATING MATERIALS New York Belting & Packing Co 
GRAPHITE FOR ALL PURPOSES ns-Mar tior ‘ MERCHANDISE CONVEYORS 
r 1 IRON PRESERVATIVES FP. E. M 7 & Bro, Co 
GREASE, LUBRICATING M ' tion METAL, BEARING 
) ndeline” IRONS, SOLDERING I rit I 
< r t t Bunt r & Brot C 
r ~& M JACKS, AUTOMATIC LOWERING 1) ns Iting & Refini Co 
GRINDERS, BELT. ROPE AND MOTOR M ring Cor 1 ee a 
DRIVEN JACKS, BALI-BEARING, SCREW + M ; 
. N ¢ 
GRINDERS, BENCH AND FLOOR JACKS, GOVERNOR CONTROLLED heh ati 
M i M At Met ( 
- JACKS, HORIZONTAT P “Paios Zs 
JACKS. LIFTING © MILL LEATHERS, ALL KINDS 
Bond P) lelphia 
af § r : T v} Ye Mfg. Co 
f JACKS, PIPE FORCING ee aE aka ee eee 
JACKS, POLE I. &@ Sons 
GRINDERS, DIS M _ 
> y os 
JACKS, PUSH AND PULI MONORAIL SWITCHES | AND TURNTABLE 
GRINDERS, DRILI ; ‘ i Tica 
JACKS, SPECIAL PURPOSE - MORTISERS 
GRINDERS, ELECTRIC Mac! Oo, 
: M JACKS, TRACK MOTORS, ELECTRIC 
! ‘ \ Electr Mf Co 
JOINTERS, WOODWORKING MOVERS, CAR 
& \ M Co 
JOINTS, EXPANSION, COPPER MULE STANDS 
‘ ‘our & M hir Co 
KETTLES, STEAM JACKETED MI : atten 
& Machine & Foundry Co. 
KNIVES, MACHINE ’ M par 
GRINDERS, VALVI y & T BOW sania iGo. 
. . LACERS, BELT NUT SETTERS 
tT Wine! ERStEGA Sikcaa: Se oerR al: MAA 
I = 7 LADDERS SAPETY NUTS, MACHINE SCREW 
. I t TT! RBourne-Fuller Co 
LADLES, MELTING Phe Cl i Screw Co 
GRINDSTONES ; “pears 2s eae 
Fale : M TACO? OW. PUMPS, HAND 
GUARDS, ELECTRIC LAMI LAMP GUARDS icc ine ea: 
GUARDS, CABLE, HIGHWAY LAMPS, ELECTRIC. ADJUSTABLE ees: on. * ELL ACCESSORIES 
GUNS, OIL AND GREASE LATHES, LABORATORY, ELECTRIC OILERS, HAND 
& \f y xT } “te x1 < \I . -=uppiv Co, ; 
LATHES, WOODWORKING ae ae Saree 
HAMMERS e & ( American ector Co, 
v LEATHER SPECIALTIES it I 
HANGERS, BALL BEARING ie Mfg y 
, ae The D. T. Williams Valve Co. 
no n ¢ PACKING, AMMONIA 
HANGERS, DOOR LEATHERS, HAND Boston Woven Hose & Rubber Co 
AT y 7 M hr Mar e Corporation 
I LEGS, BENCH Line ng & Mfg. Co., Inc 
HANGERS, PIPE Standard 1 1 St ( Phe Mechanical Rubber Co. bs 
N I : LOCKS, INDUSTRIAL New ing & Packing Co, 
. . T Yale & Towne Mfe. Co Quaker City bher Co 
HANGERS, SHAFT LUBRICANTS, BALL & ROLLER BEARING The Republic Rubber Co. , 
: mnat Ror 17 & Machine Co. PACKING, HYDRAULIC 
I ndr & M hir rd indr & M r Co, Chicago Rawhide Mfg. Co, 
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Moore & White 
Friction Clutches 


40 Years on the Market 


Any or all of the following Friction Clutch 


Catalogs will be sent you free upon 
request. 
Catalog upon Standard Friction Clutches 


with single disc for moderate speeds. 
Catalog upon Standard Friction Clutches 
with double disc for moderate speeds. 


Catalog upon High Speed Friction Clutches 
for high speeds and great horse power. 


Catalog upon Standard Friction Clutches 
with sleeves for use with American Steel 
Split Pulleys. 


The Moore & White Co. 
2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 





Without Doubt 


Nason 
Olympus 
Gauge 
Cocks 

ona 
boiler 
mean 

the 

last 

word in 
design. 
Renewable 
Regrinding 
Revolving 





Write Us 


Nason Manufacturing Co. 
Steam Specialty Specialists Since 1841 
71 Fulton Street New York 

















CRESCENT WOOD WORKING 
MACHINES 


are efficient, practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CoO. 


96 Columbia Street Leetonia, Ohio 








You Couldn’t Think 
of Anything Better 


than to decide right now—to eliminate the risk 
of a complete shutdown in case something goes 
wrong with the boiler feed pumps—by equip- 
ping your boilers with 


Pest 


Automatic en 
















Their reliability is an outstanding feature—proved 
rs : ; : 
over one million times in practice. 
: ae . Automatic 
TI 1e design is the —— of over 37 years’ ex Cellar 
yerience. Simp] 


ple, mpact and mechanically 
en ninutest detail. High suc 
hot water Ask us for full 


Drainer 


right down to 
1 


rkable wor rki ing range. 


Send nou for catalog 


PENBERTHY 
INJECTOR 
COMPANY 


Est 18S 







1262 Holden Ave 
Detroit, Mich. 





Canadian Plant 
Windsor, Ont. 











eed 





ep. April, 1927 






































































, M : The Hill Clutch Machine & Foundry Co, ane ATOR CONTROL VALVES 
t t ny The Medart Company Johns-M ille Corporation 
, } . I rh Ohio Valley Pulley Works, Inc. RADI VEORS, HIGH — RE VERTICAI 
Pack «& M < It Tr. B. Wood Sons Co TUB “ 
Mi : Ru Ce PULLEYS, FLANGE Nison Manufacturin 
. i . Belt & PP ng American Pt y Company RAILS, E LEC TRC MOTOR 
( liodge Mar cur ing Corporation Birkle Machine Works 
1. S TI Hi h Machine & Foundry Co, KALLS, STEEL 
tas The Me ‘Comp any L. B. Foster Co, 
W & S The Ohi illey Pulley Works, Inc RASPS 
PACKING, PISTON Reeves y bo. Delta File Works 
M ort tic Saginaw Mfg. Co, Scandinavian Western Importing Co., Ltd. 
t Packing & Mfs$ In¢ T. B. Wood Sons Co RATCHETS 
M il Rubber ¢ PULLEYS, FRICTION CLUTCH Armstrong Bros. Tool Co. 
York Belting & Packing ( Bond Foundry & Machine Co, REAMERS 
t I er Ce Chicago Pulley & Shafting Co, Cleveland Twist Drill o 
Re} ] Rubber ¢ ge Manufacturing Corporation wreenfield Tap & Die ¢ orporat on 
PACKING, SHEET The Edgemont Machine Co, — : Mot [Twist Drill & Machine Co, 
H & Rubber Ce Phe Hill ¢ lutch Machine & Foundry Co, REAMERS, ELECTRIC 
Mfx ‘ The Medart Company Black & Decker Mfg. Co. 
I ‘ I The Moore & White Co. The Vau Ix Electric 
M Cor} , Reeves Pulley Co, REDUCERS, SP 
ir Packing & M ti A. L. Sehul & Son rhe H » & Foundry 
t M ibt SKI ndu ¢ Incorporated "TRIC LAMP 
¥ I I & ’ackit : a Wood Sons Co : ‘ Pry 
n o ‘Reelite”’ 
Rubber Ce PULLEYS, IRON CENTER : Nagao A 
I R ige Manufacturing Corporation Ma GU a L.ATORS, ENGINE BLOWING 
PACKING \V my VE STEM Med 2 ( ett erera : URE “i L ‘TORS, BOILER FEED LINE 
n Ruble gE. | Ohio Valley ulley Orks, 4n¢ M Regulator ¢ 
M oy als “ery > REG i L ATORS, ‘DAMPER HYDRAULK 
r | { a Mfg. ‘ t ator 
ri dh” Gianna — - 
i voue so8 G U L VTORS, PUMP PRESSURE 
‘ i Be x | SYS, LOOSE \I terulatol o 
y & I aU LATORS, STEAM FAN 
, onl Co, Mason ht itor 
Ss M Corporation RE ISE ATING TOOLS, VALVE 
r ADI Ks e & Foundry Co, The Black & Decker Mfg. Co 
ins M. B. Skinner Co 
PAINTS, ‘INDUSTRIAT y Works, Inc i ead oe 
MI Riussell, burdsall & Ward Bolt & Nut Co 
Indust s, Incorporated ROOFINGS, ASBESTOS 
PANS, TOTI = I Ste ° oni Mian e Corporation 
T. B. Wood Son ‘ ROPE DKIVES 
PANS, VACTUM PULLEYS. MOTOR Dodge Manufacturing Corporation 
a & P D> ( n\ The il r . ac P y 
PAPER. EMERY, FLINT AND GARNET mel i en _ a a Sane & Foundry Co, 
I t & Ss , Corp on T. B. Wood Sor ; 
PASTE, SOLDERING & WIRE 
PEGS OR PINS, BELT LACING ; In : ae bo acer Sere sr 
4 RUBBER GOODS, MECHANICAL 
: { , \ oy ' Jenkins | nee j 
. , i - q) - ’ ° a ~ 
PIPE THREADING TOOLS PULLEYS, PAPER The M al Rubber Co. 
M Wor New Y« Belting & Packing Co, 
\ ‘ 1 vy Works. Inc. t l er ¢ 
1 PULLEYS, ROLLER BEARING The Republic Rubber Co, 
PIPE, HIGH PRESSURE ie Ane rine SOM SAFETY DEVICES 
: . “ f ; ' The ¢ scent M Co. 
1IP STEEI SkKayef ALL & J ne * 0. i ce ti = t 1. 1r a 
PIPE, I Pt LLEYS. STEEL Dodge Manutacturing Corporation 
PLANERS, WOODWORKING American Pulley Company SAND BLAST OUTEITS 
“At Dodge Manuf Cc oration Leiman Bros. 
PU v. LE YS, STEEL RIM SAWS, BAND 
PLATFORMS, LIFT TRUCK The Medart Compan American Saw & Mfg. Co. 
PULLEYS, STEP AN® TAPER CONE D. Bu & Sor 
De ilring orporati on The Crescent Machine Co 
PLIERS I M ne & Foundry Co. S ) Saw & Steel Co, 
T} Medart Compat oe 
oO V y Pu y Wor Inc, SAWS, CIRCULAR 
PLUGS, BRASS AND FUSIBLEI i es Pulls Co, Saw & Steel Ce 
I Saginaw Mfg. Co. \ e & 
a V i Sons SAWS, HACK (Blades) 
PULLEYs, WOOD SPLIT Ar nS & Mfg. Ce 
*} go Pulles Shafting Co. I t 
PLUMBING FINTURES Dodge Manuf 1g Corporation - & te Co. 
- > > The Medart mpany \ p > ’ 
POLES, TUBULAR STEEI \ illey Works, Ine. Saws. HAND, ELECTRIC 
POTS, GLUE Saginaw Mfg. Co. SAWS, SWING, CUT-OFF 
PUMP JACKS The Crescent Mac a Tar : 
~ 
POWER TRANSMISSION APPLIANCES E. M 35 
y ior ‘ le 
: PUMPS, AIR nC RE WDRIVE Ks, ELECTRIC 
, I n Bros. Ti slack & Decker Mfg. Co. 
I PUMPS, CENTRIFUGAI C ti Electric al Tool C 0, 
# 2 Hisev-Wolf Machine Co 
: M . 1 PUMPS, DIAPHRAGM I Unit St * Electr Tool Co 
: 7 i The Van Dorr slectr Tool Co 
* tn CO, PUMPS, ELECTRIC S¢ vie Mfg. Co. HAND 
EM ' 
: SCREW M AC HINE PRODUCTS 
PUMPS, GAS AND WACUUM Soo ae es eer ee 
PRESSES, DRILL, JEWELERS’ SENSITIVE — PUMPS. HAND AND POWER ae SC PLATES 
ar , - : I Mor Twist 1 - 1 é Mach ne Cc 
PRESSES, DRILI AND FOOT eR. Mvors & Bi " Twis ill & 
. os ’ . - CREWS, P ND vy 
P PUMPS, JET = : age CAP AND SET 
"PRIMING CUPS American In? tor ¢ : : . f ri 
Blakeslee Mfg. Co. : & Set § Co 
_ art PUMPS, MINE cr ry ( 
PROTECTORS, ELECTRIC LAMP UMPS, MINE i Pre 1 Steel Co. 
. ° 1 The Superior S \ Bolt Mfs Co 
E M r & Br Co . 
> ts *INION : SO REWS, LAG 
PULLERS, PINI PUMPS, OTL E w Cory 
Pt LLEY COVERING vetrait ¥ r Co s¢ RE ws. MACHINE, BRASS AND TRON 
E r tion 
PULLEYS, BALL BEARING lee Tool ¢ Sere ‘orp 
4p SCREWS, SAFETY SET 
x \ Aller wr Co 
PUMPS, ROTARY Tr 
PULLEYS, CAST IRON I I Star I Pre Steel Co 
ag PUMPS, SUMP, AUTOMATIC S¢ "REWS, THUMB 
M I ? Ser y 
ge Manu turing rporation t Inject : sc REWS, woon 
r 1 & Pt MPS, TANK t | 
M t r I I SE r AK ATORS. ol AND STEAM 
f 17 & Machine Cc . E. Myer R TT! Swartw Company 
Pt ve HES + bagpe DIES Tr I T. W ( 
PULLEYS. CONVEYOR Roversford 1 1 & Mn: ne Cn SHAPTING. PLEAIBLE 
PUNCHES, aC REW Stow Manu turing Ce r 











j FREE — Write for 
“The Truth About 
Glue Heating” 



















“Watchful Waiting” costs more than glue 


A water-jacketed pot wastes many dollars of payroll 
time. Water must be constantly replaced, glue must be 
stirred, glue scum must he cleaned off. workmen are often 
waiting tor glue 

‘three-heat’’ eiectric pot wastes tar more payroll 
time than its own cost each year. Many three-heat pots 
actually cost a hundred dollars a year in useless expense! 


Electric Pots 
ta Warm and Heaters 
EATING Clement Control Heat at 
yy steune mais : 

140-145 Degrees 
In Sta-Warm pots and 
heaters, the glue controls 
its own temperature. Ther- 
mostat turns electric cur- 

rent on and off as needed 
does not waste current by 
shunting it through resist 
fe , ance. Glue cannot overheat 
SS = ; and injure itself. No waste 
== of time in watching or wait- 
ing —the one glue pot you can 


enjoy forgetting 








a 








STA-WAPN ©" CORPIFATION 


523 ane eT \, a) 



















“THE CHASE” 


Line of 
Factory Trucks 
Industrial Cars 


Charging Trucks and Cars 


Dump Cars 
Turntables etc. 


We solicit your inquiries. 


THE CHASE FOUNDRY & MFG. CO. 
Columbus, Ohio 











Moncrieff Glasses 
make steady sales 


rieff Genuine Scotch Gauge 


) 











combine toughnes and 
performance wins for them ; 
1 tor i 
the steady patronage of the type of 
nN tead patre ioe € yp ( % 
engineer who bays on the basis of : 
fon te n economy whe realizes 
that no gauge glass can be “too 
7 CUNTFIE 9 
vood lor any work 
\ es + im pres 
No but the finest Scotch sand 
by J. Moncrieff of Perth. 
Scotland, in the manufacture of 


these glasses Exclusive formulae (WHITE ENAMEL Q 


are used, and Moncrieff Gk 


sses are 





urnished in five types to allow a enam 
de re of choice 5 
S ’ ia 
JENKINS BROS. 
RES: FOr M4 PEPE BEACON REO 
, j [ASSES 
80 White Street New York, N. Y. bie a ae nee 
524 Atlantic Avenue 3oston, Mass. He for AEE a 
133 No. Seventh St... Philadelphia, Pa to 15 
646 Washington Blvd. Chicago, Ill. 


LUBRICATOR 


ubricator glass 


withst ands 
pressure 
to 4 Ibs 











Hi “HILL CLUTCH” 
MILL EQUIPMENT 


“Cleveland Type” Oil Film Bearings 


Flood lubrication, and nothing else, makes oil film 
bearings that are capable of steady and continuous 
service. These qualities are secured only in the 
“Cleveland Type” Oil Film Bearing. 

a 





Lr S Every day theoretical 
; and practical proofs 
of the advantages of 
true oil film bearings 
are accumulating. 


You Should Know 


{bout Them 
{sk l S 





n Our “Cleveland 
Ae al Type’ Flood Lubri- 
in uns cated Bearin g has 


large oil capacity. An 
automatic pump insures flood lubrication. An oil 
film develops in the bearing from the moment the 
shaft starts and continues until it stops. It will au- 
tomatically carry on under daily operation or con- 
tinuous twenty-four hour service. It is designed 
for all kinds of power transmission service,—plain 
or water cooled, and low, medium or high speed. 
Wasted power through inefficient bearings, shut- 
downs and loss of production make wrinkles in the 
forehead. Our antidote for lubrication problems 
is along new and original lines. 

You should know the facts—Ask us 


Catalog giving complete information mailed upon request. 


The Hill Clutch Machine & Foundry Co. 


Power Transmission Engineers 


Cleveland, Ohio 











SHAFTING, STEEL 








SH ~~? E Rs, WOODWORKING 


SHE poms manene AND WIRE ROPE 
h M t «& iI Co 


I Wood Sx 


SHE I veaeets STEEI 


Tr | 
=a 


SHINGI Es, ASBESTOS 
SHOVELS, HAND 
Wood Sh & ‘I 
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Terry Steam Turbine Co. 
performs thread tapping operation 
in one tenth the time 

formerly required. 


They Installed 
Black & Decker Portable Electric Tappers 
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Black & Decker 
Portable Electric 
Tappers are made 
in two sizes, have 
110 volt current, 
and are priced at 
$58 and $78 respec- 
tively. 


The Terry Steam Turbine Co. had a difficult 
tapping operation which has been taken care 
of by the use of Black & Decker Portable 
Flectric Tappers. Mr. James Williams, Shop 
Superintendent for the Terry Steam Turbine 
Co., states that the Electric Tapper has enabled 
them to perform this operation in one-tenth 
the time formerly required. Because the tap 


This job is done with the '!,"’ ground tap for 
the smaller turbines and a 5,,.”’ tap on the larger 
ones. The metal is close grain cast iron. 


On their cast steel turbines they use the Black 
& Decker Portable Electric Tapper and a gun 
tap. 


Will be glad of the opportunity to consult with 


had to be used in a rather inaccessible position, 
an extension was made up and used as shown 
in the illustration. 


you with the object of saving time in your 
business through the use of Black & Decker 
Portable Electric Tools 


BLACK & DECKER 


Portable Electric Tools 
“With the Pistol Grip and Trigger Switch” 


Portable Electric Drills—Electric Grinders and Buffers—Electric Tappers 
Portable Electric Screw Drivers and Nut Drivers 





Write for new 1927 catalog Buy from your own supply house 
THE BLACK & DECKER MFG.CO,. 
TOWSON, MARYLAND 
Black & Decker Mfg. Co., Limited, Toronto, Ont. 
Black & Decker, Limited, Slough-Bucks, England 
Branch Offices With Service Stations In 


NEW YORK OAKLAND. Cal. ATLANTA DETROIT 
PHILADELPHIA ST. LOUIS DALLAS CHICAGO 


BOSTON 


BALTIMORE 
BUFFALO 
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LOS ANGELES 
SEATTLE 
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“We have had Ar- 
guto Bearings four- 
teen or fifteen 
years. Theyre Worth 
their weight in 


“We are using Arguto 
Bearings in counter- 
shaft hangers and they 
are entirely satisfactory” 





ee LET 
Lecidae calhapeg ARGUTO USERS 
foF 20 years Or | TELL YOU 
Site with amy and then prove in your own 
u machinery” ment they make. 

























Arguto’s initial cost is one-tenth 
that of Bronze. Argutos give 
service for twenty years or more. 
Argutos need no oil—and no at- 
tention. 


























“We are re~ Write today for ——. 
es ° Learn how Arguto Oilless Bear- 
ceiving splendid ings keep up protection and keep 


service from 
every Arguto 
Bearing in our 


plant’ 





down production costs. 


ARGUTO OILLESS BEARING CO. 4 
Wayne Junction, 


Philadelphia, Pa. 





OILLESS BEARINGS 
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Process Patent, Aug. 5, 1913 


ry Process Screws 


Furnished in 


Low Carbon— High Carbon 
Nickel Steels 


With complete Metallurgical 
Laboratory and Heat Treating 
Department at Your Service. 


Recognized 


Cap Screws a Set Screws 
A complete line A complete line 


7 aa re B i> , 
Vational Reputati ym 


The only line of Screws and Bolts 
Stamped with Emblem of Quality below 


By Invitation Member 


. Y . Emblem of , 
King, Spring, BUSINESS CHARACTER Connecting 
Tie Rod Bolts rae z Rod Bolts 
Secsial hanteent If it’s upset—it must be heat-treated Gnesi alehet 
and ground parts 


THE FERRY CAP AND SET SCREW Co. on yee 
Cleveland, Ohio 








ark 


PROCESS SCREWS 





eet Re ee 


PRINTED BY ATWELL PRINTING & BINDING CO., ¢ 





